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HARDWARE 


UNION 
FLEX-BEAM 


UNION RAZOR-BACK 


Consult your new UNION Catalog and Selling Guide before 


you order spring requirements. If you have not yet received ‘ THE UNION FORK & HOE CO 
e 


a copy, ask your jobber’s salesmen or write us direct for this 
useful 64-page reference book 503 Dublin Avenue, Columbus 15, Ohio 








“Nat” says: “Customers know they’re getting 

food fasteners when the trade-mark on the package 
says ‘National’. Right! “National” has been 
making fasteners to uniformly high standards for 
more than sixty years. More of them than ever, are 
now being made better than ever—in the most 


complete line produced by any one manufacturer. 


—— = 


“National” products include: HODELt-CHAINS— CHESTER HOISTS 





THE NATIONAL SCREW & MFG. COMPANY 


Cleveland 4, Ohio 
Pacific Coast: National Screw & Mfg. Co. of Cal. 
3423 South Garfield Ave., Los Angeles 22, Cal. 
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The 

All-Weather 
Roofing is 
Galvanized Steel 


Hich velocity winds or chunks of ice dropping trom 
overhanging eaves can ruin any metal roof, but the 
probability of damage is considerably less when 

the roofing is galvanized steel. 


The reason for this is simple. Steel is the strongest, stiffest 
metal commonly used in sheet roofing. It grips the nails 

and resists tearing or enlarging at the nail holes. It resists 
breaking and denting from the impact of falling limbs. With 
the usual purlin roof construction it can support the 

weight of a man without cracking or ripping 


Bethlehem’s Stormproot Roofing is made of strong, rugged 
sheet steel, in either plain or copper-bearing grades 

Uniform zinc coatings protect each side of these sheets from 
corrosion. Stormprool does not have a high initial cost, 

and it does not require costly maintenance. Dollar for dollar 
there is no better all-weather roohing protection on 

today’s market than that provided by Stormprool 


) 

Bethlehem Steel Company, Bethlehem, Pa 
On the Pacific Coast Bethlehem products are sold by 
Bethlehem Pacific Coast Steel Corporation 

Export Distributor: Bethlehem Steel Export Corporation 


ath STORMPROOF COVERS THE SOUTH 
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GROWTH OF POWER MOWER SALES 
IN POSTWAR PERIOD 


= 1,250,000 
UNITS 
! 
ESTIMATED 
DEMAND 
46 47 48 49 50 ‘5! 
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“Lowe Brothers Dealer 


Boosts Sales 


300% 








-by telling the L.B. Quality Story! 


Just read the following short statement of facts about one typical Lowe 
Brothers dealer and you will know why aggressive L. B. dealers every- 
where are selling more paint now than ever before! 

This dealer (who had previously stressed sales of other products) 
decided to make an “all out” effort on paint sales. He took full advan- 
tage of Lowe Brothers’ many advertising and merchandising aids— 
including everything from window displays, color cards and booklets 
to local newspaper advertising. The overwhelming consumer response 
quickly proved to the dealer that a wide margin of ready acceptance 
exists for Lowe Brothers Paints. In less than one year's time, his paint 
sales increased 300%! Still climbing today! 

Nothing magic about it. This dealer put in a lot of effort—used 
every means to tell the Lowe Brothers quality story and focus consumer 
attention upon his store. He proved to himself—what so many other 


Lowe Brothers dealers already know—that a perfect combination of 





product quality, distinctive packaging, coordinated advertising and con- 
sumer appeal, all work together to build demand, business, and far 


more profit from paints . . . Lowe Brothers Paints! 


The Lowe Brothers Company * Dayton 2, Ohio 
*T his 


Lowe Brothers 


“"" Lowe Brothers 
PAINTS x VARNISHES 
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CONSUMER APPEAL 
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ALL OVER AMERICA.. 


jt Ste 


Dearborn stays on top... year after 
year...in dollar volume of gas space 
heater sales! This public acceptance is 

a pretty good indication that 
everything must be close to being right. 
Why? Because Dearborn advertising, 
Dearborn sales policies, and most 

of all, Dearborn heaters are all designed 
to do just one job—to help you sell 
more and more Dearborn heaters! You 
can bank big profits on this year’s 
demand for Dearborns... 


and here’s why > 


ORDER YOUR DEARBORNS NOW ... 


Be ready for the big Fall heater sales. 
It's money in your pocket. . . if you can 
say “Yes... when your customers say 
..."| WANT A DEARBORN!" 


Send for illustrated literature on America's top-selling gos heater line. 


1700 West Commerce St 5830 N. Pulaski Rd. 
Dallas, Texas Chicago, til. 





-«+the world’s finest, safest gas heaters 


DEARBORN HEATERS 
¢ 
wee 
Give wall-to-wall comfort, more heat on less gas, 
are sized to fit any heating need. With famous touch- 
cool Safety Cabinet, High-Crown Burner, automatic 


lighting, fast-working Glo-Brite Radiants—you've 
got more heater to sell! 


DEARBORN DISCOUNTS 
We ij 


Dearborn plays fair with dealers. No cut prices be- 


cause Dearborn heaters are worth the asking price! 


DEARBORN SERVICE 


a 


Dealing with Dearborn isn't a hit or miss business 
Dearborn keeps you supplied with the heaters and 
parts you need...when you need them! 


DEARBORN ADVERTISING 
AND MERCHANDISING 
4 
Wee 
Dearborn backs up your selling efforts with hard- 
hitting advertising and merchandising aids aimed 


squarely at your customers makes your selling 
job easier, your profits greater! 


STOVE COMPAR Y 
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Ch 
That's 4 McKay Silent 


No hardware dealer using the McKay Silent Chain 
Salesman needs a long winded sales story. The 
Silent Chain Salesman shows nine actual chains, 
lists sizes and prices. You can increase chain sales 
easily with this “packaged promotion.”’ Write and 
find out how! 


THE McKay company 


442 McKAY BUILDING - PITTSBURGH 22, PA. 


Since 1881 
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KING of the can openers 





' QUEEN of the kitchen 


OTHER FINE SWING-A-WAY 
KITCHEN APPLIANCES 


ICE CRUSHERS .. . 


Only all-metal crusher on the market 

KNIFE SHARPENERS .. . 

Angle blade-guide insures sharpening precision 
CAN AND JAR OPENERS... 
Opens anything in Cans, Jars, Bocles 


UTILITY RACKS... 


60-inches of hanging space 


the quality ... the retail price . . . the profit margin . . 


The finest in woll-type con openers, with Swing-A-Way can openers sell for much less There ore extra profits in store for you with 
such essentiol features os Syncro-Gear Drive; than comparable models! Truly America’s Best Swing-A-Way becouse there's @ bigger spread) 
Shock-Proof Mounting; 5-Position Bracket! Can Opener Valves! Just compare the figures and see! 


GET THE FACTS ABOUT SWING-A-WAY 


FROM YOUR JOBBER, OR WRITE SWING-A-WAY MFG. CO. 


4100 BECK AVE.*« ST. LOUIS 16, MO. 
In Canada ox Agencies Led., Port Credit, Ont 
2 ee - 
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Wares a person buys a file, the odds 
are he has a useful, not wasteful, 
purpose in mind. Files fill thousands 
of important needs in keeping the 
national economy rolling — both for 


defense and for domestic progress. 
Mechanics, farmers, miners, truckers, 
repair services, the skilled trades—all 
have war-emergency reasons for keep- 
ing tools, implements, machines and 
other equipment in working condition 
— especially items facing curtailment 
for civilian use. 


Steel figures in most of them. Its 
conservation is vital. Saving steel in 


NICHOLSON FILE CO. © 15 ACORN ST., PROVIDENCE 1, RB. | 


(in Coneda, Port Hope, Ont.) 
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the files themselves is achieved through 
using The right file for the job and 
using the longest-lasting files for all 
jobs. No file brands meet these dual 
requirements more fully than Black 
Diamond. 

It’s good business to get in line with 
the trend: (1) Consult your whole- 
saler about the correct conservative 
file stock for your store. (2) Write us 
for the latest Black Diamond Catalog, 
and (3) send us your request for our 
free book, “File Filosophy,” contain- 
ing pointers on how to serve customers 
helpfully. 

SS 
“ee 








21” Cut; 1% hp, 
4-cycle Reo Engine 





RE@ MOPORS,. INC. 











People—amillions of them—will be seeing 
Reo’s 4-color ads in the Post. Hundreds 
live just around the corner from you. 
Tell them you have those famous Reo 
Power Mowers for Christmas. 


ORDER 
FROM your WM OWERS 





4th Annual 


Christmas 

Dee) artenareyel 

- i. > 
Se ee 
7 = ae 
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Merchandising Aids 
] 


ra 
3 
A. 





REO MOTORS, INC., LAWN MOWER DIVISION, DEPT. SH-10 
LANSING 20, MICHIGAN 

Please send me complete Christmas Promotion tie-in Merch- 
andising Kit, Free, plus Cellophane Gift Wrop pack 
eges @ $1.00 each which you ore to send C.0.D 


NAME OF STORE 


NAME OF OFFICIAL AND TITLE 


STORE ADDRESS 


city 







A Yeu Shovel With 
... BLADE AND STRAPS 
FORGED FOR THE FIRST 


TIME FROM LIGHT GAUGE 


Featherdite SPRING STEEL SHEETS... 


PRECISION TEMPERED 


New Design... New Construction... New Materials = Lightness and Strength 


AMES BALDWIN WYOMING CO. wjoxrs easton, mass 





In 1892 The Ruberoid Co. produced the first roll of ready- 
to-lay asphalt roofing ever made. Now nearly 60 years 
later, genuine Ruberoid Roll Roofing still leads the field, 
setting quality standards around the world. Many 
Ruberoid Roofs applied over thirty years ago are 


still giving service. 


Cash in now on this customer-satisfying product. 
Ruberoid’s quality and time-tested performance will mean 
easier sales and greater profits for you. When you sell 


 RuBEROID © Ruberoid Roll Roofing, you sell a product that builds 
both your present profits and your future business! 


Expand Your “Best-Seller” List with these 
Ruberoid Sales-Making Products: 


Dubl-Coverage Tite-Ons . the “hurricane 
proof” shingle with the beautiful 


basket-weave pattern. 


Stonewall Asbestos-Cement Board the 
universal building material that is hard, rigid, 


almost indestructible, yet easy to “work.” 


isbestos-Cement Siding ... beautiful color and 





texture, fireproof, rotproof. A revolutionary new 


concept of sidewall treatment. 


Building Materials for Home, 
Farm and Industry 


The RUBEROID Co. 


Executive Offices: 
500 Fifth Ave... New York 18, NY. | 


SOUTHERN PLANTS and SALES OFFICES: Sass te<== 
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Mandyman Hank keeps all hie 

‘ soe 
ZZ, ole gleaming and rustivee 
A “ih thong on 


J. 
Char Krylon protects wi i 
Wirheds window siif sigs 48 7 
42gt End new looking wipes Bra 


W you prize ip A 
RRYLOW 12¢'77/ 


Here’s another big two-color : KRYLON seals metal, wood, leather, 
—_—_—_—— faces in a tough, waterproof ACRYLIC aehn, 


ad in the “Saturday Evening Protects, beautifies, makes things lest omar 


Post” (October 13 issue) Bintr Bad Uylnced bi bepoy 
—making customers in every PreoneNarh,aekard othr 


city and town in the nation! ‘ clean than paint or enamel 
Rbidistors needn't be epesoreg! 


4 Fx 
“KRYLON-izing” is the big new leg ne PY th sit Marine by 
word in the hardware business. There’s whewrer you'd use Beminum 

never before been anything like Krylon! am Cet extra beauty prokection 


Have you stocked it yet? Get your share of Krylon will do things for you | 


the sales being stirred up every day by been mf lsecan— for there'snever 
i isi i aturda anything like Krylo: 
consistent advertising in the Saturday Genamee raf pg poe 


Evening Post and America’s four top on a coating of tough A 

magazines for home handymen—Popular miracle material = — Gua 

Mechanics, Popular Science, Mechanix II- water, air, moisture, di OST LUSh the b Yon- 
lustrated, Science and Mechanics. , Spresy 7# on/ 


It takes just $17.20 to put yourself in the ; 8n do tP=no - 


Krylon business. Get your store known as better, last you longer, if thes'ne _ Skill needed, 


Krylon headquarters now and you'll profit et Things like those 
; r 

for many years to come! See your jobber, wand oy —~ pt _ 

or write Louis Williams, Agent, 5519 leather bags and ty ure, 


Mattalee St., Dallas 6, Texas. cious photographs —let your imag- 
ination roam! 


HERE’S THE FAST-MOVING famirtie. wowraterProot, non. 
KRYLON STARTER ASSORTMENT » "Krylon: 
- Get Krylon today! 


* Potent counter display, small in space and big Kryton, Inc., 2601 North Broad 
in sell St., Philadelphia 32, Pa, 
* Adequate supply of a good-humored, hard- KRVLON je mantinhte 5 
selling consumer folder ie 
* 4 12-0z. cans crystal-clear Krylon (retail $1.95 At hardware 
each) and paint counters everywhere 
* 412-02. cans white Krylon (retail $2.25 each) in 12 02. oerosol sproy cons 


crys 
* 412-02. cans aluminum Krylon (retail $2.25 each) son transparent as glass) 
(goes farther, stays 


whiter, cleans easier, lasts | 
than paint or enamel) 


YOUR cost. eeeeeee#e $17.20 ALUM iy apie ‘ % 
erreur’ vud 
you SELL FOR eeeeeee 25.80 aluminum Paint) 
| ee EEE 
YOUR PROFIT ....-++-+ 8.60 
I . Service man Sc - 
(Open stock priced to bring regular 50% mark-up) “Ask me to Ky ree ities: 
sys¥em with special 


‘ . . 
Avtomotive Krylon, Seals it against moisture, rust Corrosion, 

: i) 0 ’ ion, 
eckage of curren . "Kr lon-ize’ wi en you winterize!” 
leak f t. y h i 
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THE HEATER THAT’S BUILT TO BUILD Profits for YOU! 





y° are only going half-way if you simply stock 


HEARTH-GLO Gas Heaters this season. Go all 
the way! Make a feature of HEARTH-GLO—and make 


extra profits for yourself! 


i+} 


HEARTH-GLO Heaters are high in quality — moderate 


. 
Cl init 


in price — super in performance. They'll give you a 
good profit when you sell them — and continue 


to build customer goodwill during the seasons ahead. 


Get your HEARTH-GLO Heaters right out in front — 
and stay in front of the profit parade all through 


the heating season. 


JACKES-EVANS MFG. CO. | 
A Complete Quality Line of Gas Heating Equipment 


Saint Louis 15, Missouri ale 
tal te CIRCULATORS. 
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g ATKINS “SAWS 


i eras 


how 


He Has the 
Christmas Packs Your Customers are Looking for 


A sensation in 1950, Atkins “Silver Steel’’ saws in attractive 
holiday boxes are bound to be another smash hit this year! 
Nationally advertised, these practical gifts are certain to be 
in great demand. To help identify your store with this big 
event, Atkins has prepored colorful silent salesmen — gala 
Christmas window banners, counter displays, the individ- 
Coust-to-Coast ually packed boxes themselves and newspaper mats for 
NATIONALLY ADVERTISED local use. But NOW is the time to get in touch with your 
SALES BUILDING jobber — the Christmas buying season is close at hand! 


Take Advantage of the Trend 
to Useful Gifts that Last! 


. + and tell your customers 
to USE, not ABUSE, fine tools 


ane wt Lf E. C. ATKINS AND COMPANY 
Home Office and Factory: 402 S. Illinois St., indi lis 9, indi 

Branch Factory: Portland, Oregon Knife Factory: Lancaster, New York 
ATKINS ALWATS ANtAD Sales Offices: Atlanta ¢ Chicago © Portland « New York 
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First in Volume Sales . . . First in Profits... 


ARDEN HOSE 


First in “Time Guaranteed” Customer Satisfaction... 


wim American Hardware Merchants! 


Swan's Garden Hose program is unique . . 


. tailor-made for the hard- 


ware trade . . . so much so that other programs do not truly compete! 
Hardware Merchants prefer Swan — that’s why they bought more 
than 20,000 Swan Merchandisers (illustrated at right). Merchandis- 
ers are still available through Swan Jobbers at only $5.00 F.O.B., 


Cleveland, Ohio. 


SWAN GREEN—GUARANTEED 15 YEARS! 


Here's the finest garden hose money can 
buy. This full %-inch hose has smooth, 





COLOR 


PACKAGING 


SHIPPING UNIT 


tough inner tube reinforced with two 





Green 














25-f. coil coupled 

50-ft. coil coupled 

75-#1. coil coupled 
250-ft. coil uncoupled 


5 coils per 125-ft. cartor 
5 coils per 250-ft. carton 
3 coils per 225-1. carton 
1 coil per 250-ft. bole 


braids of heavy rayon cord. Beautiful 
green cover of wear-resisting Neoprene, 
and nickel-plaeed MAXIVOLUME cou- 








pling. Guaranteed to withstand all city 
water pressure. 


SWAN RED—GUARANTEED 10 YEARS! 
Full ¥¢-inch hose. Has smooth, rough 





PACKAGING 


SHIPPING UNIT 

















25-#. coil coupled 

50-ft. coil coupled 

75-t. coil coupled 
250-ft. coil uncoupled 





5 coils per 125-1. carton 
5 coils per 250-ft. carton 
3 coils per 225-ft. carton 
1 coil per 250-t. bole 


inner tube, and a single braid of heavy 
rayon cord. Attractive red cover of gen- 
uine Neoprene, and solid brass MAXI- 
VOLUME coupling. Guaranteed to with- 











PACKAGING 


SHIPPING UNIT 


stand all city water pressure. 


SWAN BLACK-—GUARANTEED 5 YEARS! 


A full %-inch hose with a single braid of 
light rayon cord, and a good looking 
black cover of Neoprene. Solid brass 

















25-ft. coil coupled 

50-ft. coil coupled 

75-ft. coil coupled 
250-ft. coil uncoupled 


5 coils per 125-f. carton 
5 coils per 259-ft. carton 
3 coils per 225-ft. carton 
1 coil per 250-ft. bale 


MAXIVOLUME coupling. Guaranteed 
to withstand all city water pressure. 








SWAN NO. 703 BLACK 


Swan No. 703 full %-inch inside diam- 
eter black is a special leader hose builc for 
price purposes. Has a smooth scamless 
inner tube reinforced with a strong body 





PACKAGING 


SHIPPING UNIT 


of hose yarn to which is vulcanized a 

















25-#t. coil coupled 
50-ft. coil coupled 
250-ft. coil uncoupled 





5 coils per 125-ft. carton 
5 coils per 250-ft. cortor 
1 coil per 250-ft. bole 





tough wear-resisting natural rubber cover 
coupled with brass couplings. 





SWAN TWO BRAID INDUSTRIAL HOSE 


A special purpose, extra heavy duty in- 
dustrial type hose for estates, golf courses, 
greenhouses, etc. Has two braids of 
heavy rayon cord, thick Neoprene cover, 
and patented Swan MAXIVOLUME cou- 





PACKAGING 


UNIT BALE 

















25-ft. coil coupled 

50-ft. coil coupled 
250-ft. coil uncoupled 
250-ft. coil uncoupled 


SWAN RUBBER COMPANY * 





10 coils per 250-ft. bale 
5 coils per 250-ft. bole 
1 coil per 250-ft. bale 
1 coil per 250-ft. bole 


BUCYRUS, OHIO 





pling. Guaranteed to withstand all city 








e Swan PLASTIC GARDEN HOSE 


Guaranteed in Writing for § Years! 





Swan offers a new improved all-plastic garden hose in 
dark green with beautiful corrugated design which has 
extra eye and sales appeal. Made of all Vinyl Plastic! 





PACKAGING 


UNIT SHIPPING CARTON 














25-ft. coil coupled 
50-ft. coil coupled 
75-4. coil coupled 





5 coils per 125-4. carton 
5 coils per 250-ft. carton 
3 coils per 225-ft. carton 








| Swandé 


HILAL 





SIZE 


PACKAGING 


UNIT SHIPPING CARTON 





Full 
“% 


Inch 1.D 


25-1. coil coupled 
50-ft. coil coupled 
75-ft. coil coupled 


5 coils per 125-ft. carton 
5 coils per 250-ft. carton 
3 coils per 225-ft. carton 








SIZE 


PACKAGING 


UNIT SHIPPING CARTON 





Full 
y 
Inch 1.D 











25-#. coil coupled 
50-ft. coil coupled 
75-1. coil coupled 





5 coils per 125-ft. carton 
5 coils per 250-ft. carton 
3 coils per 225-ft. carton 














PACKAGING 


UNIT SHIPPING CARTON 





25-ft. coil coupled 
50-ft. coil coupled 
75-ft. coil coupled 


5 coils per 125-ft. carton 
5 coils per 250-f. carton 
3 coils per 225-ft. carton 








PACKAGING 


UNIT SHIPPING CARTON 














25-ft. coil coupled 
50-ft. coil coupled 
75-#t. coil coupled 








5 coils per 125-ft. carton 
5 coils per 250-ft. carton 
3 coils per 225-ft. carton 











SWAN PLASTIC NO. 150 


This beautiful dark green all-plastic hose is 
so light that a child can handle a large coil 
with ease. Has smooth, mirror-like finish. 
Will not fade, crack or rot—cleans easily 
with a damp cloth. Equipped with Swan's 
nickel-plaed MAXIVOLUME coupling 
especially designed for Swan plastic hose 
to help minimize leaking or tearing loose 
at couplings. Guaranteed to withstand all 
city water pressure. 


the REINFORCED PLASTIC Garden Hose 


NOW GUARANTEED IN WRITING FOR 10 YEARS! 


Hardware merchants are familiar with 
Swanite which was introduced in 1949, 
and which has proved to be an outstanding 
hose development. For those who demand 
the rugged durability of a rayon-reinforced 
rubber hose, plus the lightweight, and spar- 
kling beauty of a plastic hose, Swanite fills 
the bill! 


Swanite is available in two sizes and two 


5 


colors—full 42 and %%-inch inside diam- 
eters, in either brilliant red, or sparkling 
green. 

Swanite has a smooth, seamless inner tube 
of tough rubber, reinforced with genuine 
DuPont Cordura rayon cords, imbedded in 
the tube by a special Swan process, which 
assures maximum strength, flexibility and 
resistance to kinking. 


Swanite’s brilliant red or green corrugated 
plastic cover has a high gloss, mirror-like 
finish that sets a new standard in hose cover 
beauty and durability. Equipped with 
nickel-plated MAXIVOLUME coupling tor 
50% faster water flow! 


First with Powerful 
National Advertising 


Year after year Swan has been publishing powerful full- 
color consumer advertisements in such leading magazines as 
“Better Homes and Gardens”, “The Saturday Evening Post” 
and “Sunset”. Swan will continue to help Hardware Mer- 


chants sell Swan Hose with powerful national advertising. 


post: 


* 





Introducing the 


WOOSTER 
WU-CENTURY LINE 


.-. Of Pre-Conditioned 100% Pure Nylon Brushes 


Meet the Bonanza .. . first of Wooster's “NU-CENTURY’" line of 100% Pure 
Nylon Brushes! Here's a paintbrush that's really new, from the tip of its 
sparkling gold beaver tail to the tips of its flag-tipped filaments. Yes... 
flag-tipped! And it's Wooster-formulated to provide top performance. 
¢ To celebrate Wooster's one-hundredth year in brushmaking and to encour- 
age you and your trade to test this superior line of 
nylon brushes, the Bonanza in the master 
painters’ 4" size now is offered at a special 
low price. « This offer is strictly limited, 
so act now! Order from your 
Wooster distributor repre- 

sentative today! 


Flag- 
Tipped! 


Wooster “NU-CENTURY” Nylons 
are Pre-Conditioned 


Flag-tipped filaments in both long and short lengths 
provide improved paint pickup ond better all-around 
performance, give moximum bristie action from first to 
lest stroke. This pre-conditioning of Wooster “NU- 
CENTURY" Nylons is one of the greotest forword steps 
in b king since introduction of nylon paintbrushes. 


WOOSTER BRUSHES 


pass: ase Sty THE WOOSTER BRUSH COMPANY + WOOSTER, OHIO + SINCE 1851 ae 


IF IT’S WORTH PAINTING IT’S WORTH A WOOSTER BRUSH 


19 
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Packaged to Sell Itself! 


Millers Falls popular No. 2120 Buffing and 
Sanding Attachment now offers even greater 
profit opportunities. 


Conventionally packed, it has already won 
a wide market. Home owners, craftsmen, farm- 
ers, and professional workmen have been quick 
to recognize its advantages: Its exclusive 100° 
angle feature . . . 2-speed drive . . . sturdy, 
built-to-last construction . . . smooth, efficient 
performance that takes the hard work out of 
hundreds of tough jobs. 


Now it’s packaged to take the work out of 
selling, too. Colorful, eye-catching, easy-to-set- 
up — each package is a complete self-selling 
display — ready to build volume for you in 
your windows and on your counters. Order a 
supply from your jobber. A swell gift item to 
add to your Christmas tool display. 


MILLERS FALLS COMPANY, GREENFIELD, MASS. 


Check these sales features 

{ Makes any 4” electric drill an efficient rotary 
polisher and der. 
f— 2-Speed drive gives work speed 14 or twice 
drill speed. 

Exclusive 100° angle feature keeps drill and 
cord clear of work. 
pV Rugged, smooth-running — grease-sealed lubri- 
cation — machine-cut steel gears. 

Every package an easy-to-set-up, eye-catching 
sales display. 
V Backed by hard-hitting advertising in the Sat- 
urday Evening Post, Popular Mechanics, Popular 
Science Monthly. 


MILLERS FALLS 
TOOLS 
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ENCE POSTS 


Fencing time is PROFIT time when you Stock 
SSiréo,Star Steel Fence Posts! Designed by a 

farmer, Star Posts appeal to other farmers on sight 

sell fast . . . giV@%you a generous profit margin 

They are easy 16 stock, too “require little storage 
space. The only posts we know of that NEGT PERFECTLY 
And the convenience of 15 SSirco Warehouses TORMOVER- 
NIGHT DELIVERY or DRIVE-IN PICK-UP cuts inventory needs 


to a minimum 


@ LOW cost @ STRONGER 


@ LONGER-LASTING @ EASIER TO INSTALL 


The new Star design is like no other on the market. It’s stronger, 
longer lasting. Ne lugs, clips, ties one straight wire locks ALL 
fencing wires from top to bottom allows g-i-v-e under strain 
makes stronger, longer lasting fences. And the cost is amazingly low 
Write today or see your SSirco Representative for complete information 
about fast selling SSirco Star Steel Fence Posts 























EASIER TO STORE EASIER TO INSTALL STURDIER Up to MORE SHOCK . AB 


Stor posts nes! snugly, —No lugs, no staples 65 more ground 


require 


SORBENT — fencing 


little spate no ties No holes to bearing surfoce with can't loosen, yet hos 


And SSirco Overnight dig, wire secures fenc ovt anchor  plotes! for greater G-1-V-E 


Delivery 


imum inventories 


meons min ing Easy to move Longer losting pre thon with other posts 
pointed, with water Procticolly eliminotes 
proof asphalt under broken fencing! 


ground 


SOUTHERN STATES 
IRON ROOFING COMPANY 





PO ELC: 
MADE TO FIT RIGHT, HOLD TIGHT! 








IDLE SCRAP slows steel production. 
Comb your plant today for old machinery 
++» then call your scrap dealer. 
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- Clean, accurate 


threads. ..sound, full 
heads... straight, strong 


| Shanks! These qualities 


mever vary in Republic Upson 
Products . . . sound assurance of 

proper fit every time and a tight hold 

on every assembly. 

More than 20,000 shapes and sizes provide 

a full-line assortment for standard bolt and nut 
needs. Why not make it your source of supply? 


REPUBLIC STEEL CORPORATION 

Bolt and Net Division 
CLEVELAND, CHIO + GADSDEN, ALABAMA ; 
Export Department: Chrysler Building, New York 17,N. Y. | 
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» 
@ The instant eye-appeal of De Luxe BETTER-BAKE Tin- 
ware promises shoppers the extra value of the built-in 


quality features. BETTER-BAKE Tinware bakes better — 
bakes faster — wears better — reduces sticking — and is 
easy to clean. Women see the difference at a glance — 
and their buying lifts the Tinware Department to new 
heights of profitable volume. 


Ask your Jobber's Representative abou the complete 
line of De Luxe BETTER-BAKE Tiawore. 


SCHLUETER MFG. CO., ST. LOWIS 7, no. Dele, 
' SCuyeren MS 
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SPRED 
SATIN 


Wolds Mott Feautiful Wall Faint / 


Spred Satin is the world’s newest and 
most modern development in the paint industry! 
It brings new beauty for any room — 
in any home. Spred Satin is washable. 
Mild soap and water remove dirt and grime! 
Spred Satin dries to touch in 20 minutes! 
Spred Satin is ready mixed — ready to use. . . 
Spred Satin is the one ideal finish for 
living room, bedroom, kitchen and bath! 


A WRITTEN GUARANTEE 
TO YOUR CUSTOMER 


WITH EVERY PURCHASE — 
YOU SELL IT WITH A 
MONEY-BACK GUARANTEE 
BACKED BY THE 
MANUFACTURER 


DISTRIBUTED BY 


KING HARDWARE COMPANY 


490 Marietta St., Atlanta, Ga. 
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3900 N. W. 7th Avenue 
MIAMI 37, FLORIDA 
PHONE: 84-5517 


Now, for the first time in Florida, there’s a Black & Decker- 
owned-and-operated Service Branch ready to provide fast, 
expert service for users of Black & Decker, Van Dorn, 
Home-Utility and Lectro-Saw portable electric tools! 


This new, modern Black & Decker Miami Branch means 
greater convenience for Florida customers—and highest - 
quality service from factory-trained expert mechanics using The COMPLETE Electric 
only genuine replacement parts. Like every one of 30 Tool Line... 

Black & Decker Service Branches in the United States oP ; Gn 
and Canada, it provides the service “follow-through”’ that T LE Lfos 
helps make B&D products the best buys in the business! SANDERS ; 


ors saws 


TQ a < Tv 4} — 
BRING OR SHIP TOOLS NEEDING REPAIR TO Ale es Kv- 
‘sa! yo screw 


YOUR NEAREST B&D SERVICE BRANCH Ho PORTABLE scnew 
GRINDERS 


ne A COMPLETE 
Ct LINE OF 
ACCESSORIES 
NUT RUNNERS MAMAIAERS 


=) ee 
fs TAPPERS <i— 
SHEARS 





DIE GRINDERS 
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AUTOYRE ACCESSORIES KEEP MOVING FAST 
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ORDER Stanley | 
Tool Chests and 
gift-packed Tools 


ow! 


Plan now to make your tool department 

a profitable “gift” center with Stanley 
Christmas items. The line includes six 
handsome Tool Chests and ten gift-packed 
Tools — all tested profit-makers . . . 
“sell-outs” in seasons past. 

Tool Chests — Six distinctive sets .... 
styled for the need of every tool user - 
priced for every shopper. 

Tools in Woodcraft Boxes — Sold as a Unit 
— X10A Complete with 10 “most wanted” 
tools individually packed in pine-colored 
boxes with red platform, plus attractive 
price card for each tool and an eye-catching 
window streamer. 


Fit FE 8> one. 


oy 
i 


ie 


r 


isi 
isi 


Plan a special window of Stanley Tool 
Chests and gift-packed Tools . . . feature 
them in your local advertising — for 
extra holiday sales. Order NOW! 

See your jobber today. 


Stanley Tools, New Britain, Conn. 


Colorful window 
streamer, 17° x 22° 
(Pocked with each X10A Unit) 


TOOL BOX OF THE WORLD @ Hord-hitting Staniey Tool Advertisements like this will be 
seen by more than twenty million interested reeders of 
THE SATURDAY EVENING POST, 


POPULAR MECHANICS, POPULAR SCIENCE, 
MECHANIX HWLLUSTRATED, HOME CRAFTSMAN AND 
POPULAR HOMECRAFT. 

Stenley Tool eds help yew sell your best prospects 


Hep. U.S. Pes. OW. . . tell them te see YOU, the loca! Stanley desler — 
Hordware + Tools + Electric Tools + Steel Strapping + Stee! tor top tool veives 
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CHAIN STRINGER 


. «+ full 60" .. . welded link . . . cad- 
mium plated . . . fitted with needle, 8 
individual slide hooks . . . additional 
slide hooks available 


; 938 W. Welnut St. 
. Co. Milwaukee 5. Wis. 











‘ 
SSUOOOUOUOUUUU UCCUCUCTUUOUOUUCOOCO 
TRIPLE GUARANTEE 
SURER—<-CON is guaranteed te destroy 
rats end mice on your property er your 

money back 

LASTING—<-CON is guaranteed te per- 
manentiy centre! yeur rat and mouse 
prebiems or your money back 
SAFER—4-CON '8 quar 

sate te humans 








WITH THE CHILDREN 


AT BEAUTIFUL = 


liner Ullage 


acatior. 





DAYTONA GEACH, FLA. 
! ¥ a 


You should enjoy the lux- 
ury of this five million 
doliar vacation paradise 
. «+ hundreds of gorgeous 
acres and palm trees—on 
the ocean between Or- 
mond and Daytona Beach. 


Golf, tennis, fishing and ocean bathing at your door. Every 
convenience for children . . . nurseries, playgrounds. Near gay 
entertainment . . . unsurpassed sightseeing, amusements, recrea- 
tion. Fully equipped apartment-villa with living-dining room, 
separate bedroom, tiled bath, electric kitchen—e Shangri-La for 
your entire family—only $49.50 weekly. Two and three bedroom 
villas slightly higher. Florida is superb right now—write for 


folder, rate sheets and any special information. 








} SOLD 
| EXCLUSIVELY 
THROUGH 


Increase your 

soles of Americo's 

leading wicks . . . GLASWIK 

and FLAMEMASTER. These attractive 

merchandisers increase sales and MAKE YOU MONEY! 

Wick can be dispensed quickly and easily, with no waste 

or spoilage. They make excellent counter displays or 

can be hung on a wall or side of the counter. 
COMPLETE DESCRIPTIVE LITERATURE 








ON REQUEST. WRITE DEPT. & 


ASBESTOS 
ATLA Scompany 


MANUFACTURERS OF ASBESTOS PRODUCTS AND SPECIALTIES 
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COLORFUL COUNTER DISPLAY BOX WITH GAY 
HOLIDAY GIFT WRAPPING WILL GIVE YOU 


S50 HANDY 
fer 
WOME USE/ 


@ Here is smart, effective, test-proved 
display help right at the point of sale that will 
ring-up money-making extra gift business for you 
this Christmas-time. Colorful box flags down 
customers ... combines illustrations and 
descriptive details to tell a complete 
selling story. Gay holiday wrap- 
ping lends a festive touch ... 
marks this amazing little torch 
as a practical gift item with 
genuine appeal for the hobbycraft 
worker or home mechanic. Plan 
now to use these merchandising 
aids for eye-catching display 
on island tables... in windows i : 
2 Box has die- 
...at other strategic shopper- : cut tray to hold 


traffic areas. torch firmly in 
. ; lace. Simple told- 
See your jobber for full details... ing ome oni quick, 
easy set-u } = display ... 
gives billboard punch to selling 
message. Sides are illustrated to 
show typical uses of torch. Box meas- 
ures 7” x 5-1/2” x 4-1/4” (closed). 


@eeeeeeaoeeeeeeeeeeeeeeeeeeeeeeeeeceeaeeeeeeee eee eeeaeeeeeeeee 


NEW LITTLE TORCH IDEAL FOR HOME WORKSHOP, 
HOBBYCRAFT WORK, LIGHT SHOP WORK, THE 
OCCASIONAL USER You will be surprised to know that this half-pint torch pro- ad 
duces 1700° F. temperature which practically equals a standard size torch @ Ideal for home 

craftsmen, hobbyists, or those engaged in light shop work @ Complete with soldering iron 

rest and windshield @ Simple in design, yet has high-polished seamless drawn brass tank 

with concave bottom @ Tank base is 3-1/2” to eliminate tipping @ Fuel capacity is 7-1/2 

ounces, burns 3-1/2 hours when full open @ A self-pressure type torch .. . pressure is sup- 

plemented by brass wire—interwoven with the wick—which conducts heat from burner into 


tank @ No. 59 burns gasoline; No. 60 burns alcohol @ Soldering iron not included with torch. 


. F os 
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BIGGEST 
NAME IN 
PLUMBING 
RUBBER 





PRODUCTS 


No. 36 Lucky Strike 
FAUCET WASHER 
ASSORTMENT 
36 individvel packoges 
per unit. Eoch pockage 
includes 8 genvine 
lovelle bevelled faucet 
washers in all popular 
sizes with necessory 

brass screws 


YOUR COMPLETE PLUMBING RUBBER DEPARTMENT 


MADE RIGHT! 


PRICED RIGHT! 


No. 424 Fit One-Fit All 


PACKAGED RIGHT! TANK BALLS 


12 individually packaged 
tonk balls to colorful 
counter unit Special 
tapered seat for smooth 
operation on all size 


flush valves 
"tber ° 


~ 426 N. Wood Street, Chicago 22, Illinois 





Tank Balls * Faucet Washers + Force Cups * Hose Washers + Basin Stoppers * Repair Assortments 
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PENNSY 
(952 


Dealers who offer these great mowers will 
win new friends and please their old ones. 
For Pennsylvania quality is recognized 
and admired by every owner. In fact, 
Pennsylvania gets a tremendous amount 
of word-of-mouth advertising from satis- 
fied owners. This isn’t just an accident. 
Fact of the matter is that Pennsylvania 
Mowers, both power and hand models, 
are made intentionally better for that very 


purpose. 


Order Through your Wholesaler 
—and or der ear ly, please SPECIFICATIONS— POWER MOWER 


These new 1952 Pennsylvania Mowers have all the grass- Height of cut %" to 2”. Five extra wide 
cutting ability that has made Pennsylvania a favorite with | crucible analysis steel blades. Rubber tires. 
dependable dealers and their customers for 76 years. As Briggs & Stratton motor. 
usual, Pennsylvania Mowers will be well advertised in THE MODEL R-15 MODEL T-15 
SatTurDAyY EveNING Post, Better Homes & GARDENS, Wheel 10 in. dic. Wheel 10 in. dio 
AMERICAN HoME, PATHFINDER, SUNSET, FLOWER GROWER Width of cut 18 in. Width of cut 21 in 
—great magazines read by millions. Shipping weight 130 Ibs. Shipping weight 136 ibs 
No one knows how many mowers will be available for Net weight 111 Ibs. Net weight 116 Ibs 
1952, therefore it’s more important than ever to order Motor Thp. Motor 1% hp 


through your wholesaler as early as possible. with rewind sterter 
end tool bor 


ENNSYL\ te To simplify your serv- 
Da ice problem, Pennsyl- 


QUALITY LAWN MOWERS SINCE 1877 vania offers you a com- 
plete REPLACEMENT 


PENNSYLVANIA LAWN MOWER DIVISION ~ PARTS CATALOG. A 
AMERICAN CHAIN & CABLE =~ : copy will be sent free 
Bridgeport, Conn. + Camden, N. J. of chorge on request 


GREAT AMERICAN PENNSYLVANIA, JR METEOR PENNA-LAWN TRIMMER AND EDGER 
Choice of For heaviest duty and For terrace and For small lawns or Does trimming and edging 
professional gordeners. unusual cutting conditions. very fine grosses. vse with PLM Power Mower easier, foster, better 
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for POULTRY HOUSES, STORM DOORS & WINDOWS 


Light 
BUILDERS 
HARDWARE 


Whatever you sell, whatever 
the season, your dependable 
profit-line is R-V-LITE. More 
and more farm and home own- 
ers are installing this transpar- 
ent material in sun porch en- 
closures, storm doors and win- 
dows, brooder and laying houses | 
and barns ; t 
Profitable R-V-LITE sales | ang “ * Splash 
12 months a year! ble Mots 


MAKE YOUR STORE HEADQUARTERS FOR R-V LITE! 


Free ADVERTISING KIT 


of sales-tested store displays helps 
you capitalize on the huge, pre-sold 
R-V UTE morket! ‘ 


Cy GRIFFIN 


Kit today . 





For more than 50 years Griffin 
hinges have been known for their 
fine materials and workman- 


ship. Griffin hinges are 
HARDWARE CLOTH... 


part of a wide variety of light = every wire round and 
builder's hardware... \ true to gauge .. uniform 
Tt \ mesh... free from bulges 
quality produced by ' . « Straight selvage . . 
AH aa heavily and brightly gal- 
mA 3 Griffin. ' vanized the Wright way. 
Y LA A Wright product all 
Suery DOOR NEEDS THREE! the way from rod to 

you. 


Southern Reprecantotevens 
.. Cc ibrook 


~GRIFFIN- =n 
¥- eee Box 176 
a Avondale Estotes, Ga. 
& « oe ae cousemp £. Saetdate 
anufacturing Company ————— 206 Corendsie Bid. 
ERIE + PENNSYLVANIA ' 


SALES OFFICES 
L. A. Abrams 45 Warren Street, New York 7, N. Y 
Wilbur H. Davis 1639 W. Fargo Avenue, Chicago 26, Illinois 
George A. Gregg 17134-6 Wyoming Avenue, Detroit, Michigan 
John Sullivan 115 Broad Street, Boston, Massachusetts 
Charles L. Lewis 355 Market Street, San Francisco 3, California 
917 St. Charles Avenue, Atlanta, Georgia 


rr 6637 Golf Drive, Dallas 5, Texas 
t 4524 East 60th, Seattle, Washington Sigae & 

644 Wellington Road, Jackson 6 Mississippi 

+ gal D. Rush & Sons 4638 Nichols Parkway, Kansas City, Missour 
C. Glover 261! Garrison Bivd., Baltimore 16, Maryland W RE <e) 


S L. Rogers 620 Garfield Street, Denver 6, Colorado 
W. C. Meibaum & Co 6954 Oleatha Avenue, St. Louis 9, Miscovri 


=== seas 
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THROW-AWAYT 
FUEL TANK 


Ne dengerovs hen 
dling of bulk fuels 
simply replece with 
new Tank of Prepeo 
Fuel, when needed 
SAFE ¢ NVENIENT 
EC 
wT84O8 wane parents 9eHOrne 


The INSTANT-FLAME Torch wih -. 
Throw- Away at 2 , 


Fuel Tank 


Store traffic, the like of which you've never seen, is headed your 
way, come Christmas shopping season, if you feature the most 
talked-about item of the year—Prepo, the new principle Torch 
with the throw-away fuel tank 

The Prepo Torch intrigues men who never thought of owning a 
torch before. And to those who use torches regularly, there's special 
appeal in the no pouring, no priming, no pumping, instant flame 
features of Prepo 

Remember—every Prepo Torch you sell means a customer who 
comes back again and again for replaceable Prepo Fuel Tanks 
a hot prospect for the other items you sell, also 





at the 
NATIONAL HARDWARE 
NATIONALLY ADVERTISED 


TO 18 MILLION READERS SHOW 
Prepo ads are running again and New York City 


again in magazines that appeal to 
me see tovehen. Pe October 8-12 


men who use torches ypular 
Mechanics, Mechanix Illustrated, 
Successful A ae _ re ir Visit Our Display Booth 
Science a are busy developing 

Seemeste Ger vou, Tie-ta with No. 468-469, Grand Central Palace 
~~ Campaign. Write the 
Factory for details 
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"| sell Slaymaker’s ‘Brass Beauty’ Padlocks 


over my next leading brand” 


Emil O. Schultz 
Schultz Hardware Company 


K “COMPANY Since 1888 


Lancaster, Pa., U.S.A. 


playmaker 


vert ; 
The Seturde 


Groung tent World's Most Complete Line of Padlocks 
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OLIN 
flashlights and 
batteries are sold 
under these trade-marks: % 





: WINCHESTER 
ASK YOUR WHOLESALER SALESMAN... S'-:.-%" | Ou 














WINCHESTER No. 145 BOND No. 419 


COUNTER MERCHANDISER Contains 24 flash- 


lights in an assortment of seven styles with these 
$.98, $1.19, $1.39, 
$1.55, $1.59 and $1.89. Also, 96 regular size 
C” flashlight batteries 
Counter Merchandiser included—AT NO 
CHARGE 


suggested price ranges 


D” and 12 junior size 


VALUE 





BOND No. 49 WINCHESTER No. 94 


WIRE RACK DISPLAY PACKAGE Con- 
tains 6 each of 3 styles of 2-cell, fixt- 
focus spotlights and 48 reguler-size flash- 
light batteries. Six flashlights are sug- 
gested to retail at $1.19 each, less 
batteries... 6 at $1.39 each, less bat- 
teries...and 6 at $1.59 each, less 
batteries. 

Package also contains AT NO CHARGE 
1 wall display wire rack and 2 small- 
space counter disploys. 
Suggested RETAIL VALUE 
Suggested DEALER COST 


$31.02 


HASHUGHTS 
one BATTERIES 








Here’s a quick check list of values: 1950 PRICES—frozen at October 16, 1950 levels. 
NO CHARGE FOR VALUABLE DISPLAYS—FULL DEALER PROFIT—from 332% up. BRASS/ 
COPPER ...not tin or steel. OLIN flashlights are made from the finest, durable metals... 
brass/copper POPULAR STYLE— all standard size OLIN flashlights have REMOVABLE 


END CAPS FOR EASY LOADING. 


BOND No. 2418 
WINCHESTER No. 5418 





Solid-drawn 22-K 
copper, fixt-focus 2- 
cell spotlight ... . lock 
“on” and “off” switch 
..~ lamp No. PR-2 
Suggested RETAIL 
VALUE... ...$1.19 
Suggested DEALER 
COST. ....$0.795 


We 


$ . 


; 7h 
Lis t 
“ 

arnt) 


WINCHESTER No. 4410 
BOND No. 2420 





Extra Special... Alt- 
CHROME ploted, standard 
2 cell fixt-focus spotlight 
- . + Sewey lock switch, 
lamp shock absorber. . . 
lamp No. PR-2 


Suggested RETAIL VALUE $1.39 
Suggested DEALER COST 0.93 


BOND No. 933 WINCHESTER No. 998 
FLASHLIGHT DISPLAY PACKAGE Contains 6 
deluxe 2-cell spotlights standard-size with 
RED LENS RING—and 48 regular ‘size “D 
flashlight batteries. Suggested retail price each 
flashlight: $1.59, less batteries 

Suggested RETAIL VALUE $15.54 
Suggested DEALER COST 10.26 


SUGGESTED PRICES for individual flashlights are /ess batteries 





BOND No. X-3940 
WINCHESTER No. X-6920 











Fixt-focus 3-cell SEARCH- 

LIGHT... Big powerful lens, 

RUGGED CONSTRUCTION 

...$pare lamp corrier end 

cap, lamp shock absorber, 

3-way lock switch. Lamp 

PR-3. 

Suggested RETAIL VALUE $2.59 , 
Suggested DEALER COST 1.73 44 





RETAIL VALUE $1.60 
DEALER COST 1.07 


oe 


OLIN 
INDUSTRIES, 
Inc. 
ELECTRICAL 
DIVISION 


NEW HAVEN 4, 
CONN. 


PORTABLE & FARM HEARING AID 
RADIO BATTERIES BATTERIES 





(netiea’ ul sanding. ack (HUES, 


cS 


Yap 
a yl | 


Ly 
Ai 
N. 


wl 


No. 411D Key Lock (exterior) 


For exterior entrances to the home. Hos 5-pin tumbler lock 


construction. Equipped with turnbutton, permitting free use of 


terior knob at all times while permanently locking door agoinst 
Opening from outside When turnbutton is in locked position 
entry to the home moy be gained only by key. No. 41! 
without dead latch feature. No. 411D, with dead latch. Dead 
latch (compressed when door is closed) keeps bolt engaged 
with strike plate and prevents opening bolt from outside 


with knife or screwdriver. A 


C. 
KJ 1. —— 
Ze. Pye, afi 


w\ 


No. 412 Turnbutton Lock (porch, patio) 


\ 


For French doors or other doors between of home and 


nside locks door or 


against ovtsid 
times Dy sme 
fecture. N 

pressed whe 


strke piote 





No. 414 Privacy Lock (bath, bedroom) 


An outste ng lockset designed espe ly for use on b 


and bedroom doors. Has pushbutto nside knot 


omplete privacy. Turning inside knob diser 


ages lockin 


“ism until pushbutton depressed. Simple rele 


feature on ovts n rmits emergency entr 
use of pencil, hoirp or similor object 


Key Required ustomers will like this privo 


- . 
al 


me = 
1 ow 


t may be applied to the 


ASK YOUR 
REGULAR 
SUPPLIER 


monner Wher 


1gree there's much reel iiel an iel 


NATIONAL | . s the 


best 


specify 


Distinctive Hardware — All From ] Source 


ee ee ee ee 


ROCKFORD, ILLINOIS oe 
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MERCHANT SALES DIVISION 





Farmers and gardeners recognize 


the Planet Jr. trade mark as the 


€ 
REG. u.s. PAT “ 


symbol of quality and service. Yes, 

saleability is an important feature The Complete 

of the complete Planet Jr. line of 
» Planet Jr. Line 


practical, specialized planting, fer- : 
ces ee , includes: 

tilizing, and cultivating equipment 

Planet Jr. Garden Tractors: 12, 22, 3 


for almost any crop grown in rows. 
and 5 H.P. 


Planet Jr. Tractor Attachments for plow- 
ing, discing, seeding, fertilizing, cultivat- 
help your customers make the ing, lawn mowing, field mowing, hauling, 


When you promote Planet Jr., you 


greatest possible profit from their grading end ensw plowing. 

acreage. And that is bound to Speckstined equipment fer ere with qun- 
: eral purpose tractors. 

mean a lot more profitable business Planet Jr. Planetized” Tillage Steels. 


for you. Single and Double Whee! Hoes... Com- 


bination Wheel Hoes and Seeders . 
Fertilizer Distributors. 


a, *Trade Mark 


Fertilizing 


A eee Re es RD ET 


Lawn Mowing 


S. L. ALLEN & CO., Inc. 
3421 North Fifth Street Philadelphia 40, Po. 
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; Sofie! to the SS. UNITED STATES... 


*eeeueee 


xeneaeaeaeneaeneneanea Rae ea ere eae eae OO Oe He ee Ree eee CU OU UU 


Nine hundred and ninety feet long — capable of speeds 
in excess of 30 knots — the new superliner “S.S. UNITED 
STATES” launched June 23rd is scheduled to go into 
trans-Atlantic service early in the summer of 1952. 


Columbian Rope pays tribute to the men whose vision, 
talent, and muscle created this, the largest and fastest 
ship ever built in America. 


Like so many other steamship lines, the United States 
Lines — owners of the “United States”-— are large users 
of Columbian Pure Manila Rope. Over the years they've 
learned that the rope with the red, white and blue 
markers can be relied on for strength — stamina — 
dependability. 


COLUMBIAN ROPE COMPANY 
440-70 Genesee St., Auburn “The Cordage City,” N. Y. 
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IT’S TIME... 


again... 


TO WAKE UP SCRAPPY! 


Scrap’s getting scarce again . . . com- 
red to the amounts we need . . . and it’s 
up to all of us to help produce enough steel. 


107,000,000 tons of steel is the present 
rate of production in 1951. . . 119,500,000 
tons is expected in 1952. 

Last year, 1950, we produced 97,800,000 
tons. 

All that extra steel—enough to take care 
of both military and civilian needs—calls 
for more scrap iron and steel. 


Scrap Inventories Are Alarmingly Low 


While steel mills are producing at a 
greater rate than ever, scrap inventories 
have dwindled. Many mills are opevating 
on a hand-to-mouth basis with shut-downs 


threatened unless we furnish more scrap. 

We do have the scrap. It’s everywhere, 
not just in the form of production scrap— 
the “leavings” of machining, normally 
turned over to scrap dealers . . . but also 
in the form of idle metal: obsolete ma- 
chines and tools, no-longer-usable jigs and 
fixtures, gears, chains, pulleys, valves, pipe, 
abandoned steel structures, etc. 

We must have this idle metal to keep 
the furnaces running. 

Please cooperate. Set up a Scrap Salvage 
Program in your plant—now. For a com- 
lete plan on “how to do it”, write for 
Reokine “Top Management: Your Program 
for Emergency Scrap Recovery”. Address 
Advertising Council, 25 W. 45 Street, 


New York 19, N. Y. 


NON-FERROUS SCRAP IS NEEDED, TOO! 


This advertisement is a contribution, in the national interest, by 


SOUTHERN HARDWARE 


Why Do We Need Scrap? 
Steel is made half from pig iron, 
half from scrap. With production on 
the increase, more*scrap must be 
purchased. And it’s up to you to “dig 
it out” and sell it. 
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Once again South Bend brings you the best in tackle. Here are 
a few of the new rods, reels and lures that will help make 


South Bend your most popular tackle in "52. Your customers 


will be asking for it... ask your jobber about it now. 


: bs) No. 3269 ; 
XL” HOLLOW GLASS 
SPINNING ROD — $14.95 
2-piece,6'3". Perfect length, 
acuon for light lures 
2. 
Ne. 3351 


XL® HOLLOW GLASS 

TROUT ROD — $24.75 

No. 900 SMOOTHCAST® REEL — $22.50 No. 1100 SPINCAST® REEL — $27.50 Superb 2-piece rod with ex- 
Nylon Gears! Direct Drive! Precision-Built! Entirely New! ceptional action. 8’, 8'2', 9’. 

Smooth — quiet — fast. No back- Designed by expert spin casters 3 

lashes. Corrosion-resistant chrome for spinning at its best. Easier to Ne. 3260 : 

steel. Available December 1951. use. Available February 1952 XL® HOLLOW GLASS 

TROUT ROD — $15.95 

Good quality at px 

price. 2-piece 


Coming four new 
spinning rods for 
\ fresh and salt 
Q . water fishing de 
Y rz, F signed by 
~ 


Doe Sates, aa. 


outstanding authority 
OM spinning. 


No. 912 WEE-NIPPEE® — $1.35 Ne. 1965 FIN-DINGO * — $1.25 
Possesses deadly surface action. ¢ Lively zig-zag action caused by fins, 
finishes. Weight 3/8 ounce. Model Sinks slowly. Molded plastic body. 


No. 916 for spinning, 1/4 oz.— $1.25. Six finishes. Weight 1/2 ounce, 








See This New South Bend Tackle at the NATIONAL 
HARDWARE SHOW — BOOTHS 704-705 


SOUTH BEND BAIT COMPANY 
900 High Street, South Bend 23, Indiana 
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BY THE MAKERS OF 
“RED HEAD” 











to pull NEW traffic 
..- make more dollars 


With the RED HEAD line you always 
have an outstanding sales story . .. Now 
—we offer you SLUE BILL Hunting 
Clothing to headline your fall sales. 


This new line was created to meet today’s 
requirements of hunters’ dollars. Get in 
on the swing to BLUE BILL, the line 

that is packed with top features hunters 
want and go for . . . AT PRICES 
EVERYONE CAN AFFORD. 


NEW traffic, the real goal you are after 
to increase profits can be had by featuring 
the BLUE BILL line of hunting clothing 
this fall . . . it’s RED HEAD again! 


--- FIRST IN THE FIELD 
FAVORITES IN THE STORES 


RED HEAD 


BRAND COMPANY 





4300 WEST BELMONT AVENUE, CHICAGO 41, ILLINOIS 
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5” Ogee or Half-Round—smooth 
or stipple-embossed finish. 

3” plain and corrugated round 
downspouts. 24%” x 3%” 
downspouts for Ogee. 


Complete accessories. 


Whatever may be the immediate situ- 
ation on production of aluminum 
gutters, you can be sure they are a 
permanent fixture in the building 


supplies and hardware business. And 


the big reason is that these gutters 
are a permanent fixture on each lucky 
customer's home. . . rustproof, corro 
sion resistant, never needing to be 
painted, never staining the walls 


REYNOLDS i ALUMINUM 
GUTTERS and DOWNSPOUTS 


Slip-joint connectors make them easy 
for anybody to put up. It's a quick 
sale, for a quick job! Check your job 
ber for existing stock... remember 
aluminum’s expanding capacity 
promises increasing supply. Mean 
while, get the facts. Mail the coupon 
Reynolds Metals Company, 
Building Products Division, Louis- 
ville 1 Kentucky 


Reynolds Metals Company, Building Products Division, 


2007 South Ninth St., Lovisville 1, Kentucky 


Please send ful! information on 


C) Insulation Gutters 


] Flashing 


REYNOLDS ALUMINUM 


RESIDENTIAL WINDOWS 
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REFLECTIVE It iSULATION 


FLASHING NAILS 


1951 


WEATHERBOARD SIDING 


CORRUGATED AND 5-V CRIMP 
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They should be...for their sales-suggestion value 
in reminding customers that they need chain 
has been proved in hundreds of hardware stores. 

Here are two neat, compact ways to stock 
and display high quality Hodell Chain. Place 
the “Chainvender” (left) in a prominent spot 
on your sales floor. You can well afford to do 
it, because the rack requires less than 2 square 
feet of floor space. Get the attractive Household 
Chain Assortment (above) out in front on 
your counter. 

Ask your jobber about these assortments, or 
write us direct for information. You'll find 
these “silent salesmen” will make a lot of extra 
, chain sales for you... without drawing a cent 
nat@ of extra pay. 


AE oe . 


The Hodell “Chainvender” is sturdily constructed of 
welded steel—is available with 6 different fast-selling chain 
assortments. Occupies only 2 square feet of floor space. 


Proof Coil chain in Little Drums, sold separately, adds 


Sies 4, °i@ and %¢ inch sizes to make up a complete, com- 
pact chain department. Ss , ‘ ' We Be 70, 


Hodell Chain Company, Cleveland 3, Ohio 
Div. of National Screw & Mfg. Co. 
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16-inch 
Gasoline and 
Electric Models 


18-inch 


Nation's Most Complete 
Line of Rotary Mowers 


elale Ms lala-te| 


Modern design light weight 


to sell. Three sizes. Gasoline and electric mod- 


els. Every one an outstanding leader in its 


field 


each a value sensation that meets 


and beats all competition. Compare quality 


features, performance and both you and 


your customers will choose Majestic Rotomatic 
every time. Easy to operate. Equally good for 


regular lawn, tall grass or weeds 


Most Profitable Line 
for You to Sell 


Stops, interests and appeals to nine 


out of ten customers in a market 
that has already zoomed to well over 
a hundred million dollars a year, and 
is still growing by leaps and bounds 
Don't miss Majestic Rotomatic« the 
line that outsells all others. Send for 
prices and complete information today 

and cash in on this tremendous 


new market 


Gasoline and 
Electric Models 


a 


22-inch 
Twin-Cylinder 
Gasoline Model 


MONARK St 46.82 


Manufacturer of the Famous Monark Bicycles 
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A MESSAGE 
TO MYERS DEALERS: 


THIS MONTH begins the biggest 

promotional program in Myers 81-year 
history. You've always had the best of the 
water systems market with America’s 
most-wanted line. Now we're going all-out 
to make that best still better . . . 

investing thousands of extra dollars to tell your 
every prospect why MORE BUYERS BUY MYERS 
. . . providing scores of new and tested 
traffic-builders to boost your local selling 
effort. Remember: This across-the-board 
sales drive is in full swing right now. 

So the quicker you tie-in the more 

you'll cash-in! Get all details from 

your Myers representative without delay. 


More National Advertising ... millions 
more ads than ever before . . . will be 
building better-than-ever business for every 
Myers Dealer throughout 1952! Take full 
advantage of this history-making program! 
Make full use of Myers Dealer Aid Pro- 
gram . . . starting now. 


E. MYERS & BRO. CO., Dept. W-57, Ashland, Ohio 
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There's more in this for you 


than meets the eye! 


without worrying about style changes or 


Think of all the sales of other products be- 
hind every box of RB&W fasteners! 

RB&W bolts, nuts, screws and rivets are 
great hardware staples that constantly bring 
customers into your store and expose them to 
everything you sell. 

In addition to bocsting other product sales, 
RB&W fasteners are top sellers in their own 
right, as hardware sales figures prove. And 
they’re one of the few profitable, fast-turn- 
over items that you can stock in quantity 


damage. Thus, you keep time-consuming re- 
ordering to a minimum. 

You keep handling to a minimum, too . 
thanks to RB&W’s unique “upside-down” 
package that prevents spilling. This attrac- 
tive red and green package stands out on your 
shelves . . . clearly-labelled to show in a jiffy 
the type and size you want. 

For fasteners that move fast, order the 
complete RB&W quality line today. 


Available at leading Wholesale Hardware Distributors from Coast to Coast 


RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 


Plants at: Port Chester, N. Y., Corcopolis, Po., Rock Falls, IIl., Los 
Angeles, Calif. Additional sales offices at: Philadelphia, Detroit, 
Chicago, Dallas, Oakland. Sales agents at: Portland, Seattle 


106 YEARS MAKING STRONG THE THINGS THAT MAKE AMERICA STRONG 
SOUTHERN HARDWARE for OCTOBER, 195! 47 


























“l always get my money faster with 
a PARKER HACK SAW” 


You will say the same thing when you put the famous 
Parker (xc Hacksaw Headquarters to work 

for you. The sturdy, eye appealing quality of 
all 7 Parker Line Hack Saw models fills the bill 


for every customer, and the till for you. 


Pe Varker po 


5 WACK SAW HEADQUARTERS 
a re | ‘ 
a a 


Fry te | =a ne 


PARKER MANUFACTURING CO. 


WORCESTER 1, MASS., U. S$. A. 
and ACKERMANN-STEFFAN DIVISION 


Menviacturer of Famous Trojan Coping, Jig and Jewelers’ Saw Blades 
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FITLER 


SERVES THE SOUTH 
. 
A ROPE FOR EVERY NEED 


@ Manila Rope @ Sisal Rope 
@ Lariat Rope @ Fishing Rope 
@ Transmission Rope 


For 147 years the South has been a consistent 
user of FITLER ROPE. Look for the Blue and 
Yellow Registered trade mark on the outside of 
54"" diameter and larger sizes and on the inside 
a all smaller sizes of Fitler Brand Pure Manila 
Rope. 


THE EDWIN H. FITLER CO. 
Philadelphia 24, Pa. 











¢ 
For ‘$2 
LINE OF BEST- 
* ATIONAL 4 
HANCOCE TER BRAIDED GARDEN HOS 
Ss 


All New 


tel green — — 


ged extra light 


see us at national hardware show, 
october Sth to 12th in new york 


MANUFACTURING, Inc. 


Philadelphia 6, Pa 
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SAVAGE MODEL 99EG 
Hi-Power Lever Action 
Repeating Rifle 
Cals. Savage .300 and .250-3000 











Cc 














“First in the Field™ display card, in full color 


Size 27" x 22". Free to dealers. 


SAVAGE SALES CALENDAR 


1951 NOVEMBER 1951 


The tremendous consumer demand tor the Savage Mode! 99 America’s most 
wanted big game rifle and the hi-power value of the Savage Mode! 340, make 
these rifles sales naturals. Both models will be nationally advertised in consumer 
magazines this month and throughout the peak buying season 


SAVAGE MODEL 99 


Of course, your customers are familiar with the famous Savage Mode! 99 hi- 
power rifle. Although the supply still falls far short of meeting the tremendous 
demand for it, greatly increased production is constantly making more “99's” 
available. Two different styles—99EG for fast shots in timber country and for 
general hunting. 99R—especially designed for mounting telescope sights for 
long range shooting. Both styles feature lightweight, streamlined construction 
and fast lever action for rapid, accurate, off-hand shooting. Both are chambered 
for cither the Savage-developed .300—which ranks in the top group of hi-power 
big game cartridges—or the Savage .250-3000—the pioneer, hi-speed, flat tra- 


jectory cartridge. 


SAVAGE MODEL 340 


Feature Model 340 as the season's “best buy" in a fine, hi-power rifle. Cham- 
bered for the always popular .30-30 cartridge, it's the perfect rifle for deer—and 
similar game. NOW-—greatly improved and modernized from muzzle to butt 
plate—new, handsome walnut stock, sew round knob bolt handle directly over 
trigger tor fast operation ; mew ramp front sight and disc clevator rear sight with 
click adjustments. High in quality, it’s the Jowest priced .3O-30 rifle on the 
market. Check your stock now—don't miss this opportunity for dig fall sales! 


SAVAGE ARMS CORPORATION 


Firearms Division Chicopee Falls, Mass. 


SAVAGE + STEVENS « FOX 


SAVAGE * WORCESTER Power ond Hond lown Mowers 


SAVAGE MODEL 340 
Hi-Power Bolt Action 
Repeating Rifle 


Gal. .30-350 
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A NEAT COMPANION 
FOR ANY LAWN MOWER 


Buckeye |awn Sweeper 


Winner in Performance and Value 





The typical householder is apt to be both lawn happy and price 
conscious these days. He readily admits wanting a lawn sweeper 
to keep his place cleaned up. But he is certainly relieved to learn 
he can buy one as well built, good looking and efficient as the 
Buckeye Model 850 for a price noticeably less than he feared he 
would have to pay. That’s what makes the Buckeye such a con- 
sistent profit item from early spring until the last autumn leaves 


have fallen down and been cleared away. 


20” sweep, heovy bassine brush mounted on bal! bear- 
ings. Easily adjusted for height; sweeps leaves, grass, 
twigs, stones, paper, etc. Metal bottom canvas hopper 
holds 4 bushels; collapses for easy storage. Tubular 
steel handle; aluminum alloy chassis. 10” wheels; 
1%” rubber tires. Durably built, attractively finished. 
Weight 31% Ibs. Individual carton packed, Write to 
address below for complete detoils. 


MANUFACTURING CO. 
T1-F 00 Power Mowers . Hand Mowers 
Lown Sweepers 


low Mowers § e 1880 


Address Dept. LS-56, Springfield, Ohio 








HANDY NEW 6 in 1 Wrench for Socket Screws CATCH THE MEN THAT 
Se a CATCH THE FISH 


FITS ALL TYPES 
OF SOCKET 
SCREWS 


ILLIANT RED AND WHITE! 


@ BRASS CAP FOR CASTING 
OR STILL-FISHING 


@ HARD PLASTIC 
@ LIGHT WEIGHT 


(Actual Size) 


Here's the handiest tool for pocket, 
bench or tool kit. All the wrenches for 
six most popular size socket screws in 
one handy tool. Wrenches hardened, 

ANCHOR tempered and tested for durability in 
use. 


GRIP 
CONSTRUCTION A UNIVERSAL SOCKET 
(Pat. Applied for) SCREW WRENCH FOR: FISH FLOAT FOR CASTING OR STILL FISHING 
All wrenches have de @ Mechanics @ Electricians YOURS IN FIVE SIZES — From 20¢ to 40¢ 
formed ends cast in a © Tool Makers @ Radio Repaic Customers insist on BOB 'EM 2-WAY fish floats . . . 


holder to prevent loosen- @ Refrigeration @ Home Workshops , 
ing with usage. Repairs mode right . . . designed right . . . they work right! 


a a FRABI LL MFG C 938 W. Walnut St. 
pon 8 | : e e Milwaukee 5, Wis. 


EKLIND TOCL & MFG. CO., 2627 N. Western Ave., Chicago 47, Ill. 
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EPEATS 


W..: a hardware item appears which 
is manifestly superior to anything in 
its field, its immediate acceptance by 
the consumer should surprise no one. 


BLAKE & LAMB Such has been the case with the Under 


Under Spring Spring and Long Spring Blake & Lamb 
SURE HOLD—super fur getters which 


pepare O?? 


‘ 





SURE HOLD merely highlight the general superi- 
ority of 
BLAKE & LAMB 
Steel Traps 


“The Steel Trap of the Hardware Trade” 


RECOMMENDATIONS TO OUR HARD- 
WARE DISTRIBUTOR FRIENDS WHOLESALE 
AND RETAIL: 

Be sure that your trap inventory is ade- 
quate—in the face of a rapidly improving 


fur market! 


Check your stock often—and 


BLAKE & LAMB Prepare for Repeats! 
Long Spring 
SURE HOLD THE HAWKINS COMPANY 


Americas Oldest Trap Manufacturers 
SOUTH BRITAIN, CONNECTICUT 
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DELUXE MODEL 

(Recommended Dealer's 

Cost) $13.76 
STANDARD MODEL 

(Recommended Dealer's 

Cost zezls 
Duraglas containers, sold 
separately, 3- or 5-gal. sizes 


Dealer's cost $1.80 


Did YOU Grow Up 
on a FARM? 


Brother, if you ever churned 
the old-fashioned way (up and 
down until it seemed your 
arms would fall off) you can 
appreciate the tremendous appeal Gem 
Dandy Electric Churn has for all farm 
folks. Gem Dandy Electric Churn 
takes all the drudgery out of churn- 
ing. That’s why more than a million 
have been sold. That’s why you can 
increase your volume and profit by 
displaying nationally advertised Gem 
Dandy Electric Churns in your store. 
Order today from your distributor. 


MODEL 4-9T 


EM DANDY fee 
GEM! CHURN ss 


ALABAMA MANUFACTURING COMPANY 


Dept. A-212 Birmingham 3, Ala. 








by ordering 
easy-to-sell 
Rugged Robert 
broom rakes 
NOW 


Rake up sales 
this fall 





pur 49 


Here's why orders bring reorders on 
Rugged Robert broom rakes They're 
sturdy, efficient and easy to handle 


The tines, made of high carbon, tempered cold 
rolled flat wire with rounded edge, 5/16” x .029”, 
interlock into the 18-gauge steel neck. There's no 
working loose, no losing shape. Handle is No. 1 
hardwood, clear lacquer finish, 42” long 


Heads packed 6 to re-shipping carton. Handles 
6 to bundie. Combined shipping weight, 23 Ibs. per 
dozen. 
GALVANIZED SOLID CLOTHESLINE 50, 75 
100 ft. coils. Pliable, non-kink, non-stretch. Packed 
12 coils to reshipping box. Easy inventory and 
stock control. 


SWING AND WELL CHAIN . . standard link 
made of highest quality chain wire electroplated 
with commercially pure zinc after forming 

Write for full information. 


“Serving the Jobber for 14 Years” 











UGGE 


WATER SYSTEMS 


Performance at low cost . . . there's a selling point that 
boosts your sales and profits! Quote the price of Duro’s 49 
Vertical Water System, and watch your customers’ eyes 
light up. You do your customers a favor when you sell 
the Duro 49 Water System, for they can depend on quality, 
dependability, and ruggedness at a price they're glad to 
pay. Sell DURO and know why every DURO owner be 
comes a DURO salesman for you! 

Duro builds a complete line of water softeners and water 
systems, 
FOR MORE INFORMATION ON DURO PROFIT MAKERS, 
SEND TODAY FOR THE NEW DURO CATALOG! 





2715 North 24th St. 
?. ©. Box 5355 





Company 
Birmingham, Alc. 
N. Birminghom Stotion 


Wire Products OBE 
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it’s an “8-CELL” @ 
CONVERTIBLE! 


‘ . 


‘ 





JUSTRITE <Yelow-Flash 8? 
— THE MOST POWERFUL FLASHLIGHT MADE! 


Available in 3 different models for hundreds of 
convertible portable light, the YELLOW FLASH 8. It's heading your way uses... as a flashlighi. headlight or lantern. All 


Santa's riding high this year . . . on the wings of the world’s only fully. 
to make this one of your most profitable seasons in flashlight history! in bright yellow baked-on enamel, with highly pol 
The YELLOW FLASH 8 features the strongest beam ever built into a single ished reflectors. See your jobber, now. Stock up on 
flashlight . . . a beam that's cast over a quarter mile! Yet. despite this YELLOW FLASH 8's .. . the most powerful .. . 
load of super power, the YELLOW FLASH 8 is actually very compact. . most profitable lights you can sell! 

only 8 inches in length. And because it's convertible — operating on either 
8 standard flashlight batteries or one 6 volt lantern battery you can also 
get 8 battery sales for every YELLOW FLASH 8 sold. 


| wax 2 IMMEDIATE 


| 


ah at come | DELIVERY! 





</ 

~ Order now for bi 
No. 2198 Yellow Flosh 8 No. 2108 FLASHLIGHT No. 1958 Yellow Flash 8 g 
wy nt Ainge bt eS pn gg ml CHRISTMAS CAMPAIGN! 
beom plus all-cround Lightweight, with fold head band with chrome 
lighting. List: $4.45 {in ng handles and adjust ploted reflector. leaves lI, MILLION ads every month 
cluded, 2 bulbs) les able head. List: $3.95 both hands free. List will feature JUSTRITE Yellow 
$4.95, less batteries 

Flash 8 Flashlights. 

Be ready ...stock up TODAY! 








bofteries less botteries 


J i] CTRITE MANUFACTURING CO. 
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YOU'RE 
DARN TOOTIN'— 
WE LIKE 
TO BLOW 
OUR OWN HORN! 
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SOUTHERN 


woop 


SCREWS 


(Slotted or Phillips Heads) 


are the best that money can buy 


You handle the finest fastenings on the market 
when you offer your customers Southern wood 
screws. Every effort is made to keep Southern 
screws the greatest value in the industry. To you, 
that means more good will and profitable repeat 
business. 

Only top quality materials go into Southern 
products. Our plant is entirely modern, our ma- 
chinery and methods completely up to date. A rigid 
and unique inspection routine makes it absolutely 
certain that only precision screws ever leave the 
factory. 

And that’s not all! Southern wood screws are 
expertly packed for safe shipping, easy handling 
and storing. Bulk screws are packed in indestruc- 
tible steel cans with sealed locking covers . a 
convenience exclusive with Southern 


Write today for the Southern catalogue. 
FACTORY WAREHOUSES 


4100 Dell Avenue 325 W. Ohio Street 
North Bergen, N Chicago 10, Illinois 
280 Decatur, S.E 
Atlanta, Georgia 


SOUTHERN 


SCREW COMPANY 
110 RICKERT STREET 
STATESVILLE, NORTH CAROLINA 


Quick Turnover, Big Profit 
“Specials” from BURGESS 
.-.-for Fall and Christmas! 


@ Here's your chance to really cash in all during the coming season 

on the fastest-selling line in your business! From now until Spring the 

demand for Burgess tool and gift items will mount steadily, reaching 

an indicated all time high during the Christmas shopping rush. The 

merchandise is right, the prices are right and the markup is right for 
the easiest sales, greatest dollar volume 
and largest profits ever experienced by 
Burgess dealers. Don't be caught ovt of 
stock! Order, today! 


BURGESS 
electric SIG SAW 
SANDER ° FILER 


Slightly 
higher on 
West Coast 


A Sensational Profit Producer On 
Retail Store Counters, Everywhere 


Every year millions upon millions of prospects pre-sold on 
Burgess tools by Burgess advertising make volume pur- 
chases from retailers. One of these tools .. . the ee ns 
Saw ...can help do an outstanding job for you! It’s perfect 
for young and old, makes a wonderful gift . . . sells on sight. 
Cuts wood up to 44” thick, light metals up to 4%". Saw and 
sanding tables tilt up to 45°. Blade cuts in every direction. 
An amazing tool at a price so low it is sure to be one of your 
best profit producers for the months ahead. Package in- 
cludes saw, 3 blades, 3 sanding discs, project pattern and 
instructions. Order early and be sure of your supply! 


A Brand New Power Tool Kit 
Priced for Easy Sales 

Thousands of Burgess electric 
power tools sold over the counter 
every year help to swell dealer 
earnings. This year the new Bur- 
gess Vibro-Tool Kit promises 
greater sales than ever before. 
With NINE useful accesso- 
ries it is the ideal marking, 
engraving and decorating 
tool for hobbyists and crafts- 
men. Packed in beautiful 
“frame view” storage box, it 

appeals instantly to everyone. 
A perfect gift. List Price $9.95 


A Completely Different Sander... 
Display-Packed for Quick Profits 


BV 1 Hand Sander: Another new product o 
from Burgess with a truly unlimited 
market. Sanders are packed 12 to the 
case ...in 3 cheerful color combinations 
of yellow, black, and red... each case 
making up into a beautiful, eye-catching 
display (complete with display 

card). Burgess hand sanders are 

built to quality professional stand- 
ards... yet priced to appeal to 
hobbyists and home owners. Or- 

der your test case today (12 | 
sanders), then reorder, later. 


Suggested list price, each $1.49 


Order From Your Jobber Today! If he is out 
of stock, send order and jobber's name to 


BURGESS VIBROCRAFTERS, INC. 


® © © © @ @ 
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again ined2 
make MOWER MONEY with the 


EN 


The same great three Clemsons, with the 
same exclusive Clemson features that made 
money for you this season will be 

available in the Clemson Mower Line for 1952. 


CLEMSON MOWERS 


fast friends, because they have advanced design 
features no other mowers have—they’re the 
trade's best-looking, easiest-pushing, 

Sell Clemson's bonus features, too—baked-on 
yellow enamel finish, non-scuffing roller, 
permanently sturdy box-frame construction, 
exclusive simplest height and sheer adjustment, 
palm-ficting hand grips, shears bracket, 
high-grade steel fly knives. 

There’s a model for every budget, and what's 
more, you'll get the help of consumer 
advertising in the Saturday Evening Post, 
American Home, Better Homes & Gardens, 
House & Garden, along with Clemson 
point-of-sale helps. 

Be ready to make MOWER MONEY in '52 

by ordering NOW from your jobber. 


Dede CALMS RBRVS NL 


Middletown. WY. US’ 


Makers of hand and power hack saw 


Grane Lewes Medios 
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“Prices higher Denver West. All 
106 hoes 


orders actepted 





subject 9 
ject to chonge without notice. 


Prices sub- 





Building a profitanie future for the U-S-S Dealer! 


Real experiences which dramatize the long life and superior 
service of American Fence and Tenneseal V-Drain Roofing 
spearhead a testimonial campaign in the South’s leading 
farm magazines. Currently, each advertisement is remind- 
ing over 2,000,000 readers to visit a U-S’S Dealer before 
buying fence and roofing . . . that his quality products are 
well worth waiting for. 


T.C.L.’s Free Plan Service has won enthusiastic approval 
as a sales builder. Previous plans have been completely re 
vised to conform to the latest, most efficient Southern farm 
practices, and new plans have been added to the service. 
On your counter, the Plan Service will help stimulate future 
sales of the U-S-S Steel Products you sell. 


On 10 radio stations T.C.I.’s farm newscasters bring your 
customers up-to-date information about modern farming 
methods, labor-saving practices, profitable crop and pas- 
ture improvements as well as current news about sales, 
auctions, prices and other timely facts. Their knowledge 
and influence add both conviction and prestige to the sales 


messages. 


1 't AY | R va ANE 

= | » ( I . > ()( * I 

During the present period of uncertain supply, we are using 
our advertising media to tell your customers that shortages 
are no fault of the U-S-S Dealer and that we are distrib- 
uting available supplies of American Fence and Tenneseal 
V-Drain Roofing as fairly as possible among our present 


dealers. And we are urging that they consult their U-S-5S 
Dealer first, when they are ready to buy. 


TENNESSEE COAL, IRON & RAILROAD COMPANY 


GENERAL OFFICES: FAIRFIELD, ALABAMA 


DISTRICT OFFICES. BIRMINGHAM 


CHARLOTTE - HOUSTON . JACKSONVILLE 


MEMPHIS _ NEW ORLEANS - TULSA 
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YOU DIP LESS...COVER MORE 
WITH 


BaK-0-BLEND (== 


BaK-0-BLEND 2” =<" 
BRUSHES BECAUSE... 


BAKER 


puts the 


YOU WORK SMOOTHER 


bristles wus re 
in the ‘ 


(e- 
WORKING vou GET LONGER WEAR-- 
STREAKLESS PAIMT JOBS! 
> re ry 


part of the PSP 


No make-shift tool!... 


No substitute! 


they’re FILTER- TREATED! 


Bu 
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FINER QUALITY CAN BEAR A MODEST PRICE TAG 


Sales-wise, you’ve only one way to go... up, Up, 
UP ... when you base your lawnmower future on 
the firm foundation of the Davis Golden Anniversary 
Line... 


The DAVIS product slogan for half-a-century . . 
BuILT THE BEst . . . means top performance and 
long-life dependability for your customers . . . 


And DAVIS greater values—model for model, hand 
or power—plus exclusive features found in no other 
mower, mean faster turnover and quicker, easier 
sales and profits for you... 


Yes, there’s GOLDEN OPPORTUNITY for you in the 
Davis Golden Anniversary Line . . . We invite you 
to cash in on it. 


SALES LEADING DAVIS 50/50... 
biggest value in 18” power mower 


Every quality feature plus exclusive Davis 
Flex-A-Matic Safety Clutch. Simplest, Safest. 
@ Briggs & Stratton and Clinton 1.1 H.P. Engine 
@ Hyatt Automotive Precision Roller Bearings 
@ Semi-Pneumatic Rubber Tires 
@ New Easy-Oil Hub Caps 
Model 50/50 7 rye @ Color: Canary Yellow with Canterbury Blue Trim 
18” Cut j 
1.1 H.P. Engine : Exclusive Davis FLEX-A-MATIC 
Safety CLUTCH 


A V-Belt Automatic 
Transmission! Elimi 
nates necessity for sep 
arate Clutch-controls 
Fully automatic. Safety 
release manually con 
trolled. Clutch operation 
controlied by throttle 
lever. Precision-made 
umt No adjusting 
required 


DAVIS UNIT BOXED 
EXCLUSIVE! PATENTED! 
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SINCE 1902 


IF THE BRAND NAME IS DAVIS! so pies 


Productively Efficient 


NEW! Built the BEST DAVIS 1951-1952 Line : Built 


Sales-leading Davis 50 50, Safest, Simplest. Today’s big- . the 
gest value in an 18” power mower. 
‘Big Brother’ Power Model 52. All the pace-setting Best 
features of Model 50 50 plus 22” cut. 
Rotary Model 51. Cuts tall grass to carpet smoothness 
and grinds cuttings to fine mulch. Pulverizes leaves and 
spreads over lawn providing nature’s best fertilizer. 
Two superlative hand mowers— Four Square Model 56 
and Whispering Model 57. Davis streamlined beauty 
and mechanical perfection. 


See your Jobber . . . or write us for full details. 


G. W. DAVIS CORPORATION 
RICHMOND, INDIANA, U.S.A. + Established 1902 
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More Keasong Than Ever to 


® Put your money on the spot . . . GREEN 
spor, of course . . . for the biggest garden goods 
profit opportunity you’ve ever had. 

For in ’52, GREEN spoT . . . America’s most 
complete, high quality line of garden hose ac- 
cessories . . . is broader than ever, with a spe- 
cial accessory for every special gardening need. 

As a further sales clincher, GREEN SPOT gives 
you, at no extra charge, a great new ’52 Pro- 
motion Kit . . . featuring the tested, “related 
sales”’-building window display (shown be- 
low), give-away booklets on lawn care, counter 
card, dealer newspaper ad service . . . many 
other sales helps. And every GREEN SPOT item 
is promotion-packaged . . . silent salesmen and 
product displays help sell fast-moving items. 





Heading the 52 parade is the WEATHER- 
MATIC, queen of automatic sprinklers . . . with 
free-spinning arms mounted on 22 ball bear- 
ings, and distance-marked, adjustable nozzles. 
Right up front are three brand-new volume 
items . .. Dura-Seal hose coupling and mender, 
both with king-size shanks and wider, dip- 
shaped clinching fingers that grip tighter, seal 
stronger . . . new, compact Quick Connector 
machined from brass rod for easier, quicker 
hose connections. Merchandise will be avail- 
able in accordance with metal limitations. 

Get the full GREEN spor story . . . plus your 


profit-packed Promotion Kit (no fixed assort- 
ment or minimum order required). See your 


wholesaler now. 
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GARDEN HOSE ACCESSORIES 


A PRODUCT OF SCOVILLE SPRINKLERS - HAND SPRAYS - HOSE NOZZLES - QUICK CONNECTORS 
“Y" CONNECTORS - COUPLINGS - HOSE MENDERS - CLAMPS - GOOSENECKS 


SOUTHERN HARDWARE for OCTOBER, 195! él 





BRIDGEPORT, 





Use these free Remington displays and 
gift wraps to get new plus business this 
Christmas. 


Their holiday-bright colors give extra eye- 
appeal . . . extra buy-appeal, too! Wraps are 
designed to fit the regular boxes so that you 
can sell stock now on hand. 


So check the ones you'd like and the quan- 
tity. Then clip out the coupon and mail it. 


CLIP AND MAIL THIS COUPON 


/ 
s ee 
Free carton wrap for a2 PPD Free rifle display ca" d 
Ri quantity =e See 

RS quventity sets 
Senta points out thot ever popular Christ- 
mas gift, ao Remington 22 Rifle, on new 
price display cards. Hangs on borrel—4 
in set. 


82 quentity 
Attractive green and red Christmas packaging. Fits over 
Remington 500 carton of 22 ammunition with price box 
toppers for better display. Two sizes—RI for Remington 
Long Rifle—R2 for Remington Shorts 


' t-thrower 
tons for 22°5 Free tage splay card 
R3 quantity 


R4 quantity RR? quentity 
Gift cartons in Christmas colors hold five boxes Here's a handy item for any shotgun 
of 22's (250 cartridges). Puts giftin popular price — shooter. The snappy display cord explains its use. Target-thrower 
range. Also price box toppers. Two sizes—R3 for (the well-known Remington Hand Trap) and probably some shells 
Remington Long Rifle—R4 for Remington Shorts and targets to go with it can be EXTRA business this Christmas. It's RP 


Free gift car 


shotgun shell WIA? Clotanes Promotie 


R7? quantity Remington Arms Company, inc. 
Bridgeport 2, Conn 


Free 


R6 quentity RS quantity 

Eye-stopping Christmas packaging for shotgun shells. 
The sleeve fits the regular 25 shell box. Price box 
toppers come along with them. Three sizes—R6 for 
12 gauge, R7 for 16 gouge, RB for 20 gauge. Address 


Nome 
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Market's HOTTEST 
Radiant Heaters 


Wie NAY, Ww 


NN 
was me” 


ROYAL No. 555 


Royal Radiant Heaters (clayback) are great favor- 
ites all over the south. Quality workmanship and luxu- 
rious finish sells these heaters. No. 555 shown above 
is 20,000 B.T.U. Features chrome plated steel hearth 
plate, cast iron brass plated legs. Front is high gloss 
baked-on brown enamel. Radiant heaters made in 
many other models and sizes. 
All Royol Heoters AGA Approved for 


Natural, Manufactured and LP Gas 
(Butane-Propane) 


ROYAL GAS LOGS 
FOR EVERY HOME 

Most realistic looking 

Ideal for fireplace in sum 

mer or winter. Available y 

in 22,000 B.T.U. (20 

wide) and 30,000 B.T.U 

(24" wide). Furnished with 


out andirons. Andirons 


available at extra cost 


WRITE TODAY FOR ILLUSTRATED FOLDER 
AND NAME OF YOUR NEAREST DISTRIBUTOR. 


CHATTANOOGA IMPLEMENT & 
MANUFACTURING COMPANY 


CHATTANOOGA 6, TENNESSEE 


Quatitrty ee ee 8? 








“Carefree 


is my big story 


says MR. $. M. PARKER, PRESIDENT 
of The Home Builders Lumber Company 
Inc., Charleston, S. C. 


“Most people think screens are a darned 
nuisance!—something they have to put up and 
take down every year .. . and keep painting and 
repairing. 

“But when I explain how LUMITE is different, 
I almost always make the sale! 

“I tell my customers LUMITE is carefree—it 
does its job without asking attention. They don’t 
have to paint it... they don’t have to take it down 
in Winter . . . they don’t have to worry about it 
rusting or staining. 

“In fact, I've done so well with the LUMITE 
story, I’ve stopped carrying all other kinds of 
screen cloth!” 


Backed by the biggest 
advertising campaign 


inscreen cloth history! 
Scale 


~ 











bout 


a 











to sell more — tell 


THE BIGGEST STORY IN SCREENING! 
\ 





<a =RUSTPROOF! 


Lumite screen cloth can't rot, mil- 
dew or corrode! Never needs pro- 
tective painting! Won't stain sills or 
sidewalls! Stronger, longer-last- 
ing! Ideal for every exterior use! 


*Registered trade-mark 


Sanay sencen CLOTH 


LUMITE DIVISION « Chicopee Mfg. Corp. of Georgia * 40 Worth Street, New York13,N.Y. 


64 SOUTHERN HARDWARE for OCTOBER, 195! 





Washington News 


- Orders, Regulations. Priorities 





No Repeal of Amendment 
Protecting Trade Margins 


DESPITE PRESIDENT Truman’s 
staunch opposition to guarantees 
in the new Defense Production Act 
which allow retailers their historic 
markups, the furor over price con- 
trols has died down somewhat, and 
for the moment at least there are 
no new significant developments 

OPS has stated that the new pro- 
visions in the act which give relief 
to wholesalers and retailers is an 
invitation to further inflation, and 
the President has appealed to Con- 
gress to repeal the Herlong amend- 
ment. This amendment protects the 
customary trade margins of whole- 
salers and retailers by prohibiting 
any price control regulations which 
do not allow dealers to apply their 
historic margins to the cost of 
goods. 

The Capehart amendment to the 
act allows manufacturers’ ceiling 
prices to reflect costs changes 

Meanwhile, various retail groups 
are preparing to fight any attempt 
to repeal the Herlong amendment 
Despite Administration opposition 
to the weakened Defense Produc- 
tion Act, few observers believe that 
Congress is in any mood to tighten 
the act this year 


. 


Alternate Base Period 
For Pricing Toys .. . 


RETAILERS MAY USE an alterna- 
tive period of July 1 through De- 
cember 10, 1950, for preparing 
pricing charts for toys, games and 
Christmas decorations, the Office 
of Price Stabilization provided re- 
cently. 

Previously the period for prep- 
aration of pricing charts was from 
October 1 through December 10, 
1950. The recent action provides an 
alternative period because many 
retailers customarily receive deliv- 


ery of most of their toys, games 
and Christmas decorations much 
earlier than October 1. Except for 
this action retailers would be un- 
able to prepare pricing charts for 
such merchandise. 


. 


Construction Activity 
New UnderCMP ... 


BEGINNING WITH the fourth quar- 
ter of 1951 all construction activity 
came under the Controlled Materi- 
als Plan 

According to the NPA, construc- 
tion represents about 10 percent of 
all the goods and services produced 
in America, and is fundamental] to 
the nation’s industrial mobiliza- 
tion 

Because of the diversity of types 
of construction, regulations have 
been issued covering virtually each 


Ruling Eased on 


THE NPA Has modified its con- 
sumer durable goods order, M-47A, 
to permit greater flexibility in the 
use of iron and steel quotas. Under 
the original order, manufacturers 
had to use their quarterly quotas 
for the production of the same 
items they produced during the 
base period The effect was to 
freeze production on the pattern of 
the base period without regard for 
changing consumer needs or 
sonal demands. 

The modification permits the 
manufacturer of two or more items 
to vary his production of the dif- 
ferent items as he would under 
normal competitive conditions, so 
long as he does not exceed his per- 
mitted usage of iron and steel. 
NPA explained that materials now 


sea- 
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type. However, NPA, in explain- 
ing the new regulations stated that 
“generally there has been some re- 
laxing of controls.” 

It was pointed out that if con- 
struction can be commenced and 
finished without the use of steel, 
copper, and aluminum, no contro] 
of any kind is imposed and no type 
of authorization is required 

Small users may obtain con- 
trolled materials without any spe- 
cia] application under self authori- 
zation procedures which have been 
expanded under the new regula- 
tions 

Direction 1 to CMP Regulation 
6 explains how self-authorization 
for small amounts of materials 


works 
* 


Lacquer Thinners Added 
te Control Regulation . . 


THe OPS Has added lacquer 
thinners to the commodities cov- 
ered by its supplementary ceiling 
price regulation for paints, var- 
nishes and lacquers 

(Continued on page 86) 


Iron. Steel Use 


earmarked for such appliances as 
refrigerators and washing ma- 
chines, which are in good supply 
thus may be used to meet strong 
consumer demand for ranges, au- 
tomatic laundry equipment, vac- 
uum cleaners, etc., depending on 
the individual manufacturer's mar- 
ket conditions 

In addition, another change in 
the order makes it possible for a 
manufacturer to benefit from any 
savings of materials in his manu- 
facturing process. The saving, in 
weight of material, in internal 
manufacturing may be reflected in 
additional usage of purchased 
parts. Also, savings in purchased 
parts may be applied to increase 
the amount of metal available for 
use in his own plant 
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How DIXISTEEL fence is made... 


Has much to do with the way it sells 


For fifty years Atlantic Steel Company has held to the prin- 


ciple that the first essential to any sale is the quality of the 


product itself. 
That’s why such painstaking care is taken with each step in 
the manufacture of DixisteeL products—from the molten open 
hearth steel to the finished fence, barbed wire 
and nails you sell. 
You can sell Dixtsteet products with full con- 
fidence because the men who make them and 


those who use them know they are good. 


FENCE - BARBED WIRE - NAILS 





Sell The Fence That Has 
All 5 Features 


Genuine Copper-Bearing stee! wire, rust- 
resisting through ond through 
Crack-proof zinc armor for further pro- 
tection from devastating rust 

Four-wrap, hinge-joint construction keeps 
stay wires from slipping 
Tension curves in es allow for 
expansion and contraction 

Full-size wires, accurately ond correctly 
spaced, to provide uniformity 








ATLANTIC STEEL COMPANY « ATLANTA, GEORGIA 


SOUTHERN HARDWARE for OCTOBER, 1951 





Ae 
)cundieia 


HARDWARE 


Sales of stoves add heavily to 
winter sales volume for the 
company. T. W. Whigham, left, 
store manager, here, discusses 
Promotional plans which will 
include direct mail and news- 
paper advertising. Heaviest 
promotion comes in fall and 
spring months 


Planning 
WINTER SALES 


Lip CAREFUL planning of winte! 
sales has paid off handsomely 


in added volume for W. S. Jenks & 


Sons, Inc., hardware dealers in 
Washington, D. C 

The benefits of advance 
ning have been noted 
in the store’s sales volume of heat- 
ers. In fact, the store has made a 
specialty of merchandising heaters 
and the promotion of this particu- 
lar line embraces the best in va- 
riety of stock, sales training, serv- 
ice, and advertising 

Proper installation and depend- 
able service are absolute essentials 
if a hardware store is to enjoy a 
heavy sales volume of heaters, ac- 
cording to Stuart Jenks, president 
of this company, which for more 
than 85 years has supplied this line 
to city, suburban and country resi- 
dences in the Virginia-Maryland 
area. 

Equally important, the store car- 


plan- 
especially 


ries complete and fully representa- 
tive lines ranging from the small 
one-room, wood stove 
circulating, cabinet heaters of 65,- 
000 BTU. Added to this, the store 
has personnel thoroughly trained 
in the this variety of 
heaters and service personne] well- 
the installation of all 


through gas 


selling of 


versed in 
types 

A new 
in the shipping department, is ac- 
quainted with heaters immediately 
In this job he may be called upon 
take them apart 


tor 


employee, often 


to clean heaters 
and hook them up 

As a trucker’s 
employee will observe the delivery 
of heaters, learn how they are set 
up, and how drafts, dampers, flues 
and chimneys are checked 

Back at the 
heaters further by testing their op- 
eration. Store Manager T. W 
Whigham makes and 


helper the new 


store, he studies 


suggestions 
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checks on the completed jobs. From 
this stage an apprentice will be 
presented with minor problems in 
heaters that must be solved if the 
units are to operate satisfactorily 
Whigham goes over the job, points 
out defects and moves the appren- 
tice up to more complex heater 
problems 

A year's study of heaters, on the 
job and an employee 1S ready to 
go out on an assignment to deter- 
for example, the amount of 
space to be heated in a six-room 
house, amount of heat required, the 
and how 
Such as- 


either by 


mine 


suitable unit special 
to be met 
gnments are checked 
Jenks or Whigham 


Training on the 


most 


conditions are 


job and expe! 
ence acquired are ipplemented by 


training school conducted an- 
ually by heater! 
Apprentices are sent to the school 


where they 


manufacturer 
receive thorough 


training, and are prepared to han- 


dle many ituatior not usually 
tallatior 


routine 
hardware 


arising i 
For the 
ested in putting in 


dealer inter- 
i line of heaters 
or expanding his present heater 
would urge a 
and 
who in 35 


volume, I study of 
conditions 
vised Whigham 
with the 
the transition fron 


local trend ad- 
years 
company has witnessed 


coal and wood 
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Please Fill in, Detach And Mail . . 


Was your job completed when promised? 
Were the premises left clear of all debris? 
Were you treated courteously? 
Was our work satisfactory? 


Comments: 


stoves to oil heaters, which now are 
giving way in this area to gas heat- 
ers. “We supply heaters not only 
to residences of from one to six 
rooms, but also to cabins, trailers, 
houseboats and other dwellings on 
the waterfront, rural school rooms 
and assembly halls, construction 
sites and farm buildings and barns 
Once a dealer decides his local 
heater needs, a thorough know!l- 
edge of his lines, their proper in- 
stallation and operation must fol- 
low.” 

Factory literature and instruc- 
tions will be of much help in de- 
veloping a full understanding of 
heaters, Whigham said 

The company always has taken 
special conditions into considera- 
tion. If a large room has a cabinet 
oil heater and the owner wishes 
heat carried to the room above, all 
the necessary parts will be made 
by the company shop and installed 


Under the supervision of Whig- 
ham an.employee takes a stove 
apart. Tits isa first step in 
training personnel in the instal- 
lation and operation of the 
store's lines of heaters 


Yes [ 
Yes 
Yes 


Yes 


Phone 





so that the customer’s ideas can be 
carried out. 
The proper education of the cus- 


To assure customer satisfaction. 
cards, left, are sent out imme- 
diately following a service call. 
Through this means complaints 
can be ironed out quickly 


tomer in the operation of the heater 
once it has been installed is vitally 
important, Whigham pointed out 
A complaint from a customer that 
all the heat is going up the chim- 
ney, or that the heater “shoots up,” 
may be justified because of inade- 
quate instructions in the use of 
dampers or because a chimney has 
become clogged. 

The company gives free service 
calls for a year after a heater is 
purchased. So important is serv- 
ice, Whigham emphasized, that 
after service calls are made the 
firm sends out postcards inquiring 
whether service has been satisfac- 
tory. A negative response will be 
followed up immediately by a tele- 
phone call. 

To expand sales volume on this 
line Whigham also stressed the im- 
portance of “talking up” heaters 
with customers 

“When a customer comes in ask- 
ing for a wick, we find out what 
kind of heater he has. If he appears 
interested in talking heaters we 
try to learn the size of his room or 

(Continued on page 84) 
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elean merchandise 
and a friendly 
atmosphere help 


‘YNYDER and Company Falls 
Church, Virginia, catches the 

eye of passers-by with its wide 
plate glass front and its clean, well- 
lighted displays of merchandise 
but it’s ion Glamis friendly atmos- By B. Miller 
phere that keeps home-owners 
coming back with their household 
problems 

As a customer enters the store, 
he is greeted warmly with a smile 
and a “Good morning” by the 
salesperson nearest the door. “We 
want our customers to feel that 
they are our neighbors calling on 
us, and that we are pleased to see 
them,” said O. G. Snyder, owner, 
who with his wife Dorothy V. Sny- 
der opened the store only a year 
ago and has realized a $350,000 
volume during the first 12 months 
“We want them to feel at home 
and also to feel free to call on us 
for suggestions and help in their 
household problems.’ 

Customers who have helped 
Snyder reach such a high volume 





during his first year usually need 
no second invitation to return 
Even out-of-town customers visit 
the store again and again when 
they pass it on the busy Lee High- 
way Adequate parking space a 
the front of the store adds immeas- 


’ 


irably to the convenience of shop- 
ping here 

The modern design of the store's 
exterior offers a first impression of 
1 bright, well-organized store; and 
this impression is carried out by 
the high ceiling, natural and artifi- 
cial light, and well-distributed 


tock inside 


Home-owners visit Snyder's at 

tractive store, above, daily with 

household problems, Here, Sny- 
der solves a paint problem 
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To aid home-owners with their cooking and laundry problems, Snyder 
maintains a full-time economist and a convenient appliance section 


With walls of light green, ceil- 
ing 18 feet high, aisles four feet 
wide, and eight island tables meas- 
uring 5 x 8 feet, Snyder’s follows 
a policy of open displays for all 
merchandise. Four large depart- 
ments—housewares, paint, tools 
and builders hardware, and garden 
supplies—are spaciously distribut- 
ed over the first floor. Offices are 
located on a rear balcony which 
overlooks the first floor. Twenty- 
two employees, including clerical 
and maintenance workers, staff the 
store 

As a part of the housewares de- 
partment, and in line with the 
store’s policy of attracting home- 
owners, Snyder's maintains a well- 
arranged section of major house- 
hold appliances and a full-time 
economist who offers many 
ices to home-owners. 

All day on Saturdays, the store 
offers free cookies and cakes which 
the home economist has prepared 
the previous day. This idea has 
created much goodwill, and when 
the doors open on Saturday morn- 
ings, children are waiting—usually 
with their parents. This free serv- 
ice is carried out at a cost of ap- 
proximately $10 a week. Often 
one of the cake-mix distributors 
contributes the ingredients 
shares promotion costs with Sny- 
der 

Advice in the 
food may be obtained from the 
home economist at all times, even 
though such help does not involve 


serv- 


and 


f 


preparation ol 
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the purchase of any item. Ideas on 
planning and modernizing kitchens 
on a long-range plan also may be 
undertaken with the consultation 
of the home economist 
(Continued on page 84) 


* 


Novel Display Fixture 
Increases Gun Sales 


C ONSTRUCTING a display fixture 


A which 
and rifles to be shown 


permits 50 shotguns 
“out in the 


Displaying 50 shot- 
guns and rifles at 
the same time, this 
fixture has a four- 
sided, reinforced rod 
unit at the top which 
clips the guns and 
holds each barrel 
neatly in place. 
Stocks are sunk in 
an oval depression 
in the wooden floor 
of the unit. In or- 
der to remove a gun, 
the customer must 
first lift it up sev- 
eral inches, pull the 
stock out from its 
resting place, and 
then lower the gun 
all the way to the 
floor. This compli- 
cated procedure, 
which is simple for 
sales personnel, 
helps eliminate theft 
and damage of guns 


open” where customers may han- 
dle them at will, but eliminating in 
advance any danger of theft o1 
damage, has paid excellent divi 
dends for T. K. Barefield, hard- 
ware dealer in Panama City 
Florida. 

Mr. Barefield, currently doing a 
volume of more than $205,000 pe: 
year in a city of only 28,000 popu 
lation, traces a lot of his steady 
merchandising sporting 
“self-service 


success in 
goods to the 
Constructing his new store in 1946 
which hard- 
ware and sporting goods outlets in 
northwestern Florida, he made a 
list of the “drawbacks” involved in 
gun merchandising, and found that 
customer unfamiliarity, plus the 
fact that most dealers keep guns 
locked up under glass, etc., was 
one of the most Now- 
adays, when people are more in- 
clined to watch pennies closely 
and insist on their money's worth 
in any purchase, it is essential that 
the dealer let the customer pick 
up the merchandise and get the 
feel of it,” Barefield said. ‘‘There- 
fore, one of our first and most im- 
portant steps in building gun sales, 
was to get them entirely out in the 
open.” 

As shown, guns are displayed at 
the front left corner of the store, 
behind two “walls of glass’ which 
make up the corner and left front 
of the building. Exposed to busy 
traffic this window has proven 
ideal for showing hunting arms 
according to the Florida dealer, in- 
asmuch as a bright lighting sys- 

(Continued on page 82) 


angle 


is one of the largest 


serious 


SOUTHERN HARDWARE for OCTOBER, 195! 





Southern Dealers Report -- 


Added Profits from Rentals 


7. OR MANY southern hardware 
retailers the rental of a variety 
of hardware merchandise is prov- 
ing to be not only an excellent 
means of building store traffic, but 
also an added source of profits. 
Numerous dealers participating 
in a survey recently conducted by 
SOUTHERN HARDWARE among hard- 
ware men in the 16 southern and 
southwestern states indicated in 
their replies that they consider 
rentals an important phase of their 
businesses, and a number of deal- 
ers who do not offer this service 
currently replied that they plan to 
start and expressed an interest in 
the experiences of other dealers 
The survey questionnaire, which 
requested that dealers list the 
items which they rent and the rates 
charged, disclosed the wide variety 
of items which dealers are making 
available to rental customers 
While a number of items are han- 
dled by a majority of dealers, most 
of the other products in the lengthy 
list reported are rented by only a 
small percentage of dealers in any 
given However, the survey 
revealed that southern dealers en 
gaged in this business rent an av- 
more items 


Case 


erage of three or 


Daily Rate Most Used 


While some dealers thei: 
charges on an hourly rate, the ma- 
jority charge a flat, daily rate. Ina 
few instances dealers using a daily 
rate lower the charge somewhat if 
the customer needs the item for 
more than one day. Though rates 
charged for various merchandise 
vary considerably it is still possible 
to establish an average rate for 
each item which is fairly repre- 
sentative 

In their rental of merchandise, 
southern dealers give particular at- 
tention to the needs of home- 
owners, and it is merchandise in 
this category that is rented by a 
majority of the dealers. The fol- 
lowing list—items rented by a ma- 
jority—gives the average rate 
charged and the percentage of 
dealers renting the particular 
item. 


base 


Average Rate 
Charged 
per day 


Deale rs 
Handling 


Item 
Rented 


Floor Polisher 
Floor Sander 
Floor Edger 
Floor Waxer 


$1.10 5° 
$4.45 57% 
$2.50 50% 
$1.30 28% 

While it is not possible here to 
give the full range of actual rates 
charged for all items rented, the 
various rates charged by dealers 
for merchandise listed 
as follows: floor polisher, $.50 to 
$3.00 per day; floor sander, $.75 per 
hour to $6.75 per day; floor edger 
$1.50 to $5.00 per and floor 
waxers, $.75 to $3.00 per day 

In addition to the 
shown dealers 


above are 


day 


merchandise 
above, 
rentals of the 
list of products. Though in no in 
stance any of the individual 
items rented by more than one per- 
cent of the dealers answering the 
questionnaire, the list serves to 
show the wide variety of items 
rented 


repo! ted 
following lengthy 


are 


Average 
Rate Charged 


Item Per Day 


Paint sprayer 2.85 
Lawn roller aa 
Electric drill l 
Blow 


5 


torch 55 


$1.00 
$1.00 
$4.00 


Extension ladder 
Step ladder 
Electric saw 
Fence stretcher $1.00 
Wall paper steamer $3.75 
Vacuum cleaner $1.00 
Fertilizer spreader 65 
Post hole digger 60 
Wheelbarrow 00 
Hand sander 75 
Vibrator sande: 

Belt sande: 

Staple gun 

Shingle cutter 
Electric hedge trimmer 
Pipe threader 

Sewer rod 

House jacks 

Caulking gun 


— ne. 


25 
50 


PFAAAAAAAAAA S&S 


Per Hour 
$1.50 


Power lawn mower 


the rental of hard- 
ware merchandise raised no pa! 
ticularly difficult problems except 
in the case of some of the more 
items. Some dealer 
rentals to be unprofit- 
upkeep that 
machinery This 
more easily solved 
own repail 


Generally 


mechanical 
found 
able 

such 

problem is one 
in stores having their 
departments, but for 
not having service shops, a number: 
of dealers indicated that rental of 
mechanical products is not always 
investment Some 


such 
because of the 
requires 


those store 


a_ profitable 
typical cornments follow 

“The floor polisher is ok, The 
hedge trimmer not prove to 
be a good investment as it receives 
too much abuse.”’"—Harrison Hard 
ware Co., Memphis, Texas 

“We can't see any profit in rent- 
ing sanders or mowers as the up- 

(Continued on page 84) 


does 





investment. 





Offering a wide variety of merchandise for rent 
as one means of attracting additional store traf- 
fie, southern hardware retailers find that rent- 
als generally pay a profitable dividend on the 
In short, they're worth the effort 
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Mow these dealers 


Space pay off 


Make Wasted 


—— space can be made to 
pay off, This has been proven 
by the Builders Supply Co., a mod- 
ern hardware dealership in Knox- 
ville, Tennessee 
The cost of converting this 
store's “dead” walls and corners to 
attractive display space was small 
-but the results have been enor- 
mous. In fact, sales in some lines 
of merchandise have doubled, 
while in some others they have 
tripled—ample evidence the con- 
version has paid off handsomely 
When Manager Don Strickland 
first decided to transform the 
store’s wasted space to attractive 
and useful space, he began with a 
bare wall at the end of the store 
It was really a partition, described 
by Strickland as “‘just an old dirty 
catch-all.” No displays 
were there, and it could 
not be used for storage 
purposes either. 
A new wall, slightly far- 
ther toward the rear, was 
constructed of knotty pine 
Instead of building it 
straight up to the ceiling, 
however, Strickland had it 
rise only about one foot 
above head level, so that 
display boxes could be built 
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back into the wall from its top on 
up to the ceiling. Each of the two 
boxes placed there is eight feet 
long, 45 inches high, and 29 inches 
deep. Concealed fluorescent light 
bars keep the merchandise dis- 
played in each box well-lighted 
Because the boxes are roomy and 
easily seen, he placed tricycles and 
small bicycles in them, thus avoid- 
ing cluttering the floor with this 
larger, space-consuming merchan- 
dise 

“This space was just an eyesore 
before,” Strickland pointed out 
Now it is useful, attractive, and 
pays off. Wheel goods are out of 
our way, and yet they can be seen 
day and night, year-round. And 
since the entire front of our store 
is glass, merchandise on display in 


By Warner Ogden 


these boxes is easily seen from the 
front door.” 

So successful was he in trans- 
forming the rear wall! into useful 
space, Strickland then decided to 
build more of these display boxes 
along the width of the store. To 
date, there are 10 of them, all built 
inside the wall at the top, and even 
over the doorways to the store's of 
fices. Each of the boxes along the 
side near the offices is eight feet 
long, 30 inches high, and 26 inches 
deep 

To give these display boxes even 
more emphasis, the over- 
head lights are turned out at night, 
but those in the boxes are left 
burning. Thus, window-shoppers 
can see the brightly-lighted boxes 
from the highway or drive up in 
front of the store for closer view 

These displays are changed fre- 
quently, and they usually show 
seasonal merchandise. However, 
since the toy department was en- 
toys shown year- 


store's 


larged, are 


round 


Negligible Costs 


When these wasted spaces were 
converted into profitable, attrac- 
tive display areas, Strickland de- 
signed more displays for “dead” 
spaces in the store. For instance, 
underneath the wheel goods boxes 
at the rear of the hardware sec- 
tion, he installed a lighted wall 
display for rakes, hoes, shovels, 
and hedge shears. Then he de- 
signed a lighted wall display for 
smaller tools in one corner of the 

store 

Cost of turning wasted 
space into useful display 
spots was fairly small. “We 
made our own displays, 
and they didn’t cost very 
much,” Strickland said 
“And they already have 
paid for themselves in in- 
creased profits and store 
traffic. Also, besides the 
wall displays in the hard- 
ware section, we gained 
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seven feet of additional and useful 
floor space. “We believe that mer- 
chandise is half sold when attrac- 
tively displayed, and our new dis- 
plays have proven this point. We 
try to group all similar merchan- 
dise together, so that the shopper 
might easily find the item she 
needs. And the more the merchan- 
dise is displayed, the more people 
will buy. New lines are gradually 
being added, as sales and demand 
warrant.” 


Demonstrations 


Tying in with the displays are 
demonstrations and what is called 
a feature counter” near the front 
of the store. When a new item 
comes in, it often is shown on this 
feature counter and _ vigorously 
promoted here. The store’s custom 
ers are encouraged to come to the 
store with their home problems and 
to make suggestions for the store's 
Suggestion of the Month award, a 
popular idea with many of the 
store’s regular customers, as well 
as with shoppers who visit the store 
for the first time 


Night Shoppers 


At night, when all overhead 
lights in the store are turned out 
and those in the display boxes left 
burning, passers-by stop to look 
at merchandise being promoted in 
the display boxes. They may either 
look in from the highway, or else 
drive up to the wide space provid- 
ed in front of the store for parallel 
parking. The parking space has 
been marked off between the store 
and sidewalk to facilitate such 
night parking by window-shoppers 
and also to aid customers who visit 
the store during the daytime shop- 
ping hours 


Top: In corner space once wast- 
ed this display was built for 
tools. Wheel goods are shown 
on top. Right: Don Strickland, 
manager, who has seen sales 
increase with utilization of for- 
mer “dead” space. Below: Even 
above the entrance to Strick- 
land’s office is an eight foot 
long box built back into the 
wall for lighted displays. Bot- 
tom: Making over this corner 
allowed seven additional feet of 
needed floor space 


i 
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Making use of wasted space has 
meant increased sales and profits 
for us,” Strickland said, “and we 
are continually on the watch for 
ways to further increase our dis- 
play space within the store. As we 
eliminate these ‘dead’ corners and 
wasted wall space, we not only 
realize added sales and increased 
display area, but we also help the 
appearance of our store. Our ef 
forts along this line so far have 
proven the value of making wasted 
space pay off 
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Multiple benefits follow 


| geo week some of the displays 
of merchandise are moved to a 
new position, and twice a year 
there is a major rearrangement of 
practically all displays in the Law- 
son Hardware and Supply Com- 
pany of Tulsa, Okla 

V. B. Lawson, owner, reports the 
benefits are manifold and he is so 
thoroughly sold on a regular rota- 
tion of displayed stock that in all 
seriousness he is considering equip- 
ping a number of his islands with 
casters This would facilitate 
movement of displays, and prob- 
ably result in even more rapid ro- 
tation. The only deterring factor 
is that Lawson has been unable to 
find suitable and appropriate cast- 
ers. 

According to this 
are some of the benefits 
sult: 

(1) Relocation of displayed mer- 
chandise keeps sales personne! “‘on 
their toes.” 

2) By moving stocks regularly, 
store personnel, including the own- 
er, discovers the presence of mer- 
chandise that had been forgotten 

(3) When preparations are 
made to transfer a display, it is 
generally found that merchandise 
has accumulated a coating of dust 
and must be cleaned. As a result, 
more displays are kept clean 

(4) Increased sales follow. Regu- 
lar customers, finding displays 


dealer, here 
that re- 
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changed about, comment on the 
expanded inventory or, finding 
some item previously overlooked 
ask, “When did you get this in?” 
and buy 

Lawson says his sales people are 
not too enthusiastic about his poli- 
cy of keeping some stocks con- 
stantly on the move, week in and 
week out 

“They say we 
chandise around so 
can’t remember where 
items are,” he adds 

“But that is just a slight touch 
of the allergy sometimes referred 
to as lethargy. Sales people don’t 
like to move displays all the time 
But the policy makes them better 
sales people. It forces them to be 
more alert 


move the mer- 
much they 
certain 


REGULAR 


By Baron Creager 


“The weekly move almost in- 
variably involves tools and sport- 
ing goods, along with, perhaps, a 
few smaller displays. Then every 
six months the whole store is re- 
arranged. All of this is good for 
internal morale and good for busi- 
ness. It gives the store a new look 
and actually excites the curiosity of 
regular customers. We may not 
have a new item in the store, but 
customers who come in regularly 
think so.” 

In the nine years since the Law- 
son Hardware and Supply Com- 
pany has been in business at the 
present location, the paint stock 
Kas been moved four times 

Lawson concedes that the origi- 
nal location of this stock was not 
too good, and he noted an improve- 
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STrock ROorTraTion 


ment in sales after the first move 
But increased sale 
after the last three moves. Now he 
thinks the been shifted 
around until it is in its natural lo- 
where it will produce the 
But he was of the sams 


eact ot the first 


also resulted 


paint has 


cation 
most sales 
opinion after 
three moves 
Sale tripled afte! 
a series of moves in that 
ment. But these move 
signed to related 


nto approximately the 


of houseware 
depa t- 
were at 
bring all iten 


ame ares 


Left, V. B. Lawson beside one 
of the tool displays that i 
moved weekly to excite 

curiosity of regular customers. 
Store plan permits display of 
housewares in one section and 
outdoor equipment in another. 
The sidewalk area is used also 


Above, ample parking space is 
provided to stimulate business 
in the repair shop. Service is 
stressed in selling mechanical 
merchandise. Right. paint de- 
partment after fourth move in 
nine years. Sales increased im- 
mediately after each move 


When merchandise of a related na 
Lawson discov 
overall stock 
than it actually Now 
items ‘under the head 


ture is scattered, 
ered, the 
be smaller 
all related 
housewares are 


appeal 


’ 


ing of! 
into a department ich Mrs 
Lawson preside But Lawson wil 


over wh 


not admit he completely 


fied with this department 


with a three-time inc! 
One argument in 
choring houseware 


are howevel l ‘ 
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collected 


merchandise through a _ backless 
window. This was added when 
Lawson resolved that outside ap- 
pearance of a retail hardware store 
is as important as inside appear- 
ance 
One specialty of this store 
with three mechanics 
and a woman employee in charge 
of a large parts stock, which is ne« 
essary for the large volume of lawn 
mower repair 
Mowers of all 
makes are repaired 
on a satisfaction-guaranteed basis 


ib a 


ervice shop 


type and all 


and serviced 
and the 
ime to the point where 
the shop is a week to ten days be- 
hind 


policy alone has built vol 
in season 


However, the shop is a ren 
of the fix-it type, too 


Repairs Aid Sales 


hop 
work 


roud of the 


and its reputation for quality 


and recognizes a valuable 

" iment in the shop policy 

We have one of the biggest 
of that kind in Tulsa he 

and we repair everything 


licated elec 


i a trong 
yur favor. For 
tome! with confi 


lence that when they buy here 


they have a of dependable 
right here in ou That 
argument when the 
anything me 


rance 
ervice tore 

a compelling 
action involve 


trar 
rat 


chanical, such as a power mower 
for example 


The Li 


Company 1 


awson Hardware and Sup 


brand-name 


ised goods 





When a wedding approaches, 
Vivrous Hardware invites the 
bride-to-be in to select her 
china, crystalware, and silver. 
As gifts are purchased for her 
they are noted on a tally to 
avoid duplication and resultant 
returns 


How a small-town 
store developed a 


Profitable 


Gift Department’: 


(10,000), everyone 


—— small-town dealer will 
wedding 


learn quickly that small- approaching 
town people are not really small- oon as the 
townish in selecting gifts. Thev ‘yes.”” As 
know what is currently 
and they know, too, what 
tutes novelty items. Therefore 
buying becomes the major factor 
n promoting a successful gift de- 
partment in a small town 
ing to Arthur Vivrous of 
Hardware, Seguin, Texas 
In a town the size of Seguir fr 


soon as 
popula! 
he bride-to-be and 


her 


consti- 
to select 
pottery 


soon.” 


ng 


selecting 


accorda- 


Vivrous her favorite 


iends’ buying and 


Wide selections of quality silver appeal to brides 


knows ofl 


bride-to-be 
word 
Vivrous, he immediately 
invites her in 
china, silver, crystal 
and even kitchenware 

‘Showers are sure to be follow- 
he pointed out, 
patterns in 
advance, the bride simplifies her 
receives 


“We 


nes 


couldn 
unless we 
and varied selecti 
brides-to-be 

order 

pieces 

tore 


needs, the eps a 


what 


that she 
tally 
purchased for he: 
what to suggest 
“In later years, Vivrous 
plained, “should the bride wish to 
pieces, all we have 
books and im- 
the pattern 


piece nave been 


ind thus 


on 
Knows 
an 
almost as 
has 


reaches 


ex- 
said 


purchase more 
to do is turn to our 
mediately we know 

In buying for the gift depart- 
Vivrous will not 
items that have been good 
for length of time A 
item amounts to a fad,” he 


contacts 


ment re-orde! 
novelty 
“and by 


sellers any 


novelty 


the (Cont 


Hy 


il 


Free gift-wrapping builds sales, creates goodwill 
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—Hyv — 
Ss. W. Ellis 


a successtul 


CREDIT PLAN 
EDI LAN ee 


ana Keep 

1 the clear 
tion illus- 
‘ ‘ 


Do y o 
poi 


[ b eight-year-old boy stood for cleaning the 

gazing at the alr rifle in the the rabbit cage 

display window of the E. Daniel When the boy 

Hardware Co., Marshall, Ark. Sud- name, Daniel recogni 
denly he darted inside and ap- diately as that of an old ct 


‘ ldrer 

a desk in the center of the tore tore s popula credit plar Aft on ' Parent F 

‘Mr. Daniel, can you charge an telephone call, Daniel id ti Xpress lief to Daniel tl 

ifle to me? I've got a job young customer that he « Uy raining 1 maxing reg 

A job, son?” Daniel sked his his rifle on weekly time payment ve child 
freckle-faced custome! Whon The account is in your name onl) 
io you work for’ told him Every 

My pa a din very di come 


proached the large man sitting : who had bought many items o1 


Top, Mr. Daniel at his desk in 

the center of the store. Left, 

liberal credit policies automati- 

cally solve his trade-in problem 
on appliances and stoves 
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“The bookkeeping job is a big 
of course, but one that I en- 
joy. So that I may work on the ac- 
counts when I’m not needed on the 
floor, I keep my desk at a handy 
point in the center of the store 
No outside collector is employed 
Customers come in to pay on theif 


one 


accounts, and occasionally, when a 
customer has bad luck and falls 
behind in his payments, Daniel 
writes to him or calls on him per- 
sonally. But using caution in ex- 
tending credit helps eliminate 
practically all collection worries 
he pointed out 


Trade-In Problem 


Liberal credit policies automati- 
cally solve Daniel's trade-in prob- 
lem on appliances 
When he does not deal in 
ins, he does assist the customer in 
disposing of old The 
customer's name goes on a special 
list, with a brief description of the 
old appliance he has for sale. Soon- 
er or later, some customer will be 
interested in the used merchandise 
and Daniel will send the prospect 
to the customer’s home. Thus, the 
store becomes a “clearing house 
for both the customer who has an 
old appliance for sale and the cus- 
tomer who desires to purchase a 
used item 

Daniel renders repair service in 
the easy way, He has made ar- 
rangements with a skilled appli- 
ance mechanic to repair custom- 
ers appliances and ranges—a serv 


and stoves 


trade- 


appliances 


ice which has been well accepted 

Marshall is a little mountain city 
located in the Ozarks, on Highway 
65. Many of its residents have pa- 
tronized mail-order houses, buying 


78 


Located in a little 
mountain town, 
Daniel has won cus- 
tomers from the 
mail-order houses 
with his liberal 
credit plan. As pay- 
ments are complet- 
ed, credit customers 
return to buy other 
merchandise on in- 
stallment terms. 
Secret of a success- 
ful credit business, 
Daniel says, is in 
knowing your cus- 
tomers and checking 
all credit risks 


from catalogs on installment terms, 
with a 
on the 
when 
credit 


10 percent carrying charge 
balance 
Daniel 


plan he 


azo 
liberal 


winning 


these customers immediately 

I can almost alway tell 
out looking at my records,” he said 
has his account 
paid out. When he 
into the store to make a payment 
he looks around. That means he is 


something else in the 


with- 


when a custome! 


nearly come 


spotting 
store to buy 
“Customers 
one account and 
And when the old 
most paid out, we invite the 
another 


enjoy clearing up 
starting another 
account is al- 
good 
add on pur- 
and 


customer to 
chase. This i 
has proved particularly iccessful 
for the store 

To the dealer who wants to do 
installment selling and carry his 
own paper, Daniel has this advice 

Go slow at first. Start with a 
and feel you! 


done regularly 


few choice accounts 
way from there. Learning how to 
pick customers for installment sell- 
ing is important to I never 
grant credit until I assure myself 
that the customer can pay without 


pocketbook or our 


uccess 


straining his 


friendship.” 


Live Merehandise- 


proves a real traffie-builder 


‘Y OLDFISH act a alesmen at the 
VW McAmis Hardware 
inth, Miss 
ers every 
fish as profit 
is indicated by the fact that 


tore. Cor- 
and they 
The iccess of the 


and tratitic-b 


nook custom- 
day 
ulder 
they 
have been handled for 21 year 

Though occupying only a small 
have 


and an excellent 


goldfish proved to be 


a valuable sideline 


space 


Handled for over 21 
years, goldfish have 
boosted sales sub- 
stantially for Mc- 
Amis Hardware 
Store and have 
served as a success- 
ful traffic-builder 
for all departments. 
The fish are dis- 
played in a 27-gal- 
lon glass tank just 
inside the front en- 
trance, where they 
attract both custom- 
ers and passers-by 


tomers 
each, the 


attracting ¢ 
r 20 cents 
goldfish are displayed in a 27-gal- 
lon glas 
the store 
attract all 
young and old 
Store Clay and Frank 
McAmis have given the fish 


(Continued on page 80) 


just inside 


they 


placed 
door. Here 
sel 


tank 
front 
ty pe of pas -by 

owners 

tank 
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The alert merchant who knows his mer- 
chandise and is able to answer all ques- 
tions about construction of reels, rods 
and other fishing equipment is the mer- 
chant who appeals to discriminating 
fishermen, Fred Nash, left, says 


fishermen demand 


-in tackle and services 


N THE early spring, Fred Nash 

begins to watch the calendar, 
for he knows that soon perhap 
thousands of fishermen will de 
scend on his store in Camdenton, 
Missouri, for a full supply of fish 
ing tackle. But he is ready with 
the quality fishing equipment and 
the friendly service that have 
brought him numerous repeat cus 
tomers 

Located in the “White Bass Cap- 
ital of the World,”’ Nash Hardware 
is near hundreds of lakes and 
streams that are so full of fish that 
the Conservation Commission has 
removed the season on fishing in 
impounded waters. Large numbe! 
of vacationists and fishermen visit 
this area every year, for fishing 
takes place from early spring until 
late fall. And Fred Nash is waiting 
for them each year 


Experience 
this large gr 
taught Nash 
atisiying the need 
ner and expert fi 
aa ie? : : - The outside sign has helped 
rst essential——and Ol ue . bring strangers to the store 
fails to make repe: ! I 
his new patror 


merchandise on hand 
what the fishern 
I like to sell m 
worth the mor 
rade of fishing 
well worth their 
great many case they 
equal to the job Nas} rx 
out. “Consequently, when the 


tomer says that he is new at f ordin: y appreci ad\ Nas! 


ing, I try to explain to him what he 


" 
means to spend a large amount i | “now what “ equy 

money to come to Camdenton t ! ( ) id } quite will 
fish and then lose a prize catch b ng ay f n andise that 


cause the equipment wasn't qualit f ) ) vs quality 
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merchandise when he ;eces 
that is what he demands 
Nash turns thumb 
and one 
men, Almost all of his loss« 
stemmed from this 
chandise so he buys all 
his wholesale: In 
instances, when 
on an item that 
the peak of popularity in hi 
he may find that his whol 
easily place it 


gets item specialty 


type ol 
tock 
regular 
stoc} are 


may have I 


can 
where it is in demand. For ins 


he once bought a gross of 


from a specialty salesman 
bought to retail at 
each; but at the end of 
he still had 114 of 

» 


The price was reduced to 25 


were 
four 
them on 


each, in order to get rid of the 
No ever knows 
what to Nash 
year until last year, he pointe 
fishermen used nickel plate d 
ners in the lake 
last they all 
gold-plated ones 
Was murky 


one 


buy, said 


; nearby 
yeal converts 
because 


the fish 
the gold one 


ter and 
better see 

Another 
promotion of 


ald, Is 


essential to suc 
fishing tackle 
to purchase adequate 
the 
isherman demands 
the 
got to 
when he 


well in advance of 
the 
merchandise 
it You've 


chandise 


Casv 
up-l 
minute he 
have 

calls 

you don't, there is no use to 
will not 
will 


it, because he 
again, and it 
for the full 

pays to stock up early 


season's selling 


80 


want 


arrive too 


down on 


fron 


heavy 
massed 
area 


elsewhere 


tance 


hand 


cent 


mm 


exactly 


Eve 
d out 


pin 


Howevel! 


“i to 
a 


the wa 


could 


ful 
Nash 
t 


; 


n, tol 
-date 


want 


orde I 
late 


So it 


Left, the best way 
to sell lures is to dis- 
play them on a 
board, so that fish- 
ermen may examine 
each one, Nash says. 
Anticipating needs 
is a requisite of this 
line, he has found, 
ro he stays one step 
ahead of local fish- 
ing conditions. Be- 
low, every fisher- 
man is a potential 
customer for out- 
board motors, and 
unit sales are large 
in this resort loca- 
tion 


Customers who have vacationed 
in the vicinity 
traded with Nash previously 

firs 


want 


before, and wh« 
nave 


tore 


They 


isually return to his 


thing on their returt 
information on 

their last 
to tell them about 

the tackle 
up-to-date on the 
what the 


pired since 
Nash is able 
big 


used 


catches and type 
Also, he is 
the 


are for 


condition of watel 


prospects catching 
what conservation officials a! 
ng, etc. Fishermen of all 
skills appreciate this 
Nash pointed out 
3ecause fishing goes 
Nash Hardware 
during the 
business 


ana 


ak . 
type of inter- 
‘ t 
on day and 
remain 
evenings as long 
3ut the store 


Night hour 
the fishing 


night 
open 
as there is 
is closed on Sundays 


ire profitable ones for 


tackle department, for fishermen 


semble 


ana as 


day fish- 


like to gather hers 


their gear for the next 
ng 
Relying 
best way to sell fishing 
have it, Nash 
stock each year items 
that he know the 
fishermen and be appropriate for 
At present 


wiae election of 


that the 
is to 
his 


on the principle 
t tackle 
ha increased 
adding new 
will appeal t 
local fishing it contain 
merchandise 
Outboard motors, boats, nets, oa! 
| vol- 
but 


turn 


t j 


el have realized ibstantial 


only from fishermen 
who in 
Lantern 
axes, and simi- 
a sizable vol 
dby 


ime, not 
from resort ownel! 


to fishermer 


rent them 


shovel 


the old al 


ana 


what 

ysuy be 

) point- 
y 


] 


istome! ana 


endly atmo 


phere which to maintain 


account for ales ol 


other merchand » ¢ fishing 


tackle ¢ tome! 


° 


Live Merchandiser 
(Cont 


ample oppo 
Knowing tl 
by ‘ 


accom- 
panied constitute 
‘rcentage ol 

attractive 
f display 
sh. Directly 
table 
and 
youngste! 


fan they 


heaped 
appliance house- 

ile the 

his mother 
browse through the 
chandise, and a profitable sale 
Sporting not 


father 


may 
nearby mer- 
may 

fal 


may 


result goods are 


from the tank, so tha 


entertain themselves 
their children watch the fi 
The McAmis t 
varieties of goldfis! 
fantail 
and chebunkins 
in lots of 300, sh 


while 


i1sO 


tore handles five 
common 
Chinese 


comets moor 


They are bought 
pped in via ex- 
Only 50 
the dis- 


remainder! 


press In special containe! 
to 100 fish are placed in 
The 


into an 


play tank 
dumped 
the 
stant 


them 


where a con- 
keep 
tality rate 
most fis! 
Fish will 


months 


rear Of the store 
flow of fresh 
healthy The 


among them is low, with 


wate! 


mor 


dying from over-feeding 
in the tub for 


live everal 
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Three advantages of 


yo ITY of display the secret 
rt of success for the Burl Quinn 


Hardware & Supply Co. of Tusca- 
loosa, Alabama. Equipped with 
adjustable shelves and dollic 
throughout for displaying heavy 


goods and for quick re-arrange- 3. Offer quick store re-arrangement 


ment of almost the entire interior 


Il. Save space 


the store realizes greater and faste » P : : I . a li _ 
profits, because merchandise whict ° romote seasona MIE Kemamaine 
fails to move in part of the 

store often will sell readily when 

placed in another. This flexibility 

of store layout also has paid off as_ feet in length and approximatel) 

a space save! and as soon as plan 18 inches in width, i ised to for 
are completed for installing ad- 
justable shelve in the paint de- The dollies can be roll 
part of the store that is con 


ers with rollet the store fix- best for selling the merchand 


attention on lighter merchandise 


partment and equipping the count- 

tures will be almost 100 percent display Items assigned t 

mobile dolly are changed freq rently 
‘I am constantly changing the When used outside the store 


it wit 


store,’ Quinn pointed out, “and I isplay ul are filled 
probably will never stop re-ar- onal merchandise 
ranging Different types of layout Quinn feels will attract attenti 
are more satisfactory at certain on a particular day Dur 


wi 


seasons, and also I want custome! weather, for example 
to form the habit of looking for loads a dolly with tary 
different merchandise in the vari- items and garden tools 
ous parts of the store when they outside display during 
come in to shop.’ garden hose during summet! 
Quinn employs his six dollies for toves and heaters during the win- 
both inside and outside display ter, etc 
Five of these units measure ap- This promotional policy has p 
proximately four feet long and two dividends. Using the dollies, Quinn 
feet wide. A sixth, equipped with is able to display outside h tore 
two shelve and measuring four many heavy items which he could 
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store 


mal] 


becau sf 


ticularly valuable in a 
Quinn 
pace means more op} 
profit. The Burl Quinn 
& Supply Co. is appro: 
feet long by 50 feet 
Quinn s formula for space-sav 
helves has 


more 


pointed out 


wide 
through use of the beer 
uccessful. When only a few 
line are left, the 
merchandise are tran 
shelf. If the 


tox mall 


item 
In a remaining 
pieces ot! 
ferred to a narrower 
new location 
shelf 
selected is lowered 
commodate the 
The shelf this 
nally occupied can now be filled 
with other items, rather than left 
partially empty 
Frequently, Quinn 
location of tall items 
terns, saucepans, coffee pots, 
of dishes, etc., and he is able to 
place these on any shelf he desire 
by adjusting more of the 
shelves. ‘The 
especially 
small items 


prove 
above is raised or the 

In order to ac- 
remaining plece 


merchandise origi 


changes the 
such as lan 


stack 


one or 
adjustable units are 
handy 
which 


space-savers for 
usually squan 


der space because a large area be 
tween the stacked merchandise and 
the bottom of the shelf above must 
remain idle. By adding additional 
shelves, he is able to triple o1 
quadruple the display space in va- 
rious parts of his store. For maxi 
mum flexibility of 
helves in most parts of the store 


arrangement 


are interchangeable 


82 


Left, Quinn places 
cans on one of doll- 
ies which are used 
on the outside of the 
store. Dollies pro- 
vide easy means of 
changing displays 
quickly since they 
can be rolled to any 
part of the store. 
Quinn uses six of 
these dollies which 
with his adjustable 
shelves allows con- 
stent changes in fix- 
tures 


This flexibility permits Quinn to 
choice when placing met 


may either 


take hi 


chandise on display. He 
stack on a 


bulla a tall narrow 


irrow shelf or a low, wide dis 
lay on a broad shelf, according to 
feels the me! 


best salabil 


le treatment he 


nandise requires for 


still 
deepened all 


increase available space 
ie recently 
in the 
they now vary 

in depth 
motional events 
attached to wires which are strung 
across the tops of shelving on bot! 


des of the store 
I have told that I 
merchandise for the ize of 
my store than most other deale1 
Quinn 
more, for I'm increasing my 
with the aid of flexible 


store 50 percent, so 
19 to 24 


special 


from 
During 


bannet are 


been have 


more 
said. “I'm going to add still 
stock 
teadily, 
fixtures 

+ 


Novel Display Fixture 


(Continued from page 70) 


display 


block 


and the 
attention 


prominent 
from 


tem 
case catch 
away 

The 
built of 


inforcing 


fixture, 5'2 feet 
heavy T-iron, with re- 

rod lo inch thick 
down and used for the 
ection. As hown, at the 
4x4 foot blondewoo4 


high, 1 


poli he d 
uppe! 
bottom 1s a 


table, with a sunken-in lower sec- 
tion, which can accommodate 4 
cases of shotgun shells, rifle am- 
munition, etc., conveniently to the 
gun rack 

The guns shown are clipped at 
the top by a 4-sided, reinforcement 
rod unit, which holds each barrel 
neatly in place, with the stock 
sunk in an oval depression in the 
wooden floor, Due to carefully 
figuring out the dimensions of the 
unit, Barefield has found that in 
order to remove the gun, the cus- 
tomer must first lift it up several 
inches, pull the stock out from it 
original resting place, and then 
lower the gun all the way to the 
floor, before it can be removed 
This has proven a natural deter 
rent to theft or damage,” he in 
dicated, “inasmuch as the cus 
tomer must go through quite a bit 
of contortions in order to remove a 
shotgun or rifle, unless he know 
the secret of the arrangement. Any 
salesperson, on the other hand, can 
ceftly lift the gun a few 
whisk the stock outward 
then withdraw the barrel 
through the slotted holdet 
without damage of any sort to the 


inches 
and 
down 


above 


merchandise 


Payment Plan 


The dealer's theory is that no 
visitor to the will take the 
trouble to remove a gun from the 
rack actually in- 
terested in Therefore 
almost every gun is re- 
moved from rack at 
the Florida store, the chance are 
that a customer is eithe 
buy it, or is asking for a demon- 
tration to lead to later sales 

A bright red and white sign at 
the top of the fixture points out 
Sold On Easy Payment Plan 
Barefield gives his customers the 
opportunity of time-payment plan 
which are based on their own in 
with seasonal payments of 
amounts, if the customer 
wishes, and heavily em- 
phasizes layaway buying. Through 
rushing layaway aggressively 
many guns are sold during the off- 
season, for use after the hunting 
season opens—and thus, Barefield 
provides his salespeople with extra 
incentives for layaway 
selling of guns the year around 
Sales from the handy display fix- 
tures, which cost the dealer le 
than $10, are more than double 
what the former wall case and slid 
ing-glas method 
complish, he asserts 


store 


unless he is 

buying it 
time a 
the display 


going to 


comes 
Various 


also 


reward 


door could ac- 
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_ AMERICAN = 


CHAN did leesie 


If you want to Sell Chain... Show It! 


NOT JUST A COUPLE OF SIZES...BUTA 
FULL LINE... AND THAT'S THE 


American Guain LIne 


” 


@ With the american cuain “ Sales-Maker 

and “ACCO-PAKS” you can set up a modern, 

profitable chain department in a small space 

The display above shows 18 sizes and types of 

chain which can be cut to desired length. It also 

includes bagged TENSO TIE-OUT CHAINS and 

UTILITY TOWING CHAINS. There is even an 

ACCO DOG CHAIN ASSEMBLY hanging on the 

Sales-Maker next to the customer. 
@ You'll sell plenty of chain if you get it out BUT GO@D! 

where your customers can see it... pick it up... | —— gmp ten 
feel its strength. Chain sells all year, especially and old store owners 
at this season. Check your stock. Call your | “Fingertip Focts 
AMERICAN CHAIN distributor today. Set up enetaateeeeall 


. . , | tod. f 
an attractive display. You'll get chain business. Write nt hel 
“The best thing of ite 
kind ever published ™ 
A 


York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 
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CAMILLUS Knives 


vertising and promotion 
dramatic counter displays and pro- 


*Reg 


small, yet sturdy 
.»-the most popular 
quality pocket knife 
in America. 
































stagged handle — No. 21 
maize handle — No. 22 


Here's a fast-turning, impulse-sales 
pocket knife with the famous 
CAMILLUS name and workmanship 

. sales attractions that have won 
consumer acceptance from coast to 
coast. For quick profit it will pay 
you to feature this as well as the 
complete line of CAMILLUS Knives 
because 


1) More customers ask for 
CAMILLUS than any other 
brand by 2 to 1 according to 
an independent survey made by 
Popular Mechanics , 


2) CAMILLUS gives your custom. 
ers quality proved quality 
counts with the customer 
most- 
wanted” for top-grade, high- 
carbon steel true-taper blades 

and an exclusive hand-honing 


that 
are 


their 


Process that gives the amazing 
PERMANIZED* Edge that actually 
defies dulling 

(3) camiius is the only pocket 


knife line supported by ag- 
gressive and consistent national ad- 
plus 


motional material to help you tie 


all these advantages together and 


Quick Turnover!’ 


TM 


CAMILLUS 


get 











Planning Winter Sales 
(Continued from page 68) 


house and then show him what we 
have,” explained Whigham, whose 
rows of heaters include portable oil 
heaters, oil circulating, radiant and 
oil furnaces, gas circulating, gas 
radiant, gas space, electric, coal 
and wood stoves, 20 models of 
“potbelly” heaters for one to six 
rooms, and laundry stoves. There 
also are Franklin heaters in a wide 
variety of sizes and tank hot water 
heaters in both gas and oil. Within 
these divisions are numerous ca- 
pacities suited to different needs 

The company carries on a con- 
sistent advertising program in the 
promotion of heaters which in- 
cludes direct mail and newspaper 
ads. Approximately 2,000 postcards 
are sent out monthly promoting 
various hardware items and de- 
partments, with heaviest promo- 
tion on heaters in the fall and 
spring. At these times as many 
as 5,000 postcards are mailed 

Newspaper advertising on heat- 
carried on throughout the 
year, again with the heaviest pro- 
motion in the fall and spring 
months 

“Putting our metal name plate 
on all heaters that we install is of 
tremendous value in bringing re- 
sults,” added Jenks. “It not only 
brings old customers back to us 
when years later they consider a 
new installation, but brings in new 
customers who have been in 
touch, perhaps, with one of our sat- 
isfied customers.” 

Both Jenks and Whigham attest 


ers Is 


to the boost given sales by mail 
and newspaper promotion, with 
even summer ads bringing a good 


response. 

“A large number of prospective 
buyers drop in, look over what we 
have and discuss their 
Whigham said. “A high percentage 
of these buy outright. Others will 
come back months late1 
times even a year or two later, wit! 
a postcard or ad of ours and buy 
the heater they had in mind 


° 
Attract Home-Owner 


needs,’ 


some- 


(Continued from page 70) 


‘We carry the kind of merchan- 
the kind of service 
that will help a improve 
himself or his property,” Snyder 
pointed out. “We carry only quality 
brand merchandise for this reason 
because in this residential section 
that is what the home-owners 
want.’ 


dise and offer 
person 


Quality stainless steel] and alum- 
inumware are displayed on open 
shelves along the wall, and fast- 
moving pieces are placed on a 
nearby island display. Colorful dis- 
plays of formal and informa] din- 
nerware are offset by suitable, 
quality glassware; and hand-paint- 
ed kitchenware, plastic ware and 
glass have their own distinctive 
displays in separate groupings 
along the shelves. 

In addition to the store’s impres- 
sive glass front, the garden shop 
has two entrances of its own. The 
tool department occupies panelled 
wall displays and contains 24 
drawers of neatly arranged items 
Each drawer is clearly labelled as 
to its contents, so that browsing 
customers may make quick and 
easy selection of the tools they 
need 

Snyder's advertises in the week- 
ly county newspaper and sub- 
scribes to an advertising service 
which publishes the store’s month- 
ly Store News—an unbound news- 
sheet of advertisements and read- 
ing matter. Some 4,000 of these 
papers are mailed out monthly, at 
a cost of two cents each, including 
postage. About 200 of them are 
placed around the store for cus- 
tomers to pick up 


7 


Added Profits from Rentals 
(Continued from page 71) 


keep is too high unless you hire 
help to keep machinery in prime 
order Frostproof Hardware Co 
Frostproof, Fla 

Lawn mowers are money and 
time losers—customers always 
have a petty gripe. Shingle cutters 
are a good item provided you have 


a deposit system.’—Harris Hard 
ware Co., Nashville, Tenn 

For the most part, howevel! 
dealers reported that the rental 


business is a satisfactory operation 
A representative reply came from 
the Hough Hardware Co., Rocking 
ham, N.C 

These (products listed 
profitable items. They pay a good 
dividend on the investment, plus 
sell lots of merchan 


are very 


helping us 
dise 

Othe: t presently rent- 
ing any merchandise expressed an 
interest in the plan 

We do not rent any items, but 
would like to know other dealers’ 


dealers n¢ 


experiences and charges. We are 
interested in renting them.’’—Folds 


Gainesville, Fla 
rent any items at 


Hardware Co., 
“We don't 
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yi Kline 
CAMILLUS Szeak Sez 


Here's why you get 
QUICK TURNOVER 
—IMPULSE SALES 


1) Famous PERMANIZED * Edge. Actually defies 
ng’ Keenly sharp it stays sharp. Blades ie | 
ey 
from a specially formulated hard, tough and 
ystly stainless steel precisely tempered and hand- 


No. P-122 
$7.95 ea. 
Retail ~~ 


honed under oil. Tip-serrated blades deftly cut steak 
or chops, slice poultry. You sell more because 


CAMILLUS has more to sell! 


2) Guaranteed by Good Housekeepin Your customers 
eels >" mers Display CAMILLUS Steak Sets prominently in your 
know the Good Housekeeping Seal—recognize it as =. . . 
SEM 2 rien of honest quality. This “stamp of cutlery department. Six gleaming knives in a hand- 
some hardwood block are a sales magnet in any store 


"G. > 
* Guaranteed by ~ 1 _ . ‘ we 
Good Housekeeping ) 2PPTOVA! Is one of the reasons why 

Wes e st’ CAMILLUS is easier to sell 


all And at the exceptionally attractive retail price, it's 
3) Fashion Academy Gold Medal Award. CAMILLUS Knives 2 specialty certain to spark profitable IMPULSE 
Their SALES. Also available ...a complete line of CAMILLUS 


are designed for beauty as well as utility 
carving and kitchen sets; CAMILLUS open-stock slicers; 


beautiful, tough Nylon handles . . their 
mirror-bright stainless steel blades—won fi utility, paring knives spreader and for 
CAMILLUS the coveted Fashion Academy Gold 
lrste wW Ios r j rt ‘ r 
Meda! Award for Distinctive Design. This dis- Write us dit for Gescriptive folde 


tinctive plus value pays off in increased sales! nearest distribu 


This handsome disploy cose, plus 
ce low cost storter stock will 
stort many soles. Ask your dis- 
tributor how to get it. 


P.111 3-piece Carving Set in Kitchen Rack 
sieces in 


wood block with sharpening , used ff 


stone; gift boxed Gift boxed 
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SERVES WELL 


Clinton Hardware Cloth has an unusually wide range 
of usefulness for both home and industrial applica- 


tions . . 


. sells well the whole year ‘round. 


A leader in its field for over a full century, Clinton 
Hardware Cloth assures lasting customer satisfaction 


because it is extra durable . 


.. heavily galvanized after 


weaving for added strength at intersections. 

When you order hardware cloth from your jobber, 
specify Clinton. It comes in all standard widths and 
meshes; unrolls flat for easy handling. Can be dis- 
played to good selling advantage, too, because it’s 
supplied in attractive steel-banded rolls of 100 feet. 

For additional information write or phone our 


nearest Sales Office. 


Hardware Cloth is manufactured and sold under 
the brand name of CALWICO in the West. 


THE COLORADO FUEL & IRON CORPORATION — Denver, Colorado 
THE CALIFORNIA WIRE CLOTH CORPORATION ~ Ockland, Californie 


WICKWIRE SPENCER STEEL DIVISION — Atlante, Boston, Buffale, Chicago, 
Detroit, New York, Philedelphic 


CLINTON 


HARDWARE 





CLOTH 


CF 





present However, we are contem 
plating this business as it seems to 
be an added traffic medium 
Center Hardware & Appliance 
Service, New Iberia, La 

Do not rent at present, but have 
been considering this. Believe it to 
be profitable Howie Hardware 
Co., Pineville, N.C 

“We will appreciate the results 
of this survey. As we do not rent 
tools other than floor sanders we 
would like to have more details re 
garding this.’—Wallace Hardware 
Co., Inc., Morristown, Tenn 


. 


Gift Department 


(Continued from page 76) 


explained. “They come up quick- 
ly, and they are over just as quick- 
ly. But a store must have them, for 
they stimulate business when there 
is no demand for standard pieces 
That is their purpose 

“Approximately 92 percent of 
the brides-to-be in Seguin come in 
and select their patterns from us,” 
he pointed out. “And we believe 
that we get this business because 
we have the selections that are 
believed to be most pleasing to our 
customers 

Another feature of the gift de- 
partment which appeals to custom- 
ers is the free gift-wrapping serv- 
ice offered in the department 





WASHINGTON NEWS 





(Continued from page 65) 


The action is covered by Amend- 
ment 3 to Supplementary Regula- 
tion 6 under Ceiling Price Regula- 
tion 22, which became effective 
September 4 

According to the OPS, production 
of lacquer thinners is an integral 
part of the lacquer manufacturing 
process and should properly be 
covered under the paint, varnish 
and lacquer regulation 


° 


NPA Names Berbatis 
to Head Teol Branch 


A. N. BERBATIS, on leave from 
the Simonds Saw and Steel Co., 
Fitchburg, Mass., is directing the 
Tools Branch, in the General Com- 
ponents Division of the National 
Production Authority 

Mr. Berbatis replaced Ken Free- 
dell who has returned to his post 
as general sales manager for Stan- 
ley Tools 
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PLYMOUTH 
ts by fle, 
MARILA ROPE 

De.. PLYMOUTH 








The SalesRak . 


sells rope to new custom 


Seep, ROreg | 


he 


Oe 








‘s The SalesMaker* resell 
Sells regular rope custome. 


The HandyPak* stimulates impulse buying. 


More Sales...More Profit...Less Effort 
when you put one of these“ to work for you 


Give a dealer enough rope—well displayed —and he'll double 





his sales. ‘That's what 


dealers all over the country are discovering about Plymouth Rope Sales Units. Every 


dealer can sell rope today . 
store requirement . 


because Plymouth sales units fit every type of hardware 
. allowing each dealer to choose a rope stock, well displayed 


that will give him proper turnover with minimum investment and maximum profit 
Select the display which is best for you, then ask your jobber to explain the Plymouth 
3-Way Selling Plan 


THE SALESRAK® 


Complete unit contains 16 spools, 
(6x 4%",6x %",4x 12"). The '4” 


and %" sizes are 


units of 3 x 1°) spools 


size is connected in 


100’ spools. This rack holds 3 x '4"’, ing”, 
3x %”", and 2x 14’ 


one time. 


THE HANDYPAK® THE SALESMAKER® 
Thirteen attractively packaged in Displays, measures, cuts rope in 
dividual coils, in 50° and 100 any six sizes up to 1" diameter 
connected in lengths. Ideal stock for the retailer Designed for retailers whose vol 
The % who has steady but small demand ume justifies inventory in full or 
half coils. Rope fed from basement, 


overhead, shelves, or floor. Nearly 
1,000 retailers testify to increased 
rope sales up to 100°, with this unit 


units of 2 x builds volume from “impulse-buy 
answers the universal de- 
mand for rope for household needs 


spools all at 
Replacement coils available 








IF YOU SELL BINDER OR BALER TWINE 


Plymouth “Red Top” and “Green Top” Binder Twines 
are designed for fast, economical, trouble-free operation 
in the field. The first baler twine made, “Red Top” and 
“Green Top” have proved their dependability for 65 
years, were designed in cooperation with the originator 
of the automatic twine-using, pick-up hay baler 
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Brisk Trade Forecast 
for Fall Menths .. . 


FOLLOWING MONTHS of slow sales, 
high inventories and buyer resist- 
ance to prices despite some price- 
Slashing sales, retail trade is be- 
ginning to brighten, and the out 
look now is for brisk autumn busi- 
ness. Wholesalers and retailers 
have brought their inventories 
more in line with sales, and man- 
ufacturers’ inventories will be re- 
duced as consumers increase thei! 
purchases 

Sales of department ir 
early September were nearly 15 
percent above the slow spring 
months, and the chances are that 
sales, especially in soft goods, will 
continue up 

Increased consumer spending 
probably will extend well into 
1952. For one thing, the defense 
program is gaining momentum, 
employment is high and personal 
income is around the 250 billion 
mark. Even with the current high 
rate of saving, more money, in the 
months ahead, is likely to be 
poured out for all types of con- 
sumer goods 

However, the prospects for hard 
goods is not so bright. For one thing 
shortages of material will inev- 
itably restrict production to some 


stores 


extent. Already production of au- 
tomobiles, household gadgets, etc 
is dropping, and Defense Produc- 
tion Chief Charles Wilson has 
warned that consumers will “feel 


the pinch in the fourth quarter.” 


might, under 
produce 


Though industry 
reasonable conditions, 
guns and butter in sufficient quan- 
tity, basic metals are not in such 
supply as yet as will permit the full 
satisfaction of consumer and mili- 
tary demand 

Meanwhile, the furor over price 
control has abated somewhat 
Wholesale prices have been declin- 
ing slowly, prices of basic materials 
have declined, and because of the 
present abundance of goods, retail 
prices probably will go no higher 

On the agricultural front demand 
for most products remains strong 
and there is evidence that 
cash farm income in 1951 will hit 
a record high. However, cotton 
growers are disturbed by the tum- 
ble in cotton prices—from a record 
45 cents to just slightly above pari- 
ty in mid-September. Because of 
this sharp reduction in prices re- 
ceived the Department of Agricul- 
ture is under pressure to stock-pile 
cotton as means of holding 
prices up 

Growers, meanwhile, are keep- 
ing their cotton off the market 


good 


one 
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Wholesale Hardware Sales and Inventor‘es 
‘From U. S. Dept. of Commerce Monthly Report) 





Residential Construction 
Shows Declime .... .- 


GOVERNMENT RESTRICTIONS on 
construction is bringing to a slow- 
down the boom in building which 
has been maintained since the wa! 
While expenditures on new con- 
struction in June showed a six per- 
cent increase over May, the rel- 
ative gain in private residential 
construction was less than usual for 
this period compared to previous 
post war years. Expenditures on 
private residential construction in 
June was almost one-fourth below 
those of June 1950. And the trend 
continued in August. Contract 
awards in August for new 
struction dropped almost a 
below the July rate and are 
ning about one-third below a year 
Both residential and ” 
construction declined 

oe 


con- 
fourth 
run- 
ago -resi- 


dential 


Total Employment 
Hits New High . . 


EMPLOYMENT CONTINUES to head 
up 

In June total civilian employ- 
ment was estimated at 61.8 million, 
up 600,000 from the previous 
month and 300000 above a year 
ago. Nonagricultural emplcyment, 
estimated at 53.8, was unchanged 
from May while agricultural em- 
ployment rose seasonally from 7.4 
million in May to 8.0 million in 


June 
° 


Predicts Appliance Sales 
Will Outpace Production 


SALES OF HOUSEHOLD appliances 
will outpace production by the 
fourth quarter of 1951. according 
to James J. Nance, president of 
Hotpoint, Inc. Nance stated recent- 
ly that while eleciric appliances 
shared in the $17 tilli rise in in- 
ventories of all finished c>nsumer 
goods in the first half of this year, 
“it is safe to assert that retail sales 
are beginning to outpace produc- 
tion.”” He said further cutbacks in 
materials for civilian goods are 
definitely in prospect 
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The COMPLETE Line...the SALES ACTIVE Line Brings BIG 





SOCKETS 


Famous quality thin wall 
Sockets of finest alloy steel. 
Scientifically heat treated 
for high strength, precision 
broached for perfect fit — 
on the nut. Durable triple 
plated chrome finish. In 4", 
‘%e", V2" and %" Drives 
and a complete range of 
openings. 





EXTENSIONS 


Used with Drive Parts, these 
versatile Extensions multi- 
ply the usefulness of any 
Tool by increasing reach. 
Hard-to-get-at jobs ore 
made easy by eliminating 
stretching and straining to 
reach the work. ‘«", %", 
Va" and %" Drives and in 
popular lengths. 





Don’t miss those big Hand Tool profits 
... put these effective NONE BETTER 
Stocking and Display Boards to work 
for you and boom Hand Tool sales. 
NONE BETTER offers you, at no 
added cost, a variety of these hand- 


some Tool Panels to create an atttac- 
tive Tool Department in your store. 
It’s an easy way to keep sales up and 
inventory down. Take advantage of 
this remarkable silent salesman — on 
the spot advertising and selling for you! 

NONE BETTER Tools are popular 
nationally because they offer Hardware 
Dealers the sales active combination 
of low, over-the-counter cost and fa- 
mous quality . . . only the finest alloy 
steels, scientifically heat treated and 
finished in gleaming triple plate 
chrome. From those rugged, thin wall 
Sockets and power-packed Drive Parts, 
to sleek, beautifully balanced Flat 
Wrenches, in open stock and in Sets, 
here’s the Hardware Line that has the 

2 profit punch of high quality and 
low cost that brings Tool buyers to you, 








CARBON SOCKET SETS 


Priced low for sales ection, eveil- 
ebie in five most popular models. 
Va" Drive Set shown includes « 
stenderd Ratchet, Adapter, Eli 
Hendie and 8 Sockets. 


FLEX HANDLES 


Designed for tough going, 
these Fiex Handles are valu- 
able. The adapter can be 
set at five angles for all 
position work. Non-slip 
grips. Available in 4", %", 
v2" and %" Drives. 


See Us At The 


NATIONAL HARDWARE SHOW 


NEW YORK—OCTOBER 8th-12th 
BOOTH 91 


“SE 


RATCHENS 


The sturdiest, smoothest 
Reversible Ratchet ever 
made. its double paw! in 
streamlined head gives 
strength without bulk. This 
Tool features the best in 
design, materials and work- 
manship. In 4", Ye", V2" 
and %" Drives. 


¢ 
o.. 


TOOL SETS 

A complete, basic 23 piece 
Va" Drive Ailoy Steel Socket 
Set. Contains 8 Drive Parts 
and 15 12-point Sockets, 
Strong metal carrying case. 
Typical of the many other 
fine NONE BETTER Too! Sets 
your customers want. 


2 


SLIDE TEE HANDLES 


Just the Tool for that tough 
turning job. A strong, pre- 
cision Slide Tee, can also 


be used os an Offset Handle, | 


Combines with Extensions, 
Universals, etc., for mony 
special jobs. 4", %", Ya" 
end %" Rig from 4%" 
te 18" long. 


ool 


« NEW BRITAIN, CONN. 


THE NEW BRITAIN MACHINE CO. 
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Camillus Cutlery Observes 
Seventy-Fifth Anniversary 


Camillus, N 
cutlery, is ob 


Camillus Cutlery Co., 
Y., manufacturers of 
serving its seventy-fifth anniversary 
Founded October 1, 1876, by 20-yeat 
old German immigrant Adolph Kas 
tor, the firm has grown from a tiny 
retail store on New York's East Side 
to one of the world’s leading cutlery 
manufacturers 

In the early 1880's Adolph Kastor 
recognized a market for fine pocket 
knives. Because of the lack of cut 
lery manufacturing facilities in the 
United States, he began importing 
cutlery from Germany and England 
and found a ready market for his im 
ported products. Gradually he ex 
panded his import operations, and at 
one time handled one-third of all the 
cutlery imported from abroad 

In 1902 Mr. Kastor purchased the 
Camillus Cutlery Company, following 
the government's protective tariffs 
operations in 1890. At the time, the 
plant employed only 20 men and op 
erated in a small wooden frame 
building in the small village of Camil 
lus, eight miles west of Syracuse 

With his energy, knowledge and 
vision, Mr. Kastor gradually built up 
the capacity of the plant at Camillus, 
while importing complete lines of 
cutlery from Germany and England 
The attractiveness of America and 
the success of the cutlery plant drew 
many expert cutlers from the Ger 
man and English cutlery centers of 
Solingen and Sheffield, and these 
formed the working base of the ever 
growing Camillus manufacturing 
force 

In a short time, the Camillus plant 
was competing with plants that had 
previously been the leaders. At the 
end of World War II, Camillus con 
centrated on one name and one quali 
ty of manufacture—the best. Imme 
diately it became a leading company 
in the distribution of the top quality 
line of pocket knives through the 
hardware trade. During both World 
Wars, Camillus played an important 
part in the manufacture of knives for 
the Armed Services and received four 
Army-Navy “E’s” for the excellence 
of its product of 14,000,000 
pocket, fighting and household knives 
for the Army, Navy, Air Corps, Ma 
rine Corps and Coast Guard. It was 
the first one in its industry to re 
cive the award 

Thi listribution of 


over 


Knives 


90 





Armed Services caused Camillus to 
discontinue in 1945 the use of the 
name Adolph Kastor & Brothers as a 
name. Since that time, all its 
sales and manufacturing operations 
have been under the name Camillus 
Cutlery Company 

In 1950 the company decided that 
a natural companion product for its 
pocket knife line was household cut- 
lery and embarked upon a manufac- 
turing-sales campaign that produced 
two fine lines of household cutlery 
Camillus and Kitchen Pride. The line 
received several awards for distinc- 
tive styling. The company now is ex 
panding its sales manufacturing fa- 
cilities to further solidify its dis 
tribution of merchandise 


sales 


. 


H. B. Woolsey, Klein 
Representative, Dies 


Harold B. Woolsey, 57, a represent 
ative in the South for Mathias Klein 
& Sons, Chicago, for many years, died 
at his home in Memphis, Tenn., July 
ved 

Born 
moved to 
became 


in California, Mr. Woolsey 
Memphis at the time he 
associated with M. Klein & 
Sons in 1940. He is survived by his 
wife, his parents, two brothers and 
two sisters 


Westbrook to Represent 
Parker and Snell... . 


J. W. Westbrook Company, 119 
Peachtree Circle, N. E., Atlanta, Ga., 
effective August 1, will represent the 
Parker Manufacturing Co. and the 
Snell Manufacturing Co. of Worces- 
ter, Mass., in the States of Alabama, 
Florida, Georgia, Mississippi, and 
South Carolina 


e 


Service Accented in 
Reo’s °52 Promotions 


A heavy accent on power 
service as one of the company’s most 
forceful selling points has been an 
nounced as the 1952 theme for the 
Lawn Mower Division of Reo Motors, 
Inc., Lansing 20, Mich 

Sam Briggs, vice president of Reo’s 
Lawn Mower Division, told Reo rep 
resentatives from all parts of the 
country at a week-long sales and 
service conference, that “from this 
point on, no power mower dealer 
can expect continued sales success 
without providing service for the ma 


mowel! 


chine he sells.” 

Much of the was de- 
voted to sessions conducted by Allan 
W. Greene, the division’s service 
manager, who outlined detailed plans 
for expanding Reo’s service program 
by adding field personnel, 


conference 


service 


At Reo’s sales conference, these five salesmen reported power mower 

sales in the past year amounting to $12,000,000. Left to right, they are: 

Fred L. Hall, Thor Loe, Sam Briggs (vice president in charge of the 
division), Neil Brown, L. T. Beresford, and Robert Bradley 
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redividing present service areas, 
forming new ones, and providing a 
complete “service package” for deal 
er use 

Changes in Reo’s 1952 models in 
clude a new, variable jet carburetor, 
a completely new automatic starter 
mechanism, use of stee] wheels, and 
new, one-piece handles 


° 


Olin Announces Two New 
Staff Appointments .. . 


Two new staff appointments have 
been announced by Olin Products Co., 
Inc., 655 Madison Ave., New York 
N. Y. Edwin L. Holloway was named 
Midwestern Division Manager and 
Robert R. Hopper was appointed as 


istant to the vice president 


Order Quality Buffalo Bolts in 


Edwin L. Holloway 


HANDY-PACK BOLT CARTONS 


@ Jobber and retailers are both 
singing the praises of Handy-Pack 
... the super-rugged bolt carton 
No more spilling, mixing and 
sorting of bolts. Next time order 
Buffalo Bolts...get the best in 
bolts...in the world’s best cartons. 
Robert R. Hopper 


Mr. Holloway, whose headquarters P ; . . 
en S 7 * as j s ar é =. 
will be in Chicago, joins Olin Prod- HANDY-PACK @ Same price as ‘ordinary’ bolts in ‘ordinary’ carton 


@ Same carton quantities as always, same method of ordering 


ucts Co. after handling advertising 
sales for Ladies Home Journal in Chi FEATURES & Cartons are re-shippable without tying or wrapping. 


ago. Previously, he was industrial . 
— : ’ aye @ Covers make durable open drawers for bolt cabinets 
sales manager for Dennison Mfg. Co : 

Mr. Hopper is a veteran of 10 @ Can be ordered in carload or less-than-carload lots 
years’ service with Olin, coming to W " 
his new post from the Research De- atle for circular on quantities and weights of Handy-Pack Cartons 
partment of Olin Industries’ Western 
Cartridge Co. He first joined the Fi- BUFFALO BOLT COMPAN ¥ 
nancial Division of Olin’s Research Division of Buffalo-helipse Corporation 

> a . ore he g 
Department, where he was in charge North Tonawanda, N. Y 
of the evaluation of research projects 
from the engineering and investment 
viewpoints. He will be stationed at 
Olin’s headquarters in New York City PRODUCERS OF CiRcie @ PRODUCT BOLTS » NUTS « RIVETS AND SPECIAL FASTENERS 


Sales Offices in Prine ipal Cities Export Sales Office 
Buffalo International Corp... 50 Church Street, New York City 
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Scout 22” 


with ““Weed-Topper” 
(Scout) 





‘“MOTO-MOWER” 


boat known wane iu POWER-LAWN- MOWERS 


New models of MOTO-MOWER have many exclu- 
sive features, including “Weed-Topper”, first funda- 
mental improvement in Power Lawn Mowing, now 
available on “Moto-Boy” and “Scout” (illustrated) 
models, as optional equipment. So equipped, they 
top dandelions and other obnoxious weeds, ahead 
of the reel and it in turn then can cut the weeds off 
short, at the same time the reel cuts the grass to 


normal height . . . In addition to the MOTO-MOWERS 
(reel type), there are two models of “Roto-Mower” 
(whirl blade) 16” & 20”, which are driven by a 
vertical shaft engine, providing direct application of 
power to the horizontal (whirl blade), greatly 
simplifying its design . . . There is a MOTO-MOWER 
for every purpose, to meet all competition—write 
for complete information. 


The MOTO-MOWER Company DETROIT 1, MICH. 


4602 Woodward Ave. 
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Reckwell Subsidiary Changes Name 


The name of the Ohlen-Bishop Manufacturing Co., Columbus, 
Oh’‘o. a subsidiary of Rockwell Manufacturing Co., Pittsburgh, Penn., 


has been changed to Rockwell Tools, Inc. Ohlen-Bishop, purchased 
by Rockwell in May of this year, has been organized since 1852, and 
is one of the five largest saw manufacturers in the country 
The new name will both closely identify the firm as a member of 
the Tockwell group and describe the character of its business. The 
company manufactures a complete line of mill and factory woodwork 
ing saws and saw blades, consisting of circular, band, gang and 
osscut types. They also make a trade line for carpenters, plumbers 
tricians and butchers, plus a complete line for the home workshop 


* 


‘rican Pad Holds Week-Long Conference 


rhe American Pad & Textile Co., Greenfield, Ohio, has complete 

its annual week-long sales conference to outline company polici¢ 
d complete plans for the 1952 sales season. The concern manufac 

r the Tapatco line of sporting goods, including sleeping bag: 
door clothing, and kapok-filled marine safety equipment. During 
eting, the management announced that the past twelve months 
n among the best in Tapatco history. They are optimistic 
coming year will be even better, due to the growing nationa 

or all types of sports and particularly sports on water 

roughout the conference, Ned C. Herrold, sales manager, en 

the theme of “better service to Tapatco customers throug! 

r planning” and assured the salesmen of continued backing b) 
pany in the way of extra product quality and extra me! 

ing services. Several new products were introduced and wil 

ided to the Tapatco line immediately. A tour of the plant wa 
nducted to point out new equipment and more efficient plant 
hods which will mean better service to Tapatco customers. The 


im 


meeting was attended by the entire sales and advertising staff, wit! 


xception of Hughson & Merton, West Coast representatives 
d Bob Crowder, Rocky Mountain representative 


. 


vid Gemmell Resigns Cleveland Chain Post 


David J. Gemmell has resigned as executive vice president and 


d.recior of sales of The Cleveland Chain & Manufacturing Co. One 


the most widely known sales executives in the chain industry, 


ur. Gemmell had been associated with the Cleveland Chain & Mfg 


since 1929. He joined the company at that time as western sales 


manager, with headquarters in Chicago In 1935 he was named 
ueneral sales manager of the Cleveland firm, and he was elected 


us 


« resident in charge of sales in 1942 
efore joining The Cleveland Chain & Mfg. Co., Mr. Gemmell! was 
suciated with United States Chain & Forging Co. for 10 year 


Prior to that, he was a sales executive with The Beaver Board Ci 


t 


Mr. Gemmell has no definite plans for the future, but reporis 


1a. he wishes to remain in the hardware and mill supply distribu 


won field 





Gaite Te 


cucludkng WEED TOPPER 


, 


CcCiTATIieon 
16” Hond Mower 


Streamlined side frames 
of an aluminum alloy, cos! 
in permanent mold . . 

light in weight, strength 
quivol to Neabl 
iron, expansion ond con- 
trection practically nil 
Semi-pneumatic tires and 
rubber roller, special olloy 
blodes, steel ree! spiders, 
ball bearings with avuto- 
motic spring odjustment, 
cutting height adjustment 
%" to 1%". 





CHEVRON 
16° Hond Mower 


Low priced mower of ex- 

ceptional quality—rubber 

tired, cast side fromes, 

special alloy blodes, self- 

adjusting ball bearings — 

cutting height odjustment 
“to 1h’. 


























Flatlux Regal Colors dry quickly to a 








luxuriant velvet finish, can be washed 2- 
completely clean of any and all soil, 3- 
time after time A. 
5. 
6. 
Flatlux Regal Colors, unlike other deep 7- 
colors, retain their lasting beauty without 8. 
Sig-tel diate Modil-aMatlolel-teMelelol aris 9. 
10. : 








IN 
/ Flatlux Regal Colors leave no tell-tale 12- 
Met fo) oMelile Me loMMiilela come oem uilelel lh, 
| without lapping. 








Here's an all-new, all-gorgeous deep-color line that can step up your sales 
and profits in a hurry. Featuring the luxuriant deep shades most wanted by 
buying America, Flatlux Regal Colors are completely washable and non- 
burnishing, go on easily and smoothly without lap or brush marks. Quality 
product of exhaustive laboratory research. Flatlux Regal Colors can capture 
your local deep-color market exclusively for you under a protected-territory 
BPS Franchise. Color means cash so look into Flatlux Regal Colors today! 


As always with Patterson-Sargent, they're priced right and made with oil! 


yy, 


ani> f-) 
'V¢ 
ia can THE PATTERSON-SARGENT CO 


1325 East 38th Street 
Cleveland 14, Ohice 





Please send me full facts on gorgeous new Flatlux 
Regal Colors 


NAME 


ADDRESS 


CITY 





R A ints T Lawn 
OFKIN “LEADER” omen teseiee Bene. . « 


Appointment of two new field serv- 
° ice representatives has been an- 
chrome-clad steel tapes give acta by Allan W. Greene, service 
manager of the Lawn Mower Division, 
your customers... Reo Motors, Inc., Lansing 20, Mich 
Expansion of the field service staff, 
Greene explained, is part of Reo’s 
“Service Follow Thru in °52” cam- 
paign, recently announced at the Di- 
vision’s annual, week-long sales and 
service conference 


ue 


\ 


Robert L. Picard 


The appointees are Robert 
ard of Owosso, Mich., ar : 
Brown of sattle Creek, Mich 

Mr. Picard formerly was associated 
with General Mills, working for six 
years out of Ironwood, Mich. as a 
salesman He also spent two years 
with the Brown & Williamson To 
bacco Co. in Louisville, Ky., and five 
years with the Pinkerton Tobacco 
Co., Toledo, Ohio 


a ae 
_ 


es 
HOOK 
RING . The Lufkin “Leader” is precision 
made ... built for service. Fa 
mous Chrome-Clad finish on tape 
line assures accurate non-glare readability . .. will not chip, crack, peel or 
corrode. The black markings are permanent .. . they are bonded to the steel 
and sunk deeply below the hard chrome-white surface . . . preventing wear 
Vinylite covered case protects against water, stains and scuffs. For fast, easy 


steel tape sales, show your customers the Lufkin Chrome-Clad “Leader 


& &S 2 seit JUFKIN smo geal 





gv Nationwide Advertising and Acceptance! of mo * otic or t ‘ " te ssateia nt 
f , Bat 


Tapes, Rules and Precision Tools are nationa aclve 
g Sunday newspapers, Genera and In $tria 
“BUY THROUGH YOUR HARDWARE OR TOOL STORE.’ 


the Luff ¢ the line that promotes you ick Division 


attle Creek 
the method 


THE LUFKIN RULE CO., SAGINAW, MICHIGAN Also, he was mp eather p—ty wer 
132-138 Lafayette St., New York City— Barrie, Ont. 14) reals ision, General Foods Corp 
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Atlanta Envelope Co. 
Parchases Southern Firm 


The Atlanta Envelope Company, 
Atlanta, Georgia, announces the pur- 
chase of Southern Envelope Manu- 
facturing Company, of Nashville, 
Tennessee. The Tennessee plant, to 
be known as Southern Envelope 
Manufacturers, Inc., will be operated 
as a separate company, to manufac- 
ture and print envelopes for distribu- 
tion in Tennessee, Kentucky and 
North Alabama 

Envelopes of all types for com- 
mercial use will be manufactured in 
the Nashville plant. In operation for 
the past 20 years, Southern Envelope 
Manufacturers will continue to serve 
the jobbing and printing trade in ad 
lition to private firms using large 
juantities of envelopes 

The new company will be under 
the management of Sigmund Held, 
formerly assoc ted v » Atlanta En- 

elope Co., in li Other officers 
ire David Goldwasser, president ina 


ha I leld president 


Henderson to Head Cosco 
Household Division .. . 


Hamilton Manufacturing Corp., Co 
imbus, Ind., announces that T. R 
Henderson has been named sales 
manager of the Cosco Household Di- 
vision, which will include the func- 


» = 


T. R. Henderson 


Division recently 
Phillips, 
wly-creat 
ill incorpor: 
on househo!l 
Hendersor 


Cosco s 


\ npany " 
Now he wil! devote al! of his efforts 
to the expanded Household Products 


Divisior 





Price 


...Won't PAY the rent! 


Pardon our exaggeration—but it’s our way of reminding hard- 
ware dealers—and distributors—to keep an eagle eye on their 
bolt and nut inventories. 

We at Lamson & Sessions see a “shortage” situation developing 
day by day. And, frankly, we want to be sure our good customers 
are forewarned. 

Many hardware dealers say that bolt and nut sales ‘pay the rent” 
—so make sure your “rent money” is protected. 

Check your bolt and nut stocks—order what you need now. 


Lamson & Sessions will bend every effort to fill your requirements, 


The LAMSON & SESSIONS Ca. 


General Offices: 1971 West 85th Street ¢ Cleveland 2, Ohio 
Plants at Cleveland and Kent, Ohio + Birmingham + Chicogo 


wamoWARE 


Ta atl a 


Gus handuvane, So in — 


HOUSEHOLD REPAIR HEADQUARTERS 
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H-I Salesmen Attend 
Annual Sales Convention 


H-I fishing tackle salesmen from 
all over the United States attended 
the annual sales meeting of the Hor 
rocks-Ibbotson Company, August 1-3 
at the company’s home offices and 
plants in Utica, N. Y 

The first two days of the annual 
affair were devoted to an extensive 
preview of the new H-I line. High- 
light numbers in the line, which is 
featured by a complete selection of 
tubular and solid H-I power glass 
rods, were presented and discussed 
by company officials 

Plans for H-I’s new advertising and 


Attending the an- 
nual sales confer- 
ence of Horrocks- 
Ibbotson Co. were 
these southern area 
salesmen, left to 
right: Walter C. 
Durham, Earl Baum- 
gartner, and Wil- 
liam J. Crum 





*SOLD 


ON SIGHT 


This circulating-type radiant 
oil heater is ideal for small 
houses, retail stores, school 
rooms, filling 
garages, construction camps 
—any place where depend- 
able, low-cost heat is needed 
Your customers will be 
impressed with its moderate 
price ‘only about $32.50 re 
tail) and its many features 

lustre “Black Magic” finish 
built-in fuel tank, certified 
50,000 B.T.U. capacity, com 
pact size. Design and con- 
struction is of finest quality 
throughout. Each unit is 
packed in individual sturdy 
cartons for convenience in 
handling. Ask your favorite 
hardware jobber for dis 
counts and other details 
Manufactured by Sure-Heat 
Stove Corp., Plano, Texas 


stations 


aure Ohad’ 
On wearers 


SOUTHERN 





for 1952 were 
presented and Arthur 
S. Cotins, president, and George P 
Hodges, account executive, of Mose1 
& Cotins, Inc. Advertising 

At the annual banquet, which con 
cluded the meeting, Edward D. Ibbot 
son, chairman of the board, and Rich- 
ard H. Balch, president, congratulat 
ed the sales force and presented 
awards for sales accomplishments 


= 


promotional program 
discussed by 


Wooster Plays Hest at 
Century Celebration . 


As a part of its 100th Anniversar) 
activities, The Wooster Brush Cc 
Wooster, Ohio, entertained 135 mem 
bers and Cleveland 
Paint, Varnish and Lacquer Associa 
tion with an all-day golf outing at the 
Wooster Country Club on July 20th 

The 18-hole golf tourney 
lowed by a buffet dinner and the 
awarding of golf prizes 


o 


guests of the 


was fe 


Lowe Bros. Promotes Two 
Sales Staff Members .. . 


Promotions for two Lowe Brothers 
sales staff members were announced 
recently by R. L. McPherson, gen 
eral sales manager of The Lowe 
Brothers Company, paint and varnis! 
makers, Dayton, Ohio 

Murphy L. Fontenot, southern dis 
trict salesman, has been elevated to 
the position of southern district sales 
manager. His headquarters are locat- 
ed in Atlanta, Georgia 

Mr. Fontenot will devote his time 
and effort to sales supervision and 
dealer sales of trade sales products 
in the southern states area. 

Lowe Brothers’ expanded sales ac 
tivities and service in the Southwest 
district lead to the appointment of 
P. M. Hutchison, formerly Rock 
Mountain division manager, as spe 
cial representative in the state of 
Texas. Mr. Hutchison will cooperate 
with trade salesmen in the area in 
the development of new and estab- 
lished dealer agents. His headquarters 
will be in Fort Worth, Texas 
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Old-Hi-Says 
Your H-! Man 


Is A Tackle 
Specialist 








... Ready 
To Tackle 


The BOW SAW that 


For cutting 
Logs, Posts 
Firewood 


BUSHMAN 


Finest imported 
Swedish Steel 


For cutting 
Timbers and 
general work 
One glance at the 
thin razor sharp blade— 
one look at the lightweight, 
sturdy tubular frame—and every 
customer knows this is the saw he needs 
for faster, easier cutting of logs, timber and 
general work. Sizes 24”, 30", 36” with rigid 
frames. Also 42” and 48” with adjustable frames 


PLUS OTHER STYLES 


Because your H-I salesman is a tackle man, he’s most 
qualified to help you plan a profitable tackle volume. 
He knows what tackle will sell in your area... what 
tackle will not. He has a keen personal interest in your 


tackle business, because your business is his business. 


This year, he’ll show you the greatest tackle line ever 
developed — 29,000 items that make H-I the logical 
source for all your tackle requirements. He'll show you 
the largest line and best values in H-1 Power Glass Rods, 
steel and bamboo rods, reels, lines and lures. 

He'll tell you, too, about H-I’s plans for 1952's out- 
standing national advertising campaign . . . show you 
how you can tie in easily and profitably. 

If your H-I man hasn’t already contacted you, watch for 
his card—or write us for his name. Plan to spend plenty 
of time in his sample room— you'll find it pays off in 


profits! 


HORROCKS-IBBOTSON CO. 


UTICA, N.Y. 


Manufacturers of the Largest Line of Fishing Tackle in the World 
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TO CHOOSE FROM 


Extended Handle Styles 
Rigid frame saws with extende 
handles in sizes 30° and ¥ 
Adjustable frames with ex 
tended handles in 42” size 





Tapered Frame Saws 
Miner saws designed for get 
ting into close work. Oval 
tubing frames, 30° and 
sizes. Tension lever tor easy 
changing of 1%" wide blades 


Choice of Bushman patented 
r Nordic Raker blad 


PLUS THIS 
COLORFUL 
MERCHANDISING 
DISPLAY 


This display free with the pur 
chase of 1—24", 3—30", 3 
: ~42" saws plus 3 

36” replacement 

ll fast moving, good 














GENSCO TOOL DIVISION 
GENERAL STEEL WAREHOUSE CO., INC. 


1806 North Kostner Avenue « Chicago 39, Illinois 





Western Line Appoints 
Unger to Eastern Post . 


Dave Lippey, president of Western 
Fishing Line Co., Glendale 4, Cal.. 
reports that the great 
now requires two man 
agers to serve dealers and jobbers 
who stock Western Hot-Stretch and 
Magi-Braid fishing lines 

Leo Unger, well known to the 
sporting goods industry as the gen 
eral manager of the S & M Co. of 
Minneapolis, has joined the Western 
Fishing Line Co. as 
manager. He is 
problems facing 
retailers and 


increase in 


sales sales 


sales 
the 
goods 


will 


eastern 
familiar with 
the sporting 
wholesalers, and 


serve them in behalf of 


Fishing Line 
Al Fisher 


will continue to super 


vise sales in the capacity of western 
devote his 


and will 


among 


sales manager, 
efforts 
of the 


> 


the 


western states 


ana 
jobber 


time 
and 


Foster to Manage 
Peters Ammunition Sales 


c. = 
manager, 
Bridgeport, Conn., 
appointment of W. H 
manager, Peters ammunition 
Peters Cartridge Division, 


Arms Co., 


Remington 


Western 


dealers 


Davis, president and general 
Inc., 
has announced the 
Foster, Jr., as 
sales, 


Remington 








HUBBARD'S 
REPLACEMENT RADIANTS 


FOR ALL TYPES OF GAS HEATERS 


ONE-PIECE MOLD METHOD 
PREVENTS SEPARATION 


molded 
the old 


sticking 


We feature one-piece 
radiants, eliminating 

fashioned method of 
two halves together, which left 
a seam, that caused separation. 
One-piece molding gives a very 
smooth side, also the radiant is 
much thereby 
nating most breakage. 


stronger, elimi 


We monufacture and 
cerry a lerge, com- 
plete stock of all ra- 
dients in Dalles, Tex- 
os. In our new and 
modern clay plant, 
we now con produce 
daily in excess of 
30,000 rodiants 


ASSORTMENT 


INVESTIGATE OUR NO. 1 
AND EXCHANGE PLAN 


Our No. 1 assortment consists 
of four dozen different-type ra- 
diants picked out of our line of 
300 different types. These four 
dozen are the outstanding sellers, 
therefore it is mot necessary to 
carry the entire line. We also of- 
fer an exchange plan, so that a 
dealer at any time can exchange 
radiants that are slow sellers 


J. H. HUBBARD & SON, INC. 


P. O. BOX 7244 


Write, or use the coupon below, 


DALLAS, TEXAS 


to get complete information 





J. H. Hubbard & Son, Inc. 
P. O. Box 7244 
Dallas, Texas 


NAME 
ADDRESS 


PLEASE SEND ME— 
CATALOG COMPLETE 
DETAILS ON NEW ASSORTMENT 


CITY 
STATE 














W. H, Foster, 


Arms Co., In« 
Mr 


son, 


Foster succeeds John H. Otter 
who died recently He 
Remington in 1936 as a sales student 
Prior to his new 
manager, skeet 


joined 


appointment, he was 
trap promotion 
and special assistant to the 
assistant director of sales. He is the 
son of the late William Harnden Fos 
ter, well known artist-editor 


ana 


section 


° 


Peck to Represent 
Stanley Electric Tools 


Stanley Electric Tools, Division of 
The Stanley Works, New Britain, 
Conn., has announced the appoint- 
ment of Foster W. Peck as sales rep- 
resentative in Pennsylvania, Mary- 
land, Delaware, Virginia and West 
Virginia. He will be associated with 
Paul Briggs, district manager, with 
headquarters in the Philadelphia 
uffice 


Foster W. Peck 


Stanley Electric 
completed an in 
course and 
working the 
During the past 
particularly active 
in sales demonstrations of Stanley 
Electric Tools in the New England 
and New York areas, according to the 
announcement 


Mr. Peck joined 
Tools in 1947. He 
tensive factory 
ubsequently 


training 
has been 


ales department 


year he has been 
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Do Your WINDOWS 
Need Washing? 


NEXT Time, 
Switch to 


CELANESE 


Plastic Windows 


¢ Crystal Clear * Distinctive 
* Rugged © Serviceable 


Ask Today for Samples 


ATLANTA 
ENVELOPE 
COMPANY 




















wick LAWN EDGER 
AT LAST A REALLY GOOD LAWN EDGER 


A reol profit maker, a really good lawn edger at last! The 
Wick Edger's new and origina! design mokes the cutting 
knife follow the contour of the ground so thot it will not 
dig or plow. Your customers will like the Wick Edger 
becouse it is constructed to facilitate the greotest? 
possible ease of handling. The knife is self-adjust- 

ing and self-sharpening, the heavy gouge 

spring steel cutting whéel and blade ore heat 

treated for long life. A 4 inch rubber tire 

guides the edger along smoothly and 

without strain. Approximate unit 

weight, 3 Ibs., handle length, 48 


y, . ' 

7 Z | Write for complete information 

Am ENGINEERING, INCORPORATED 
p CX NEWCASTLE, INDIANA 
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praper Me” 


PORT SETS 


D & M Gift Sets are designed to sell in sets 
instead of individual items. There are nine dif- 
ferent sport sets, attractively packaged, with a 
special appeal for the youngsters. 

Write your wholesale distributor for the latest 
D & M catalog illustrating and describing the 


complete line of gift sets. 


THE DRAPER-MAYNARD CO., 4861 Spring Grove Avenue, Cincinnati 32, Ohio 
101 














NOT ONE... BUT 
two new 
profit packed 
pumps 


Fig. 4003-4004 
shallow and deep well 


Jet Systems by 


EVERITE 


® Greater Capacity per dollar. 
® Low Installation Cost. 
® Priced Right. 


FREE. Send for 
this Bulletin No. 
300. It gives com- 
plete details on 
the profitable 
Everite Horizontal 
Jet line that will 
mean faster prof 
its for you. 


PUMP & MFG. CO. 


614 N. Prince Street, Lancaster, Pa. 


“Makers of a Complete Line of Qual- 
ity Water Systems for over 27 years" 











WHOLESALER NEWS 





Hall & Co. Holds Formal 
Opening of New Warehouse 


Hall & Co., Spartanburg, S. C., 
wholesalers, celebrated its sixth birth- 
day with a barbecue lunch and Open 
House on July 21 at the opening of 
its new warehouse at 901 E. Main St. 
Extension. Approximately 3700 guests, 
including city and county officials, 
wholesale customers and stockhold- 
ers, were on hand. 

Although the new warehouse was 
opened for business in April, the for- 
mal opening was held on July 21, 
with approximately $6,000 in prizes 
being given away. 

The six-section steel warehouse, 
with a siding for six railroad cars to 
load or unload simultaneously and a 
truck dock measuring 10 x 180 feet, 
is located on a 3-acre tract and was 
built at a cost of $100,000. Floor space 
in the new structure is 48,600 square 
feet, all on one floor 

Hall & Co. employs 60 persons, in 
addition to eleven outside salesmen 
who call on the trade within a radius 


Below, Hall & Co.'s 
new six-section steel 
warehouse, with its 
railroad siding for 
six cars and truck 
dock, 10 x 180 feet. 
Right: Sons of Pres- 
ident Fred N. Hall: 
Nelson, left, and 
Jack. Nelson sells 
hardware on the 
road for Hall & Co., 
and Jack is manag- 
er of Hall Hardware, 
the firm's retail 
store 





of 75 miles from Spartanburg The 
firm is built on two major principles 
of the hardware wholesale business, 
according to Fred N. Hall, president 
and treasurer: store-to-door deliver) 
by truck, and a young organization 
that is permitted to purchase stock in 
the company. Incorporated in 1945 
with 95 percent of its 200 stockhold 
ers listed as local people, the com 
pany has had a $10 million business 
in its six years of operation. It serves 
mills, merchants and contractors in a 
wholesale capacity, and its retail 
store sells directly to the consumer 

Other officers of the company in 
clude: H. E. Cromer, vice president 
Frank W. Lee, vice president and gen 
eral manager; F. A. Alley, secretary 
and assistant treasurer 


om 


Weakley-Watson-Miller 
Celebrates 75th Year . 
Weakley-Watson-Miller Hardware 
Co., Brownwood, Texas, is celebrating 
its 75th Anniversary. The oldest firn 








profit PaCKAge exis 


DOOR AND JAMEB 
TEMPLATE is adjust 
able for any size door 
simple to use 

Soves time and lobor 
on the job site 
Stonley T3 Door and 
Jamb Template 
suggested). 

STANLEY RD (ROUND CORNERED) 

BUTT HINGE shown) eliminates 

need to squore up corners of mortises 

soves builder's time, cuts costs 
Self-seating, non-rising pin; hole in 
lower tip for easy removal 


Today, when time is such an important factor 
in construction costs, what builder wouldn't 
be interested in hanging doors at least 6 times 
faster? Feature Stanley RD (Round Cor- 
nered) Butt Hinges*. 


With mortises cut by a Hinge Mortiser and 
Template, you have a combination that can’t 
be beat for millwork accuracy and speed ... 
for hanging doors perfectly every time. Hinges 
exactly match round cornered mortises made 
by the router bit (Stanley hinge leaves are 
interchangeable ). And, with the power router, 
every mortise is perfect. 


Your customers benefit in time and money 
saved. You benefit in sales and repeat business 
on Stanley RD Butt Hinges. It’s a real profit- 
package — and only Stanley has it! Write 
for details. 


*All Stanley Hinges are now available with 
round corners to meet any job requirement. 





THE STANLEY WORKS, NEW BRITAIN, CONNECTICUT. 


[ STANLEY |] 


Reg. U.S. Pot. Off. 
HARDWARE + TOOLS + ELECTRIC TOOLS + STEEL STRAPPING + STEEL 
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Seles Represent ctives: 
JOHN H. GRAHAM & CO. INC, 
Hew York, #. ¥. 
SANFORD BROTHERS 
Chattanooga, Tena. 


Cheney 
Machinists 


Riveting Hammer 


Cheney 
Ball Pein 
Oil Finish 


Cheney 
Blacksmiths’ 


Hand Hammer 





weney CHENEY “Cove.” 


GOTTRE Paces, we. H.W. 8. 








in its section of the state having con- 
tinuous ownership in one family, the 
firm was founded in 1876 by J. C 
Weakley and Lee Watson 

Born in Indianapolis, J. C. Weakley 
served in the Union Army and later 
went to the West Coast, working in 
several Texas towns as he went. On 
July 4, 1876, he went to Brownwood 
to roof a building and decided to re- 
main. At that time, he opened a hard- 
ware store and sheet metal shop 

Lee Watson was born in Virginia 
and in 1883 moved to Texas, where he 
worked for Paint Rock & Ballinger 
in Abilene, before moving to Brown- 
wood in 1888 to join the then Hulbut 
Hardware Co. In 1893 he formed a 
partnership with Mr. Weakley as 
Weakley & Watson. 

In 1909 R. L. Miller joined the firm, 
which was incorporated as Weakley- 
Watson-Miller Hardware Co. At a 
later date, Mr. Watson bought Mr 
Miller’s interest, and also that of Mr 
Weakley. The ownership now is in 
the hands of Mr. Watson’s descend- 
ents: Lee Watson, W. W. Watson, W 
Lee Watson, C. Q. Davis, and Mrs 
C. P. Carey, daughter of Lee Watson 

Until the middle Twenties, the 
firm was retail only. But in 1924 it 
purchased the stock of Austin-Morris 
Co. and went into the wholesale 
business. At first, only one man trav 
eléd for the firm, but now six men 
cover all of Central and West Texas, 
selling the company’s complete line 
of hardware and electrical and plumb 
ing supplies 


+ 


Interstate Hardware Co. 
Elects New Officers . . 


Interstate Hardware Co., Inc., Bris- 
tol, Tenn., announces the following 
executive changes, effective August 
1, 1951 

O. R. Galliher, Jr., president and 
treasurer; G. A. Lindamood, vice 
president and secretary; H. W. Shu 
maker, vice president; C. B. Moore, 
vice president; and J. T. Cecil, chair 
man of the board 

a 


W. B. Johnson, Summers 
Vice President, Dies .. 


William ‘Bill) B. Jackson, 75, vice 
president of Summers Hardware & 
Supply Co., Johnson City, Tenn., died 
recently. Mr. Johnson had been con 
nected with Summers Hardware & 
Supply Co. for 44 years, principally 
as head of the Mill Supply and 
Plumbing Supply division He was 
known and respected by all salesmen 
who have served this territory for 
the past 40 years 


. 
Stringer to Represent 
S & Sin Texas .... 


W. W. ‘Bill Stringer, formerly with 
Momsen-Dunnegan-Ryan Co. in El 
Paso, Texas, and later with the Wal 


SELL 


Parish 
the SALAD BOWLS 
EXPERTS USE 


5 distinctive, complete lines for you to 
work with and satisfy any class of trade. 
NEW illustrated folder and price list tells 
the facts and shows the way to more sales 
and profits. 

Send for your copy and discount now 
Learn what two or all of the 5 great lines 
cen do for you. Learn about ‘Supreme"’ 
Finish, “‘Coeser Salad,’' the special bowl, 
and "Old Colonial,"’ the strikingly beautiful 
WALNUT Finish bowls for volume, populer 
price selling. 

Action today will build your bow! business 


J. SHEPHERD PARRISH CO. 


205 W. WACKER DRIVE 
CHICAGO 6, ILLINOIS 
Largest Monufacturer of Fine Wood Bowls 








dQ 
mY 

Vy 

‘ii 


bE 


CONSUMERS CRACK FILLER 


(COLD WATER PUTTY) 


For cracks, holes, ond crevices in wood 
plaster, tile, stucco, ond cement 
A “best seller’ becouse i? 
@ Dries hard 
@ Won't crumble, chip, or fall out 
@ Stays where it's put—holds screws 
nails, tacks 
@ Woter resistant 
@ Easy to work with—can be molded 
sanded, sawed, pointed, or stained 
@No waste—mix with woter only os 
needed 
Packed in |, 5 Ib. cartons; also 25, 50, and 
100 Ib. drums 
Try it yourself. Find out why easier, foster re 
pairs con mean easier, faster soles. Order from 
your wholesaler, or direct from us 


Another ‘Product of Merit’ by Consumers 











CONSUMERS GLUE CO 


“ 


N. HADLEY 
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ter H. Allen Co. of Dallas, has joined 
the S & S Sales Company, 4229 W 


Lovers Lane, Dallas 9, Texas, and 
will travel the western portion of 
Texas, calling on the wholesale trade 

Mr. Stringer also will assist the 
company in its work throughout the 
entire states of Texas, calling on deal 
ers in behalf of various jobbers 


The S & S Sales Company sells 
various types of mechanics’ hand 


tools and builders hardware | - s 
MAINTAIN 
° REMOVE 
CLEAN 
Gerstle Observes 50th _ STORE 
Anniversary with Kelknap 5 


On the occasion of his 50th anni- 
versary with the company, William . NEW COLORFUL DNS 
Gerstle was presented an inscribed PUPAL) New PLAY makes sales on the 
gold watch July 24 by Charles R tood — fpeschendiaias 
Bottorff, president of Belknap Hard pilose, abuenener oan, 
ware & Manufacturing Co. Louis mats, etc., to help you cash 
fille, Ky in with Keystone! 
ville, Ky ’ 


af inyeystone 


% 
TTT FRAMELESS TENSION SCREENS 


Easy to Install It's a MONEY-MAKER for you—this 


revolutionary new KEYSTONE Aluminum 
Frameless Tension Screen! Cash in on 
today’s great market—thousands of homes 
with double-hung windows need full 
length window screens. Keystone is the 
; . answer—a low cost, top-quality, new type 
Mr. Bottorff. left, presents Wil- . P 7) of screen that appeals to your customers 
liam Gerstle with gold watch on y ... and sells fast! 
his 50th anniversary with the el Y ll the COMPLETE 
company. Standing behind Mr. ' Os cen ae VU’ screen, 
Gerstie is Fred Brauner, who available in standard and special sizes. 
has been with the company for The user gives you width and height 
54 years measurements and he can install complete 
unit in a few minutes. Sells on sight with 
Mr. Gerstle started with the com these advantages: adjustable sill bar for 
pany as a messenger and worked as tight fit on uneven windows, five strand 
an order clerk in the warehouse for selvage, easily replaced screening, low first 
five years; the billing department cost and low upkeep, neat appearance 
for three years; and since then has 
been the head of the order checking 
department 
The presentation was made in Mr 
Bottorff's office in the presence of 
most of the members of Mr. Gerstle’s 
department 








° 


Dawson and Kinney Unite 
Te Form New Agency .. . 


Effective September 1, the manu 
. re oY sentatir ; Tr : KEYSTONE WIRE CLOTH CO 
facturer representative agency 0} Ph FS an, Wn Monten, Danes 


erated by P. F. Dawson for the past 

25 years became The Dawson and . Without obligation, send me complete de 
ovale, , ae tails, prices and discounts on EW profit 
Kinney company, manufacturers’ rep- | q seta making Keystone Frameless Tension Screens 


resentatives. Headquarters remain in 
Charlotte 
E. M. Kinney, who joined Mr. Daw 


son three years ago after being asso Street 
ciated with Moore-Handley Hardware LOW COST — = Cit 
Co., will continue to cover his same Re _ 
territory, with Birmingham, Ala., as LOW UPKEEP / 


headquarters 


Firm 


Attn. of 
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Davis Golden Anniversary 
Mower Line Announced . . 


The G. W. Davis Corporation, Rich- 
mond, Indiana, has announced its new 
“golden anniversary” line of power 
and hand lawnmowers, as the firm 
enters its 50th year of business. 

To help dealers achieve mass vol- 
ume with minimum stocking and sell- 
ing effort, the Davis golden anniver- 


sary line concentrates on fastest mov- 
ing models, the sales leading Model 
590/50 with 18” cut, new “big brother’ 
Mode! 52 (illustrated here) with 22” 
cut, rotary mulching Model 51 with 
20” cut, and “4 square” Model 56, 
“whispering” Model 57 and “competi- 
tive” Model 33 precision hand mow 
ers 

According to Walter C. Davis, pres 
ident, people’s buying habits have 
changed very little in the past 50 
years. They still have a “keen eye for 
finer quality if it bears a modest price 
tag,” he said. He also called attention 
to the fact that the Davis product slo- 
gan “built the best” has been used 
for half a century 

+ 


B&D Christmas Promotion 
For Home-Utility Tools . . 

A special Christmas promotion for 
hardware, electrical, implement and 
building supply dealers has been an 


106 


nounced for Home-Utility tools by 
The Black & Decker Mfg. Co., Tow- 
son 4, Md. 

All purchasers of the Home-Utility 
merchandising deal between now and 
Christmas will receive pro- 
motional material, including window 
display, display board for the mer 
chandiser, and a window streamer, 
showing Santa in his sled with a full 
load of Home-Utility tools. Such pur- 
chasers also may participate in the 
complete program developed by 
Black & Decker 

The merchandising deal 
two '4-inch electric drills, 
each of the '4-inch drill kit, 
drill, sander-polisher and 
polisher kit, plus 


cessories 


seasonal 


includes 
and 
l,-inch 


one 


sande: 


a large range of ac 


Hi-Low Glider Added 
To Actual Lure Line 


The Actual Lure Co. Inc., 392 Fifth 
Ave., New York 18, N. Y., announces 
the addition of the new Hi-Low 
Glider to its line of actual lures 

A real fish in tough, pliable plastic, 
the Hi-Low Glider has scientifically 


on 


designed transparent side fins at- 
tached to create glider ‘porpoise- 
like) action. It can be fished just 
under the surface of the water or, by 
adding weight, at any desired depth 
It glides upward, then darts quickly 
down in a natural fish action. The 
Hi-Low Glider holds correct, upright 
swimming position in the water 

The lure is available in two sizes 
S170 small red tip (wounded), ap- 
proximtaely 3” to 4” long, weight % 
ounces; S171 medium red tip 
(wounded), approximately 4%” to 
long, weight % to 1% ounces 

Further information on the Hi-Low 
Glider and other actual lures is avail 
upon request to the manufac 


to % 


5%” 


able 
turer 
+. 


Simplified Clutch for 
New Eversharp Mowers 


The new 1952 line of Eversharp 
power mowers manufactured by Mid- 
west Mower Corp., O'Fallon at 23rd 
St., St. Louis 6, Mo., will feature a 
new end simplified clutch, which the 


company claims allows for easier and 
smoother starting and stopping 
The use of the clutch is said to 
eliminate “jack-rabbit” starting and 
stopping—the cause of many com- 
plaints by power mower owners 
about uneven cutting, scalping and 
difficulty of controlling the unit 
The clutch is the features 
behind Eversharp’s slogan “Simpli- 
fied Design.” Illustrated here is the 
Model 60, with 21” cut and 1.6 h.p 
engine. Two other gasoline powered 


one of 
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reel type mowers are available in 18” 
cutting widths. A 20” rotary type and 
an 18” electric mode! also are avail- 
able 


a 


Menark Announces New 
Majestic Power Mowers . 


Monark Silver King, 6501 West 
Grand Ave., Chicago 35, Ill, an- 
nounces a new line of Majestic Roto- 
matic power mowers that includes 
five new numbers, according to A. F 
(Al) Stephen, head of Monark’s mow- 
er division 


18” Majestic Rotomatic 


“Modern design, light weight, and 
precision construction offer quality, 
and performance found on 
no other mower,” Mr. Stephen an- 
no. nced, “and put the trade in a po- 
sition to cash in on this tremendous 
new market.” 

The new Majestic Rotomatic line is 
claimed to be the nation’s most com- 
plete line of rotary mowers. It in 
cludes 16, 18 and 22 inch gasoline 
models, powered by 1.2, 1.5 and 3 h.p 


features 


Rotopower engines, respectively; and 
16 and 18 inch electric models. The 
22-inch mower has a twin cylinder 
engine, and all are of rugged con 
struction 


os 


Frabill Tackle Line 
Featured at Show . . 


The Frabill Manufacturing Co., 
Milwaukee, Wis., fishing tackle ac 


“eSSOry manufacturers, displayed 


designed for the 
fish, it 
Bob’em Two Way fish floats, and the 
Minnow Breather 
latter is 
insert which the manufacturer claims 


guarantees 


their complete tackle line at the Na 
tional Hardware Show, at the Grand 


Central Palace 


October 8-12 

line consists of items 

who likes to 
The new 


The Frabill 
man 
was announced 
featured. The 
breather 


} 


were 
designed with a 
minnows 
have 


longer life for 


Many of the Frabill items 


been re-packaged for consumer buy 
ing appeal 
distribution 


and now have national 





Jn Hand Saws 


Et 


e108 teow . 
Ley seen magi — wy, 


SANDVIK N° 280 
Safer Ground The Whole Width 


— 


* 


STEEL TELLS THE STORY! 


Yes, it’s steel . . . the finest SANDVIK 
Swedish Steel . . . that makes this tool 
the pride of the carpenter's tool chest. 
The very heart of all edged tools is 
the steel from which they are made, 
and with SANDVIK “Fish & Hook” 
Saws that important basic ingredient 
is the world’s finest steel for edged 
tools . . . genuine Swedish charcoal 
steel. Keen edge? You can’t top it! 
What's more, in a SANDVIK Saw the 
edge lasts and lasts because the steel 
is tough! 


To match such performance by the 





steel the SANDVIK #280 Hand Saw 


is balanced to meet exacting profes- 
sional requirements, and finished to 
win the acclaim of men who earn their 
living with fine tools as the finest. 


The SANDVIK trade mark . . . the fa- 
mous “Fish & Hook” . . . on the blade 
of SANDVIK hand sows tells your cus- 
tomer this is the Swedish steel... and 


the saw . . . he wants to own. 











fandvik faw & Joo/ 


Division of Sandvik Steel, inc 


47 WARREN STREET, NEW YORK 7, WY 











YOUR PERSONAL NEEDS... 


for information about 


and friend to hardware men ‘‘down South 


Window Display, Counter Disploy, 
Customer Relations, 
ag | Control, 

. Credit Control, 
tion Activities. 


Pius, local news about friendly people and their activities in the 
@ feature that no other magazine has 
Each of these subjects is given special attention 
in its relation to the special needs and problems of Southern hard 


Southern hardware trade 
developed so fully 


ware men 
If you are not already a subscriber 
@ yearly subscription or $2.00 for three years 


SOUTHERN HARDWARE 


Atlanta 5, Georgia 


806 Peachtree St., N.E. 


the hardware business are met 
month in the year in the pages of SOUTHERN HARDWARE 
For more than #4 years SOUTHERN HARDWARE has been a quide 
The magazine has been 
built on a program of service to readers that covers 
Store Modernization, 
Sales Promotion ond Advertising, 
Employee Relations, 
Accounting Procedures, 


send in your $!.00 today for 


every 


Service 0D a 
Associa- 
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HOG FEEDERS 


OAKES AND FOUNTS 





OAKES Hog Feeders and 
Founts are profitable items 
for the dealer See your 
OAKES 
write direct 
OAKES Mie. Co 

Box 053-H 

Tipton, Ind 


jobber or 


74 Twin » Fount 
holds 78 Gols Also 
Summer Hog Founts 





with 


STAR 


Sales are easier when you 
carry the complete line of 
STAR metal-cutting prod- 
ucts. Over the years, a com- 
bination of a good product 
along with consistent ad- 
vertising to your Customers 
has made STAR hacksaw 
blades, frames, and metal- 
cutting band saws the eas} 
brand to sell. 


Sold only through 
recognized distributors 


CLEMSON BROS., Inc. 
MIDDLETOWN, N.Y., U.S.A. 
Moker: of Hand ond Power Hack Sow Blodes 
Frames, Meteo! Cutting Bond Sow Biode: 
gn hd Clemson Lown Machines 


New Plastic Glue 
For Household Use 


A new plastic bonding agent, de 
scribed as the “stickingest stuff ever 
known,” is now on the market, under 
the name 410-M Plasticate. Because 
it binds better than glue, it now is 
being used commercially by cabinet 
makers, the manufacturer announced 

The new glue dries transparent, 
without stain, in a matter of minutes 
and requires no clamps or holding 
devices. It is odorless liquid and can 


© 410M * =) 


L PLASTICATE; 


Wasewrasre 
ee 


be applied with a brush or simply 
with the finger. It is not affected by 
weather, shock, moisture, solvents 
and ravages of time and children, nor 
will it peel, crystallize, or decompose 

The new plastic glue is recom 
mended for paper, ceramics, pottery, 
plaster, cloth, leather, cork, and oth 
er materials. A product of the Stew 
art-Lundahl Co., 7349 Coldwater 
Canyon Ave., North Hollywood, Cali 
fornia, 410-M Plasticate is priced at 
35 cents per jar containing 48 c.c 


. 


New Baker FDO Line 
Described in Catalog 


A newly-designed FDO (free of DO) 
brush line, specifically created for 
dealers and jobbers to order brushes 
without DO certifications, is the sub 
ject of a new, 4-page, illustrated cata 
log recently published by Baker 
Brush Co., Inc 

Titled “FDO Brushes, No DO Re 
quired,” the new catalog gives com 
plete descriptions and specifications 
on wall brushes, varnish brushes, flat, 
oval and angular sash brushes 

Listed are brushes made of pure 
China bristle, bristle and horsehair, 
pure white bristle, and other types 

A copy of the catalog is available 
to dealers and jobbers writing on 
business stationery to Baker Brush 
Co., Inc., 83 Grand St., New York 13 
N. ¥ 





To Serve You Better,..There’s a 


Round caw COMPANY 


right in 


* 

SEATTLE CHAIN & MFG. CO 
. SEATTLE 8 
SEATTLE CHAIN & MFG. CO 

PORTLAND 10 


a ; 
your lerrilory ! 


a@mFc co 
BRIDGEPORT | 


WOODHOUSE CHAIN works @ 
TRENTON 7 


THE ROUND CHAIN & MFG. CO. _ a 


@ ROUND CALIFORNIA CHAIN CO 
SO. SAN FRANCISCO 


@ ROUND LOS ANGELES CHAIN CORP 
LOS ANGELES 54 


CHICAGO 38 . 


THE CLEVELAND 
CHAIN & MFG. CO 
OHIO HOIST & MFG. CO 
THE PLATING & GALVANIZING CO. 
CLEVELAND 5 


. 
THE SOUTHERN CHAIN & MFG. CO. 
BIRMINGHAM 4 


FARM + HOME + INDUSTRIAL + AUTOMOTIVE 


® Farm Chains 








Sling Chains © Railroad Chains © Log Chains 
Marine Chains © Tire Chains © BuildingChains © Fittings 
“Ohio” Hand Chain Hoists (all types) © Electric Hoists 
Order from your Wholesaler 
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New Plant Jr. Tractor 
Introduced at Field Day 


At its first convention of tractor 
distributors, S. L. Allen & Co., In 
Fifth St. and Glenwood Ave., Phila DECORATED 
delphia 40, Penn., introduced its new 
1 HP Planet Jr. tractor, designed for BUILDING PAPER 
the small land owner and adapted fer 
for use with many tools in the Planet 
Jr. line BEAUTIFUL WALLS 

During the two-day convention, 
August 13-14, product demonstrations 
in the field and conference meetings 
in the Philadelphia plant stressed 
sales policies and advertising pro- 
grams; a resume of market potential; 
and the support to dealers in selling 
the company’s products 








Testing the new Planet Jr. one 
horsepower tractor, recently 
presented for the first time, is 
W. P. Bunton, Bunton Seed Co., 
Louisville, Ky. 


The new | HP Planet Jr. tractor 
was the highlight of the first day and 
was received with much enthusiasm 
from the gathering of tractor dis 
tributors from all parts of the country 
and Canada 





RED BOW DESIGN 
° 


$e. Tack Tt or Paste Wt 


An inexpensive portable carrie 
that is said to permit one man to There’s a bright beautiful Wallrite design 
move heavy drums and barrels about f in the h 
with maximum safety and ease, has or every room in je house 
been developed by Allied Dealers 
Supply, Monterey Park, Cal Manufactured Exclusively by 

Constructed of ‘4-inch angle iron FLEMING & SONS, INC. 
and welded throughout for safety and 
durability, the Handy Van has char Dollies, Texes 
acteristics of both a hand truck and (NEWSPAPER MATS identical to this ore available to dealers) 
a dispensing rack. After lifting the 
drum or barrel onto the carrier ‘(1000 
lb. capacity’ and transporting it to 
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The Original 
Automatic Grip 


SCREWDRIVERS 


aster ~ 
Ma 


«+. and here’s why: 
Features are outstand- 
ing. Promotion is 

steady and right! Repu- 
tation is nation-wide | y 
«++ and quality, hj 
from hand-ground / 
chrome-vanadium / 
bits to unbreak- 

able, insulating 
handles is 
unsurpassed! 


ORDER 
THRU 
YOuR 
JOBBER! 


FOR BOTH 
TYPES OF 
RECESSED 
HEAD SCREWS 


NATIONALLY 
ADVERTISED in 
@ The Saturday Evening 
Post 
®@ Collier's 
@ Popular Mechanics 
Ras | @ Popular Science 
oro Monthly 





the place of use, it is tilted onto its 
back to become a waist-high storage 
rack for convenient dispensing. Han- 
dles telescope out of the way 

The Handy Van is available with 
either rubber tired or metal wheels 


° 


Burgess Introduces New 
Plastic Hand Sander . . 


Burgess Vibrocrafters, Inc., 180 
North Wabash Ave., Chicago 1, IIL. 
has introduced a new hand sander 
made of sturdy plastic in attractive 
color combinations that appeal to 
both men and women 


The new sander is large enough 
(3” x 1%” x 6”) to be held comfort 
ably in the hand and to form a broad 
sanding base, it was announced. No 
stock of special refill sheets is re- 
quired by dealers or 
standard-size sheet of sandpaper can 
be cut into three strips to fit the 
sander without waste. A rubber pad 
cushions the sanding action, Sand- 
paper can be changed instantly by un- 
screwing the knob at the top of the 
sander 

The hand sanders are packed 12 to 
a self-selling counter display box, and 
ire priced to retail for $1.49 


users, anda a 


DIETZ COMET 
Red Enome 
Fin 


sh 


DIETZ No 
Blue Gray Er 


EVERY HOME NEEDS 
A DEPENDABLE 
STAND-BY LIGHT 


for darkness without warning 
or unexpected emergencies 


R.E. DIETZ COMPANY 


EST. — SYRACUSE 1, N. Y. 
OUTPUT DISTRIBUTED THROUGH THE JOBBING TRADE EXCLUSIVELY 











HEAVY USAGE 
STRAIGHT 
SPRING 
BALANCE 


For use in factories, cotron 
fields, farms, warehouses 
or wherever a rugged, 
heavy duty balance of re- 
liable accuracy is required. 
Dial is recessed for protec- 
tion, graduations deep 
etched for durability and 
readability. Adjustment 
allows indicator to be set 
at zero to balance scoop or 
pan attached to hook. 


CAPACITIES 
25 ibs. by ‘2 bb. 
50 ibs. by 1 ib. 
100 ibs. by 1 ib. 
160 Ibs. by 1 Ib. 
200 Ibs. by 2 Ibs. 
300 Ibs. by 5 ibs. 


SEE YOUR JOBBER 
HANSON SCALE CO. 


525 N. Ade Street, 
Chicage 22, Hi. 
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Swing-A-Way Offers New 
Ceunter Merchandisers . x 
Cash in on the 


Swing-A-Way Manufacturing Co., 

St. Louis, Missouri, makers of Swing- 

A-Way kitchen appliances, is offering BIG MARKET for T M 
new counter merchandisers to stimu- 

late dealer sales 





CHAINS 


qcor 


The merchandiser is said to sell, 
stock and to save work, with custom- 
ers serving themselves in vending 
machine fashion. With natural birch 
and knotty pine finish, it stocks up 
to 24 standard packages. Dimensions 
19” wide, 9” deep, 18” high. The unit 
is finished in four eye-catching colors 

Sales-aid material, consisting of 
demonstration cans, counter rolders, 
newspaper mats, etc., are packed with 
each display. Distribution is made 
through jobbers 


LOCK UNK CHAIN 


* 


Ocean City Offers New 
Anti-Backlash Control 


Ocean City Manufacturing Co., 
Philadelphia, Penn., announces a new 


backlash control, ‘the EZ-CAST—a COMPLETE LINE NATIONALLY ADVERTISED 
small, compact, detachable unit which 
oa none oo deen = eft T™ means big chain sales the country over. That's because 
side-plate oil cap. It fits all such reels distributors have a Complete Line—everything from sash chain 
made since 1940 and many earlier 
models to 1%" TM Alloy Steel Chain, plus a full selection of chain 
attachments. The big TM Line is nationally advertised. Hard- 
hitting ads pave the way to volume sales for you. This effective 
program is backed by a highly trained factory sales force 
ready to help you and your organization with any chain prob- 
lems your customers may present. Investigate your profit 
opportunities with this established line of TM Quality Chain, 
Send coupon today for details. 


S. G. TAYLOR CHAIN COMPANY, Hammond, inciana 


S.G. TAYLOR CHAIN COMPANY 
Department 25, Hammond, Indiana 


Nome 


The EZ-CAST is completely self- . 
contained, requires no oil or other ( hotn Address 
< ¢ » “ arte. SINCE 873 
fluid for operation, and is unaffected City Stote 
by temperature or climatic conditions. SCC EH SEES EE EEE EEE EEE 





SOUTHERN HARDWARE for OCTOBER, 1951 ii 





It will not cut or weal the spool 
spindle, and once locked in, it will 
not back off accidentally 

Its attractive plastic container may 
be used for a hook, fly or swivel box 
EZ-CAST will retail at $2.50, it was 
announced 

. 


Majestic Deep Colors 
Added to P-S Paint Line 


After more than five years of con 
sistent color research and consumer 
cross-checking, The Patterson-Sar 
gent Company has made available t 
its BPS dealers throughout the coun 
try a new line of majestic deep colors 
inder the title of Flatlux Regal Co 
ors 

Specifically aimed at the consumer 
market for deep tone walls and wood 
work, these new colors are complete 
ly washable and non-burnishing 
Tests conducted by laboratory tech 
nicilans over the last six months 


showed that the new colors are easy 


CLASSIFIED 
4 4 





Opportunity 
v J ble franchise to mat y 





_ BUSINESS, OPPORTUNITIES 


Distributor f I’ 
l’ais nd \ nist 
i Iware Allied ‘ 
¥ AD ihees B 
HARDWARI si 
\thar ‘ rt 





Wanted 


eW 


to apply with a roller and that they 
go on smoothly and easily without 
ghosting, it was announced 

with oil to provide a soft, 
finish, Flatlux Regal 
given any degree of 


Made 
velvet 
may be 
gloss desired by the user 

Individually to conform to 
their regal designation, the new deep 
colors will be known as Castle Gray, 
Moat Green, Empress Blue, Command 
Yellow, Palace Green, Guardsman 
Red, Crown Torquoise, Royal Red 
Princess Pink, Brown, Im 
perial Chartreuse and Duchess Green 

Simultaneous with the announce 


Patterson-Sargent 


} 
colors 


added 


named 


Coronet 


ment, aiso con 


firmed the addition 
its regular line of Flatlux 

coat wall paint made with oil 

color ine, will 


f four new color 
the one 
These 
plus the regal give 
BPS dealers complete color coverage 
of the interior paint market, it was 
innounced by Walter T. Clark, vice 
resident in charge of trad iles for 
rson-Sargent 
38th St., Clevelar 





ger handles 
ae Easier handing 
Supersharp Blades Cut Waste Motion 
=p ‘ #40. 


VERI-LITE 
DECOYS 


— 


The Duck’s Real Twin Means 
Profitable Sales for You 


T’S the realism of Victor Veri-Lite 
Decoys that satisfies your customers 
and brings you satisfying sales. National 
advertising in Field & Stream, Outdoor 
Life, Sports Afield, Hunting & Fishing 





REEVE DISPLAY EQUIPMENT 
Sells MORE for YOU 


7 


__ Shelf and Counter 


Hd 
Immediate shipment ot low 
prices on uniform straight edge 
glass, both long edges polished 
and ends seamed. All standard 
sizes and lengths of counter, 
shelf and bin glass, 





Send for 


Price list and Sizes 
torried in ovr 


NEW CATALOG 


<< Send for it today! Hundreds of new 
improved items from ticket hold 


Finest carbon steel blades 
are instantly replaceable. 
Push in new blade—old one 
slides out easily. Stock 
genuine Red Devil Blades 
for replacement. 

7e"e 


and Ducks Unlimited builds customer 
preference for Victor Veri-Lites. Made of 
sturdy, water-proofed molded pulp to 
exactly match real ducks; pre-balanced; 
equipped with anchor line swivel; finished 
in realistic glare-free colors. S 
The complete line of Victor Decoys includes ers to large island disploy units 
Veri-Lite, Wood, Voc-Stae and Balsa —al! available 
in nine different species — shipped promptly from 
either of our two plants. Order from your jobber now 


ANIMAL TRAP COMPANY OF AMERICA 
Lititz, Pa. * Pascagoula, Miss. 


MAA AAAAAA 


A Product of 


Red Devil Tooks 


IRVINGTON 11,N. J., U.S.A 


REEVE COMPANY 


Serving America’s Retailers since 1913 
2222S. Grand Ave. Los Angeles 7, Calif 














TROWELS 


MARSHALLTOWN TROWEL COMPANY «+ MARSHALLTOWN, IOWA 
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Minnow Breather Bucket 
Announced by Frabill . . 


A new minnow breather bucket has 
been announced by the Frabill Mfg 
Co., Milwaukee, Wis. Called the 
‘Minnow Breather,” the new bucket 
is made of sturdy, galvanized alloy, 
has a 10-quart capacity, and is perfo 
rated on sides and top. A unique 
hinged cover and snap-style top have 
been incorporated to effect easy re- 
moval of the replaceable breather 
insert 


The breather insert, designed t 
keep minnows alive for a prolonged 
period, may be replaced at a cost of 
one dollar wherever the Frabill Min 
now Breather is sold 


° 


Stanley Tools Introduces 
New Saw Set No. 42 .. 


Stanley Tools, New Britain, Conn., 
announces a newly designed and im- 
proved Saw Set No. 42, providing 
maximum setting power with a mini- 
mum of effort 


The No. 42 is quickly and com 
pletely adjustable for giving more or 
ess set to saw teeth. A single action 
tool-steel plunger exerts the right 
ressure for even, uniform setting 

The No. 42 has a tool-steel anvil, 
malleable iron body and lever, and 
comes equipped with a circular saw 
setting attachment. Capacity: back, 
panel, hand and small circular saws, 
18 gauge and thinner, having from 








4 to 16 points to the inch 


NOW ... More Self-Service Sales 


with 


Brand 


WIRE NAILS & BRADS 


Sree ied , 


in these new, eye-catching packages 


Set up a counter display of Cortland Brand Wire Nails and Brads. 
Then watch how your customers reach for them in these colorful, 
new, eye-catching packages. 


Cortland Nails and Brads now come in green packages for nails, 
yellow for brads, with both clearly marked for weight, size and 
gauge. You'll be amazed at how little space a complete stock 
of sizes requires, including Ys Ib., « Ib. and | Ib. boxes. 


These nails and brads are tough, rust-resistant and accurately 
drawn in Wickwire Brothers own mills. They feature true-formed 
heads, clean-cut barbs, sharp points and uniform finish. 


Make more self-service sales by displaying Cortland Brand Wire 
Nails and Brads — order them from your jobber now 


WB 


BRAND 
POULTRY NETTING * HARDWARE CLOTH * WIRE SCREENING 


WICKWIRE BROTHERS, INC., Cortland N. Y. 
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with the famous 


i. oe ee ee oe 


STRATAFLO 
FOOT AND CHECK VALVES 


end leakage troubles . . . save their 
cost many times over in service calls. 
Ideal for jet type pumps. Ask for 
bulletin 203. 


order from your jobber 


27727, Zam PRODUCTS, INC. 
FORT WAYNE 1, INDIANA 





THE MOST POPULAR OF ALL BRANDS 


Year in and year out, Phoenix leads the field in sales. 
That’s because year in-year out, Phoenix leads the field 
in service. 

There's a size, weight and style for every horse and mule 
working under any conditon. It’s easy to see that Phoenix 
means business. So cut yourself in on the profits! Stock 
and recommend Phoenix Horse and Mule Shoes NOW! | 


World's Largest Manufacturer 
of Horse and Mule Shoes and Calks. 


PHOENIX MANUFACTURING COMPANY 


Joliet, ilinois A Cotasouqua, Pa / 





Everywhere in the world 
the long arm of the Law 
reaches for. A 


Oldest signed. to foil ick. 

and ing. Proven "Nest 
Largest by scientific test. 
Mfr. of Handcuffs Sendfor folder. 


PEERLESS HANDCUFF CO., Dept. H Springfield, Mass 














AEE ite 


The ONLY Magnesium 

Kcharh Level on the 

Market! . a 
LEVELS 


LIGHTER 
~ than ALUMINUM 


© Profitable, Fast © Replaceable Vic! 
Selling, Netionelly Units 


Advertised 

© Available in 10 © Seovutifully Design 
Sizes from 12 te 72 ed, Accurcte, Depend- 
Inches able 


. H. SCHARF MFG. CO., OMAHA, NEBR. 








The only water system with LIFE-LOK— 
most effective selling feature in water 
system business. 


BURKS EDUCER converts Shal- 
low Well System into Deep Well 
System. Same pumping unit for 
both. These powerful money 
makers deserve investigating. 
Write— 


ae 
DECATUR PUMP CO., 35 Elk St., Decatur 70, Ill. 





FOR GUARANTEED PROFITS 


ALL-Elcu (RIC MODEL PH-5S 








SELL THE GUARANTEED 


Now SHOX-STOK, tong a leacing elec- 
tric fence controller, matches its high 
Quality with powerful silent salesmen for 
you—colorful store displays that make 
SHOX-STOK easier to sell than ever 
Write for new 195! newspaper mats 

Battery and Electric Models 

Three models, including one for dry 
or wet batteries. Retail prices $12.95 
and up. Liberal discount. Handled by 
leading jobbers everywhere 


Guaranteed Products, Inc. 





yr. Guarantee 





114 
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FARM EQUIPMENT 


Section of SOUTHERN HARDWARE 


FAST SELLING 


806 Peachtree St., N.E. 
Atlanta 5, Ga. 


BUILT PRODUCTS = 
FIRST IN THE FIELD FOR 111 YEARS! 


In “EMPIRE” built tillage tools, balance or 
“hang” is a perfected quality, resulting from 
“EMPIRE’s” century old experience making 
sweeps, shovels, teeth, etc. 


The scientific Isothermal heat treating process 
cushions shocks by imparting extra springi- 
ness and gives amazing freedom from break- 
age. The extra hard, fine grain steel structure 
takes a glass smooth finish for free scouring, 
lighter draft and longer wear. Farmers who 
know good tillage tools have preferred 
“EMPIRE” built products for five generations. 


THE EMPIRE PLOW » wena 
if r 1840) “Iu Our Second Century Of Progress” 


CLEVELAND 27, 


OHIO 











/ve been Selling Warps WINDOW n 


MATERIALS 7 over 25 years now. Theyve 
always Given Complete Satisfaction! 





*)] cy VOEr 4 
AS Aeauauity : Pin . ; 
WINDOW" MATEt a 
|) : . —'< 
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nu - Keep Cop Our 


indow Materials keep out Wind, 
are Shatter-proof, Made Better, Last 
onger—Easy to Install—Cut with Shears and Tack On 


CHEAPER THAN GLASS 
for Storm Doors, Storm Windows 
and Porch Enclosures. 


BETTER THAN GLASS for 


Poultry, Hog-Houses and 
Barn Windows - Hot Beds. 


Lets In Sunshine Vitamin’ D” 
SELL BETTER 


Folks Who See Warp Bros.’ Ads and Hear T 





heir 
Seeing 
J on the Edge 
ect 





7 a ee ain te 
Oe a TD el 


eens 





Right. Lloyd Jones, manager of 
the company, reminds a farmer 
of a “special” on repair work 
soon to be offered. Company 
uses direct mail, telephone and 
personal contact as well as 
newspaper space to promote 
these special offers 


Boost Service Volume 





HOP “SPECIALS” offered through- moting these specials throu pays only for new parts used 
out the year have added sub direct mail, telephone and personal The response to this particula 
stantially to the volume of repair contact and newspaper adver “special” is close to 100 with 
business handled by Mercer Jones ments nearly all of the company’s cu 
& Son, farm equipment dealers ir For one day, every spring, the tomers within a 15-mile rad 
Dickerson, Maryland company conducts a “milker spe- taking advantage of the opportun 
Response to these special offers. cial” in which all service is of- ty to have their milking machines 
of service has been so great that fered free. Mechanics adjust the inspected and repaired 
the promotional idea has come to _ pulsator, solder handles, straighter Such heavy response is no mere 
be standard practice for the firm dents, replace rubber hoses, repair coincidence. Much planning go« 
Consequently, Lloyd Jones,man- a bad pump and make other re into the promotion of these event 
is constantly at work pro-_ pairs free of charge. The customer Generally, post cards are sent ou 
to farmers using this companys 
equipment. The day before the 
pecial goes into effect Jones 


; 


ager, 


calls all prospects by telephone t 
remind them of the free service. A 
newspaper ad is run in the county 
paper, and for a week prior to the 
one-day “special” Jones adds a re 
minder whenever he meets cus- 
tomers in the field or in the shor 
“This is a service that everyone 
tc 


ippreciates and does not want 


tinued on page 142) 


Left, mechanics at work clean- 
ing and painting a tractor. 
A special, offering a 20% re- 
duction in price, induced the 
owner to bring in his equip- 
ment. Tractor will receive a 
thorough inspection for needed 
repairs 
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George Butler, left, and his sec- 
retary look over the names of 
some prospects obtained at the 
farm gathering and jamboree he 
held at his store which attract- 
ed more than 500 farmers 


By Ress Holman 


Their Service Program 


y S THAT FOLLOW-UP service that 
counts in winning new business 
and according to George and Ewell 
Butler, who operate the Butler 
Brothers Farm Store in Lewisburg, 
Tenn., there also is no better means 
of keeping old customers “sold.’ 

These two brothers have operat- 
ed their business for more than 20 
years, and during that period have 
solidly established their lines of 
equipment in their trade territory 

Dependable service is the an- 
swer, says George Butler, who 
firmly maintains that the best pro- 
motion for new equipment is an 
awareness among customers that 
service will be available with no 
loss of time. In order to keep a 
customer satisfied Butler not only 
has a mechanic stay with a buyer 


— TTLER BI — s FARM o 
a LL AG 


Insures 
FUTURE SALES 


until he thoroughly understands 
the operation of his machine, but 
has this period of instruction fol- 
lowed up three days later to assure 
that the equipment is operating to 
best advantage. After this, periodic 
checks are made to iron out any 
complaints that may have arisen 

It is the policy of these dealers 
to have available at all times an 
employee who can answer Calls for 


Fag~ &OU PMENT 





service immediately. To these deal- 
ers such service is just as impor- 
tant in developing and maintain- 
ing business as the efforts of out- 
side salesmen 

Like most aggressive dealers 
these owners devote much of their 
time to developing leads for sales 
which, in turn, are followed up by 
store salesmen. Many of these leads 
develop when farmers notice the 
company service truck traveling to 
some farm where service has been 
requested. 

George Butler underscores the 
importance of keeping old custom- 
ers satisfied 

“When a farmer invests $1,000 
to $3,000 in new equipment he is 
entitled to the type of service 
which will guarantee his getting 
maximum efficiency from the 
equipment.” 

Consequently, the company sees 
to it that at least one company em- 


(Continued on page 146) 


Left, Butler instructs an em- 
ployee prior to sending him out 
to pick up a machine for re- 
pairs. One employee always is 
available for this service 
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A report to you about men and machines 
that help maintain International Harvester leadership 


International Harvester product quality has 
2,774 guardians 


Nearly 3,000 IH inspectors safeguard the quality of IH prod- 
ucts. Long experience, averaging 8 to 10 years in most plants, 
helps them to find tiny imperfections that escape unskilled eyes 
and ears. These quality guardians check IH products at every 
stage of manufacture. The McCormick Farmall M tractor, for 
example, must pass more than 6,000 different inspections during 
its manufacture to earn the IH trade mark 


*see8 «84 





They mark the route to perfection on statistical quality con- 
trol charts. The location of each dot represents dimensions of an 
IH part that is being mass-produced. As long as the dots fall 
between the nafrow quality control limits set by IH engineers, all 
is well. But if any dots creep above or below the established lim- 
its, production is stopped until the trouble is found and remedied. 


They use “black magic” to examine the unseen. A Farmall 
tractor crankshaft, coated with a fluorescent material, is pictured 
under the black light detective and magnetic flux reporter of the 
Magnaflux machine. Here, any tiny imperfections that hide from 
the naked eye are clearly revealed. Modern equipment like this 
helps skilled International Harvester inspectors to find and cor- 
rect production troubles in a hurry 


IH inspectors won't stop checking at the end of factory assem- 
bly lines. They give a// engines dynamometer tests to make sure 
they deliver rated horsepower. Completed tractors are put through 
their paces. IH manufacturing inspection engineers, who report 
on the performance of IH products after they leave the factory, 
also provide a constant check on IH product quality. 


INTERNATIONAL HARVESTER 


International Horvester products pay for themselves in use — McCormick Farm Equipment and Farmall Tractors 


Trucks Crawler Tractors and Power Units 


Refrigerators and Freezers 


Motor 
General Office, Chicago 1}, Illinois 
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Now Is the Time to 
GET IN THE SCRAP! 


i EXPAND DEFENSE production, 
to assure an adequate flow of 
armaments and to maintain a rea- 
sonable level of consumer durables 
production including farm equip- 
ment, the nation’s steel] mills need 
all the scrap they can get. 

In this program farm equipment 
dealers can play an important and 
necessary role. They should get in 
the scrap! For as Manly Fleisch- 
mann, Administrator of the Nation- 
al Production Authority has point- 
ed out, the nation’s current produc- 
tion efforts is faced by no more 
serious problem than the iron and 
steel scrap recovery program. 

Farms and ranches provide a 
rich source of badly needed scrap 
Worn-out tractors, plows, rakes, 
and harrows—even such small 
pieces as plow points, and washers 
—are to be found on almost every 
farm, All this is needed to make 
military equipment as well as new 
farm machinery. In addition, deal- 
ers used equipment lotes, repair 
shops and surroundings also are 
rich sources. 

The farm equipment dealer can 
make a real contribution to the 
defense effort by rounding up all 
the scrap metal in his territory and 
seeing that it goes through the 
right channels to be reclaimed for 
use in guns and tanks—and farm 
machinery. 

It is an important task and here’s 
why. Over 80 percent of the scrap 
consumed by the steel industry 


goes into open hearth furnaces. In 
1950, open hearth furnaces ac- 
counted for about 90 percent of the 
industry's 96,700,000 ton output of 
ingots and castings. Open hearth 
steelmaking calls for a charge con- 
sisting roughly of 50 percent scrap 
and 50 percent pig iron. Melters 
have found that greatest produc- 
tion efficiency results from this 
combination. 

It would be possible to make 
steel in open hearths by using 100 
percent pig iron, but output per 
hour would be very low. Steel 
scrap has already been refined at 
least once. Its use in the furnace 
cuts down the time needed to make 
new steel because scrap does not 
have to be refined to the extent 
that pig iron does. Use of scrap 
therefore permits maximum output 
from available steelmaking facili- 
ties, and it makes production more 
economical when scrap prices are 
not too high 

When steel requirements are 
heavy and when steel] facilities are 
operating at capacity, a scrap 
shortage obviously is most serious 
If it continued, maximum output 
could not be maintained. Strategi- 
cally important raw material re- 
serves could not be conserved. Al- 
ready heavily-taxed blast furnace 
facilities would be further bur- 
dened. Steelmaking costs would 
rise, and output would decline. 

Already a critical point has been 
reached, as record-breaking steel 





Here’s What 


equipment. 
all old equipment. 


for disposable scrap. 


possible. 


Geo after dormant scrap. Inspect facilities for 
all obsolete and unusable machinery and 


Encourage farmers and ranchers to round up 
Appoint an employee to make a constant check 


Dispose of all dormant scrap as quickly as 


You Can Do 











Above is a reproduction of the 
four-color Scrap Harvest poster 
which members of the farm 
equipment industry are spon- 
soring. Manufacturers are dis- 
tributing these to dealers so the 
latter can tie in with the Na- 
tional Farm Scrap Campaign 
which is scheduled for October 
15 to November 15 


production and continued large- 
scale expansion of productive ca- 
pacity have forced the scrap inven- 
tories of American steel mills and 
foundries to a dangerously low lev- 
el. Consequently the efforts of farm 
equipment dealers are needed in a 
program to recover heavy dormant 
iron and steel scrap 

It is essential that scrap be 
rounded up to maintain and in- 
crease the nation’s unprecedented 
level of mill and foundry produc- 
tion, to conserve diminishing sup- 
plies of high-grade raw materials, 
and to quickly increase the current 
dangerously low inventories to the 
normal 60-day supply to help car- 
ry the mills and foundries through 
the coming winter months when 
seasonal collections normally fall 
off 

(Continued on page 142) 
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the DIG BARGAIN 


in Farm Power and Utility 


Doronsbution Fhoves ig 


* . 





IMPROVED 
CASE 
MODEL “VAC” 


There’s no tractor which you can demonstrate doing so many prac- 


tical farm jobs . . . and doing them so well . . . as the improved Case 
Model “VAC.” Besides all kinds of belt, drawbar and power-take-off 
work you can show how it pulls posts, digs postholes, stretches fence. 
You can latch onto hammer mill and go grinding . . . carry feed to cows 
and bring back milk . . . do all with no heavy lifting. You can demon- 
strate loading manure, moving earth, cutting up logs. You can clear 
away snow, grade a road, dig a pond. You can demonstrate new pivot- 
point turning, new crop clearance, new tractive ability with the 


improved Model “VAC.” J. I. Case Co., Racine, Wis. 
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Here, Walker checks parts cat- 
alog with parts man. Parts bins 
are kept well-stocked with 
parts for both old and new 
equipment. Owners of old 
equipment are assured that the 
company will service these old 
units as long as the owners 
care to operate them 


By S. W. Ellis 


A PLANNED SYSTEM of preventive 

maintenance is building sales 
in both the service and parts de- 
partments for the Rose Implement 
Co., Walnut Ridge, Arkansas 
Owners of the company admit 
that there is nothing new in check- 
ing customers’ equipment period- 
ically for mechanical defects. In 
fact, they point out that the prac- 
tice is so common that many deal- 
ers overlook its importance as a 
primary source of profits for the 
shop and parts department. 

Consequently, these dealers 
leave nothing to chance and per- 
mit no haphazard inspection of 
their customers’ equipment. In 
this firm every employee is 
trained to do this work, and they 
all actively engage in this im- 
portant work. 

C. W. Rose, owner of the com- 
pany, insists that much volume 
for the dealer goes to waste in the 
farmer's fields and implement 
sheds unless the dealer keeps 
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Preventive 
Maintenanee 


Program 


pounding away on the importance 
of preventive maintenance 

“We've always checked 
tomers’ equipment during the off 
season when machinery is not in 
use,” Rose said. “Now we've 
launched the most intensive cam 
paign in our five years of opera- 
tion. The results are showing up 
in the sales of new equipment 
too.” 

Generally, four men are in the 
field at all times checking the 
equipment listed in the customer’s 
file. Rose and his son, L. E., do 
some of this, aided by the parts; 
manager who also does his share 
And when the firm’s four mechan- 
ics have spare time they also head 
for surrounding farms to check 
equipment. In fact, an effort is 
made to reserve some of the time 
each day, of one or more of the 
mechanics so that the inspection 
of equipment will go on constant- 
ly 


“We 


cus- 


just can’t let up on this 


activity,” Rose said. “In spite of all 
our efforts to educate our custom- 
ers in the importance of having 
equipment checked and repaired 
when not in use, we have to keep 
behind them constantly. The cus- 
tomer forgets. When he is not 
using his equipment, he runs it 
under cover and tries to forge 
about it until it is needed again. 

“That puts it up to us to check 
while the equipment is idle, That 
sort of checking turns up a lot of 
business we would not get at a 
time when we want to keep the 
shop working on a full schedule 
But we go a step further than this 
—we continue to check equip- 
ment throughout the busy season 
Often we are able to forestall a 
breakdown that would stop work.” 

To influence customers not to 
wait until harvest time to have 
their harvesters and combines put 
into smooth working condition, 
farm visits are supplemented with 

(Continued on page 144) 
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It's hard to hide—that good and 
down-deep-inside feeling a fellow gets 
when he’s done a job and he’s done it 
well and he knows it. It just won't be 
concealed—no matter how modest a 
fellow is. 


You see, there’s a something called 
“sense of accomplishment” that seems 
to run all through a man when he’s 
done a good job. It’s like an electric 
current, and it lights up his eyes like 
broad daylight so that you can’t mis- 
take it. It's a dead giveaway to down- 
right honest pride 

It's that same sense of accomplish- 
ment, incidentally, that every John 
Deere man experiences as each new 
unit of equipment, to which he has con- 


JOHN DEERE * 
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tributed even the smallest part, leaves 
the assembly line. 


That particular piece of equipment 
may be a tractor, a combine, or any 
other John Deere product, and that 
particular man may be an engineer, a 
machinist, or any other John Deere man 
But you can bet on this—when that 
piece of equipment leaves the assembly 
line, it stands, trim and efficient—a 
quality product—ready for the field 
and ready to serve the cause of better 
farming. And you can bet on this, too— 
in the eye of the John Deere man you 
will see that same tell-tale gleam of 
pride, and you will almost hear him 
say 

“Yes sir, that's my Baby!” 


es 





Machinery Need Rises 15%: 
Repair Requirements Up 20% 


A= FOR more farm machinery 
was disclosed recently by sur- 
veys made in all parts of the Unit- 
ed States. The results of the sur- 
veys were made public recently by 
Secretary of Agriculture Charles 
F. Brannan, who said it is being 
used as the basis for determining 
1952 farm machinery requirements 
for presentation to the defense pro- 
duction agencies. 

According to the surveys, farm- 
ers need 15 percent more new farm 
machinery than they received in 
1949 and require 20 percent more 
repair and replacement parts than 
were available in the same period 

“It is obvious that our present 
rate of farm production must be 
maintained, and, in some instances 
increased, if we are to maintain 
our strong defensive position in 
food and fiber,” Brannan said. 

“Essential requirements of agri- 
cultural machinery and_ repair 
parts must be provided to insure 
this production. 

“The intensive use of machinery 
and equipment in ‘all-out’ produc- 
tion creates an increased need fo! 
certain types of new machinery 
and heightens the demand for most 
repair parts.” 

Although the survey shows that 
an aggregate quantity of new farm 
machinery and equipment equal to 
115 percent of 1949 shipments is 
needed in 1952, the Secretary em- 
phasized that this does not apply 
uniformly to all items of equip- 
ment 

The trend toward use of heavier 
machinery accounts for a major 
proportion of the increase, whereas 
the need for horse-drawn equip- 
ment is only 60 to 75 percent of 
1949 shipments reflecting the in- 
creasing mechanization and con- 
tinuing decline in animal draft 
power 

Production adjustment among 
crops necessary to meet the shift- 
ing pattern of food and fiber re- 
quirements also are reflected in the 
results of the survey 

For example, a substantial in- 
crease over 1949 production of cot- 
ton pickers and strippers is needed 
due to majer increases in cotton 
acreage in areas where this ma- 
chinery is used 
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At the same time, requirements 
for potato planting and harvesting 
equipment are only about 70 per- 
cent of 1949 shipments because of 
smaller acreages now being plant- 
ed to this crop 

The accelerated movement of 
workers from farms to factories 
and to the armed forces is shown 
in increased requirements for such 
labor-saving machinery as beet 
harvesters, corn pickers, automatic 
pick-up balers, cotton harvesters, 
and forage harvesters 


. 


Massey-Harris Announces 
Dallas Branch Promotions 


ESSE J. Rasor has been appoint- 
Des assistant manager at the Dal- 
las branch of The Massey-Harris 
Company, according to L. M 
Sweeney, vice president, sales. He 
was formerly division manager and 


Jack A. Smith 


district manager for Dallas branch 
territory. Mr. Rasor has had wide 
range of experience in the imple- 
ment business. 

L. A. Webster, who previously 
held this position, is presently on 
loan to the Farm Machinery Divi- 
sion of the NPA at Washington, D 
C. Also announced was the promo- 
tion of Jack A. Smith to division 
manager at Dallas branch. Prior to 
his recent appointment, Mr. Smith 
was credit manager and district 
manager with the firm’s Dallas 
branch 


. 


Dearborn Names Sawyer 
Parts Sales Manager . . 


| meres W. Sawyer has been ap- 
pointed parts sales manager for 
Dearborn Motors Corp., Birming- 
ham, Mich., according to G, D. An- 
drews, vice president in charge of 


Donald W. Sawyer 


sales. He succeeds Leo F. King, who 
resigned to become president and 
general manager of King-Bond 
Inc., a Dearborn dealership in 
Richmond, Ind 

Mr. Sawyer has been 
parts sales manager since joining 
Dearborn Motors in 1948. He be- 
gan his business career with Chev- 
rolet Division of General Motors 
Corp. in 1930 and in 1940 joined 
the Detroit Diese] Engine Division 
of General Motors. During World 
War II he worked on the develop- 
ment of Diesel service and parts 
programs with the Army and Navy 
and later served in a liaison ca- 
pacity between the Diesel division 
and the Bureau of Ships and Naval 
Supply Depot. In 1945 he was ap- 
pointed parts merchandising man- 
ager and headed the development 
of post war parts merchandising 
program. 

Mr. Sawyer resides in Royal Oak, 
Mich 


assistant 


SOUTHERN FARM EQUIPMENT Section for OCTOBER, 195! 





EVERYBODY BENEFITS IF EVERYBODY GIVES 





Give to your local 
Red Feather Campaign 


CAMPBELL CHAIN Company 


Main Office— York, Pa. 
Factories— York, Pa. & West Burlington, lowe 


CAMPBELL 
CHAIN 
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Ferguson Dealers View New 
Tractor At Atlanta Meeting 


ORE THAN 50 farm equipment 

dealers for Harry Ferguson, 
Inc., Detroit farm equipment com- 
pany, met in Atlanta, Ga., recently 
for a special “Step Up with Fer- 
guson” meeting sponsored by the 
Georgia Tractor & Implement Co., 
Atlanta, area distributor, to get 
their first look at the new Fergu- 
son “30” tractor. The Ferguson 
“30” is the latest development in 
the farm equipment field, combin- 
ing the durability and power of a 
large tractor with the economy and 
adaptability of the lightweight 
type 

A major advance in the Fergu- 
son “30” is the greatly improved 
valve-in-head engine which gen- 
erates twenty percent greater 
horsepower than the previous 
model. Despite this large increase 
in engine power, however, there is 
no appreciable increase in the dead 
weight of the tractor and the “30’ 
retains the ease of operation and 
low fuel consumption for which 
the Ferguson has become famous 

E. O. Snow, vice president of the 
Georgia Tractor & Implement Co., 
described the new tractor as “a 
highly significant development in 
power farming.” He pointed out 
that the host of improvements in 
the new model “have so enlarged 
the scope of the so-called two-plow 
tractor, that it is now capable of 
performing most of the jobs for- 
merly assigned to a three-plow 
unit.” 

The Ferguson System, developed 
by Harry Ferguson, Irish-born in- 
ventor, is generally regarded as one 
of the most important develop- 
ments in modern § agriculture 
Through the transfer of weight 
from the implement to the rear 
axle of the tractor, it supplies the 
necessary traction to enable a light- 
er machine to do the work which 
previously required heavy, fuel 
consuming tractors. The Ferguson 
System also introduced hydrauli- 
cally operated implements, en- 
abling the farmer to control imple- 
ments from the seat of the tractor, 
an innovation that has materially 
reduced the time and labor in- 
volved in farming 

Mr. Snow laid particular stress 
on the torque characteristics of the 


126 





Ferguson “30” as all-important in 
judging its performance. Torque, 
or “lugging” ability as produced 
by the Ferguson “30” enables it to 
increase its power to offset in- 
creased soil resistance which slows 
down the speed of the engine. It is 
said that this “reserve power” fea- 
ture gives the Ferguson “30” a 
more favorable torque characteris- 
tic than any other tractor on the 
market 

He also said that numerous im- 
provements in the final drive, air 
fuel system and lubrication 
tem insure longer life and in- 
creased efficiency despite the 
greater engine power, because the 
tractor is still essentially a light 
weight machine The Ferguson 
“30” combines the greater power 
of the new engine with the well- 
known advantages of the Ferguson 
System 

The Ferguson line includes sixty- 
three Ferguson System implements 
as well as the tractor 


° 


sys- 


New Rear Mounted Leader 
For Ford Tractors ... . 


Ac low-cost rear-mounted 
loader, designed for use with 
the Ford tractor in handling load- 
ing jobs around the farm, has been 
added to the Dearborn line of farm 
equipment, according to G. D. An- 
drews, vice president in charge of 
sales for Dearborn Motors, Detroit 
3, Mich 


The assembled loader weighs 
only 339 pounds but can lift loads 
up to 460 pounds to a height of 
six feet. Booster cylinders operat- 
ing in conjunction with the Ford 
tractor hydraulic mechanism give 
the loader a breakaway lift of 
1,100 pounds to loosen compacted 
material 

Equipped with a manure fork 
which is easily dumped by trip 
rope from the tractor seat, the 
Dearborn loader is designed for ef- 
ficient loading of manure spread- 
ers. In addition, it can hustle baled 
hay, sacked grain, or other pack- 
aged feed from bin to bunkers in 
a hurry 

Operating ease and efficiency in 
close quarters is made possible by 
its close coupling and light weight 
It can be attached or removed in 
less than five minutes after the 
original installation on the Ford 
tractor, it was announced 


+ 


D. B. Smith Issues New 
Sprayer Catalog .... 


Utica, N. Y 


catalog of 


B. SMITH & Co., 
ehas issued a new 
Sprayers, designated as Catalog No 
63. Included in the 22-page booklet 
are powder dusters, wheel-barrow 
sprayers, spray pumps, continuous 
sprayers, knapsack sprayers, com- 
pressed air sprayers, cart sprayers 
and other spraying units manufac- 
tured by the company 
Attractively printed in 
the catalog is fully illustrated and 
offers full descriptions of the many 
units listed. Repair parts also are 
included, and many pictures of 
sprayers in actual use illustrate the 


color 


products. 

Copies of the catalog are avail- 
able upon request to the manufac- 
turer 
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It’s the easiest SUNY | 


GARDEN TRACTOR on the market 


est sell 
easles ing 
.. because it works 12 months 
a year! Customers go for Sim- 
plicity’s year ‘round utility. 
sell ‘em Simplicizy . . . and the 
implements they need to take a. 
the hard work out of more than  ~ 
28 yard and garden chores.” 4 


f i 


ae 








esC sell 
C4sl/es ing 
... because it has the features 
customers want! No other gar- 
den tractor can match Sim- 
plicity’s performance features. 
Patented “Quick-Hitch” for ex- 
ample one of the many sales 
advantages permits attach- 
ment of implements in_ less 
than a minute without ols.” 





esc sell 
C4sles ing 
... because it’s built to last! A 
single demonstration proves 
Simplicity’s reliable perform- 
ance in heavy going. Precision, 
all-steel construction and func 
tional engineering make every 
Simplicity a long-lived helper.” 


The Industry's Biggest Advertising Program Supports Simplicity Dealers 


There are a lot of good reasons why Simplicity 

Visit the Simplicity Booth ¢346 at the tractors are so easy to sell. One of the fore- 

National Hardware Show. Grand most is the powerful, consistent advertising 
program that presells Simplicity to prospects in 
your area, Big, hard-hitting ads in your cus- 
tomers’ favorite magazines arouse their interest 
in the dealer who offers them AMERICA’S 
No. 1 GARDEN TRACTOR! 


Simplicity's 4 SIMPLICITY MPG. CO., 1224 Spring St., Port Washington, Wis 
two trector mo- 

dels—3 h.p. M-1 

and 2h.p. L-1—are 

in the industry's MOST 
POPULAR horsepower . 

eceitication..-e renee america’s No. I carven Tractor 
which accounts for 85% 

ef at! garden tractor sales. 
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Representing Massey-Harris’ U. 5S. 


sales territories, branch managers 


board a specially-designed Pony Express for the head office and opening 
of the company’s seventh annual sales conference. Foreground, left to 
right: D. D. Jackson, Batavia, N. Y.: B. P. Saxton, Dallas, Texas: M. G. 
Cook, Des Moines, Iowa: L. R. McMillen, Memphis, Tenn.; H. H. Bloom, 
president: A. Checkla (boarding wagon), Kansas City, Kans.; W. M. 


Dreir, Minneapolis, Minn.; D. L. 
Portland, Ore. 


Massey-Harris Holds 
Annual Sales Meeting 


ASSEY-HARRIS seventh annual 

branch executive sales confer- 
ence was held at the company’s 
head office at Racine, Wis., during 
the week of August 20-24. The 
meeting was attended by branch 
executives, U. S. sales and head of- 
fice officials, engineers and execu- 
tives from the Massey-Harris 
Canadian organization 

“More Power to You in '52” was 
the theme of this year’s sales meet- 
ing, with emphasis on a more ag- 
gressive selling program through 
canvassing and demonstrating. L 
M. Sweeney, vice president of 
sales, formally opened the confer- 
ence, reviewed sales progress dur- 
ing the past year, and outlined 
plans for 1952. H. H. Bloom, presi- 
dent of the company, welcomed the 
visiting officials and spoke to the 
group on “A Challenging View of 
—. 

The program consisted of new 
machine previews, discussions on 
advertising, merchandising, cred- 
its, repair parts and servicing 
Branch managers reported on 
branch activities and sales pros- 
pects for 1952. There was also a 
skit presentation on dealer im- 
provement techniques and a series 
of panel discussions covering vari- 
ous subjects 

Branch executives and sales of- 
ficials spent several days in the 
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Jordan, Atlanta, Ga.; H. J. Seim, 


In wagon, left to right: J. A. Wickizer, Stockton, Calif.; 
R. W. Gallup, Omaha, Nebr.; 


C. A. Swenson, Racine, Wis. 


- field with engineers, observing 
new engineering developments and 
viewing field operations. A farm 
party and buffet dinner at Bloom 
Acres, H, H. Bloom's farm near 
Racine, was the social event of the 
conference. Here the new Massey- 
Harris movie, “Enough for All,” 
was premiered 


Pamp Manufacturers 
Publish New Booklet 


W ATER—Servant and Master 
ee . ” 2 
of Mankind” is the title of 
a new educational booklet pub- 
lished by the National Association 
of Domestic and Farm Pump Man- 
ufacturers, 35 East Wacker Drive, 
Chicago 1, Illinois 

The 24-page booklet, illustrated 
in four colors, relates the history 
of man’s quest for a better water 
supply, dating back to prehistoric 
times, and contains informative 
facts about farm water supplies, 
wells, electric water systems, and 
applications of running water on 
the farm. The subject matter is 
handled in simple language and 
spiced with historical data and 
easily understood diagrams of sys- 
tems involved 

According to Herbert C. Angs- 
ter, executive secretary and direc- 
tor of the association, the booklet 
is made available to “educate 
children concerning the facts sur- 
rounding the most fundamental 
element of civilization.” Because 
the facts can be associated with 
the pictures and the presentation, 
the illustrated approach has a 
high potential educational value 
he pointed out 

The booklet is available to deal- 
ers and wholesalers through mem- 
bers of the association for distri- 
bution to individuals and class 
rooms 


CPR-67 Sets Ceilings For 
Resellers Of Machinery 


yey OF machinery and re- 
related goods are permitted 
their traditional percentage mark- 
ups over costs under a new regu- 
lation issued recently by the OPS. 

The order is Ceiling Price Regu- 
lation 67, and it became effective 
August 27. 

A method for automatic adjust- 
ment of ceiling prices of resellers 
to reflect costs changes in com- 
modities they sell was considered 
by OPS to be a logical sequel to 
CPR 30 which will cause both up- 
ward and downward moves in 
manufacturers’ prices for machin- 
ery and related goods, OPS said. 

Under the recent order, for a 
commodity with a manufacturer’s 
published list price, the reseller 


deducts the discount, if any, or 
adds the percentage markup he 
applied during the last pre-Korean 
calendar quarter, April 1 to June 
24, 1950. The result is his new 
ceiling price. 

If he did not use a list price, a 
reseller determines his new ceiling 
by adding the percentage markup 
used in the same quarter to his 
current legal cost. 

When a reseller cannot use either 
method, he applies to his district 
OPS office for a ceiling price. 

OPS said the regulation aims to 
restore normal price relationships 
between resellers and manufactur- 
ers, between resellers themselves, 
and between commodities sold by 
a particular reseller 
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INCREASING DEMAND 
AND FAST TURNOVER 


ALWAYS PRODUCE PROFITS 
with KEYSTONE PRODUCTS 


Farmers everywhere are asking for 
longer-lasting Galvannealed Red Brand 
Fence. Dealers keep telling us that stocks 
move out as fast as they come in. 

That's real proof that Red Brand Fence 
is an exceptional profit item. With a small 


and fast turnover, you always make good 
money on the Red Brand Fence you sell. 
Red Brand Fence is your choice for con- 
tinued sales and profits. 

Red Top Steel Posts make a perfect 
match for Red Brand Fence—for long 


inventory investment, increasing demand _life and long profits as well. 


Keystone Poultry Netting 
The uniform quality, ease of han- 
dling and durability features of 
Keystone Poultry Netting are im- 
portant advantages ta poultry 
raisers and dealers. 


Ornamental Fence 
Keystone offers a popular variety 
of attractive, durable ornamental 
fence, flower bed guards and wire 
trellis for home owners. . 


~ — 8 - 
»ED BRAN 
ae TEN a 
Non-Climbable Fence ~ = a : j 
This low-cost fence meets the de- 
“mand for home and industrial pro- 
tettion. Has a close-mesh, made 


of rust-resisting galvannealed 
steel wire. 


KEYSTONE STEEL & WIRE COMPANY  Peoric 7, tinois 


Makers of Red Brand Fence © Red Top Steel Posts © Non-Climbable Fence © Corn Cribbing + Bale Ties * Nails © Gates © Keystone Poultry Netting 
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Cetten Mechanization 
Conference, Nev. 8-9 . 


HE VITAL role of mechanized 

farming in enabling the cotton 
industry to make the maximum 
contribution to the defense pro- 
gram will be the theme of the fifth 
annual Beltwide Cotton Mechani- 
zation Conference at Chickasha, 
Okla., Nov. 8-9, Harold A. Young, 
president of the National Cotton 
Council, announced recently 

The two-day conference, recog- 
nized as one of the nation’s major 
agricultural events, will bring to- 


gether more than 500 leaders of the 
farm equipment industry, U. S. 
Department of Agriculture, the 
land grant colleges of 18 cotton 
states, and the major farm organi- 
zations. They will discuss problems 
which still must be solved before 
maximum mechanization of cotton 
farming can be reached. 

“One of the greatest problems 
facing the cotton grower today is 
the increasing shortage of farm la- 
bor,” Mr. Young said. “The indus- 
try recognizes its obligation to pro- 
duce fiber and seed to meet the re- 
quirements of the nation and its 

















The Naw Eesa-)OkRN 
Wagon and Wagon Box 

- « @ real combinotion. Steel 
box is grain tight, has 100 bushel 
capacity. Con be purchased os 
seporcte units 
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Formers ore finding new uses every doy for this 
versatile tool that gives complete shredding action 
in one time over. 

New Idea Dealers con moke on extra profit by 


offering this Shredder for corn stolks, straw (oats 


cotton stalks, 


potato vines, brush and “briar—and a large variety 
of garden crop residve. Get details now—cash in on 
this extra profit 


5 > 
The New [pea-)2O IRN Hydraulic Loader 
is an all-yeor-round tool. Fits practically any make 
10 attachments, 


AB 
ew [DEA 
COMPANY 
LUO. .crymna CORPORATION 
OHIO, U.S.4- 





allies; it also recognizes that mech- 
anization offers the greatest op- 
portunity for coping with the labor 
shortage.” 

Key leaders of the farm equip- 
ment industry and of agriculture 
will examine closely the effects of 
mobilization on 1952 farm machin- 
ery output, economic problems in 
mechanizing southern farms, engi- 
neering problems in mechanization, 
and the problem of integrating 
mechanization education and re- 
search 

The meeting is sponsored by the 
Cotton Council in cooperation with 
the Farm Equipment Institute and 
Oklahoma A & M College 


+ 


James Mfg. Offers New 
Pressure Hog Waterer . 


AMES Mpc. Co., Fort Atkinson, 
Wis., announces production of a 
new pressure hog waterer for the 
Fall sales market 
The heavy cast iron, sheet steel 
waterer, which hooks up with any 
normal water system, is 
thermostatically controlled to pre- 
vent freezing in the coldest weath- 
er, it is claimed. The heating ele- 
ment consumes no electrical cur- 
rent when air temperature is above 
the thermostat setting 


pressure 








i 


The waterer, which maintains 
constant water level automatically, 
will accommodate two hogs at a 
time at its cast iron trough. The 
unit will supplement the regular 
line of Jamesway gravity hog 
waterers 
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* Horse Drawn Manure Spreader * 


after 
another... 


Tractor Drawn 
Manure Spreoder 


= , Ce 


Semi mounted . low Wheel Side New ideo ” New ideo Morn 
Mydraviic ani Idea Horn Shredder Al Stee! Wogan Bos 





, ae makes the NEw ~ a 
: more valuable each year 


During the present contract year, New Idea has given its 
dealers a new side delivery rake—a new semi-mounted mower 
—a hydraulic loader—a stalk, vine and weed shredder—and 
an all-steel wagon box. These and other New Ideas still to 
come make the New Idea franchise more and more valuable 


Liberal policies, outstanding products and effective sales 


You may qualify - it theres 


no New Idea Dealer in your terri- promotion methods, coupled with an ever expanding line, give 


tory, now is the time to ask that a the New Idea dealer a most unique franchise—a franchise 


New idea representative coll. that offers more sales and larger profits from his sales effort 


\ 

PALM bbe: 
iio | oeeeeemeiaenemineeal 
FARM EQUIPMENT COMPANY 


4} ag, 
SUBSIDIARY . 1 MANUFACTURING CORPORATION 
COLDWATER, OHIO, U.S.A. 


For 51 years, leaders in the manufacture of specialized farm equipment if it's o New [pea it's a good 





Brees b Srearrorw 


factory 
SUPERVISED 
Senvice 


Preferred power for portable conveyors, too — the world’s most widely used 
single-cylinder 4-cycle, air-cooled gasoline engines on machines and tools 
for industry, construction, railroads, and on appliances and equipment 
for farm and home 


}@... is a Briggs & Stratton engine service 


organization, factory trained and supervised, near you — 
with a stock of genuine Briggs & Stratton 
parts for all models. The Briggs & Stratton service organi- 
zation network is the largest of its kind in the world. 
Briggs & Stratton Corporation, Milwaukee 1, Wis., U.S. A. 


In the automotive field Briggs & Stratton is the recognized leader 
and world’s largest producer of locks, keys and related equipment. 





New FEI Booklet Urges 
Seil Conservation .. . 


Hew FARM equipment dealers 
can bring greater prosperity 
to their communities unfolds in the 
recently published booklet “The 
Farm Equipment Dealer and His 
Soil Conservation District.” 

Prepared under the direction of 
the Farm Equipment Institute’s 
Soil and Water Conservation Com- 
mittee, the two-color booklet de- 
scribes why farm equipment deal- 
ers are (or should become) ag- 
gressive soil and water conserva- 
tion workers 

“Our business of making and 
selling farm equipment,” the book- 
let relates, “is based primarily on 
the farmer operating a profitable 
business. If the productivity of the 
soil is eroded away by wind and 
water, or reduced by bad cropping 
practices, the farmer makes less 
profit. When the farmer follows 
modern conservation methods in 
his operations, he'll have greater 
profit and more permanent income 
He will be in a better position to 
buy the farm equipment he needs.” 

The booklet outlines in consid- 
erable detail what the farm equip- 
ment dealer can do to join in and 
support the work of his local soil 
conservation district. Farm equip- 
ment manufacturers are obtaining 
copies of the conservation booklet 
to make them available to their 
individual dealers The Farm 
Equipment Institute is making 
copies available to local soil con- 
servation district governing body 
members, Technicians and field 
workers of such government agri- 
cultural agencies as the Soil Con- 
servation Service and State Exten- 
sion Services will also receive 
copies. It is planned that the book- 
let will serve as a stepping stone 
for closer cooperative work be- 
tween local conservation district 
officials and equipment dealers 

The FEI Committee on Soil and 
Water Conservation points out that 
the soil conservation district offi- 
cials need the help of farm equip- 
ment dealers, as specialists in thei: 
field, to get the conservation jot 
done; likewise that dealers have 
much to gain by helping their local 
soil conservation districts; and that 
by working together the entire 
community benefits 

The National Association of Soil 
Conservation Districts is cooperat- 
ing in this program which has both 
long term and near term implica- 
tions and is furnishing copies of the 
booklet to farmer-officials in each 
of the soil conservation districts 
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2-Plow 22, 


o Front Wheel f ze oo oom 


2-Plow 22, 
Standard Tread 
© Plow 22, 


Row Crop : . Q Ff 
~~ 2-Plow 22, 


3-4-Plow 44, Se | 3. i Fuel 
Tractor Fuel 
\-Plow Pony [52 3-4-Plow 44, 3-4-Plow 44, 
: Standard Treod Orchard pea 1 


2-3-Piow 30, 
le Crop 
3-4-Plow 44, 


Single Front Wheel 3-4-Plow 44, 
assey- arris —— 
iT tl , 
3-4-Plow 44, f 
High Arch : 2-3-Plow 30, 
Single 
ae 1 : Front Wheel 


6 POWER SIZES * 28 MODELS 


3-4-Plow 44 
4-5-Plow 55, - — . > 

Hillside Gasoline, Distillate, Diesel, L. P. Diesel 

3-4-Plow 44, i I > o Mt. = 
Row Crep : 


:= 
#5, 


G = 2-3-Plow 30, 
: Standard Tread 


we, 4-5-Piow 55, 
4-5-Plow 55, . : Stendard Treo 
Rice Special : 


3-Plow 44-6, 
High Arch 
4-5-Plow 55, 4-5-Piow 55, 
Tractor Fuel 


2-3-Piow 30, 
High Arch 


3-Plow 44-6, 
Stondord Tread 
2-3-Plow 30, 
3-Plow 44-6, Tractor Fuel 
Single Front Wheel Row Crop 


Out infront... in Power, Economy 


emer Te LE 


OU'LL find it easier to demonstrate and sell America’s fastest-growing full line farm machinery 
Massey-Harris Tractors. That's because they de company. 

‘ > > > , > ¥ . > . ~ 

liver more power at the drawbar, belt and power The MASSEY-HARRIS COMPANY 

take-off . . . power that gives you a better demon- Quolity Ave. * Racine, Wisconsin 

stration on tough jobs, You can show how Massey- Branches in Atlonta, Go; Batavie, N.Y; Columbus, Ohio; Dolles, Texas 
- ; 7 Des Moines, lowa; Konsas City, Kan Memphis, Tenn; Minneapolis 

Harris Tractors save money for the user — by cutting Minn.; Omaha, Nebr.; Portland, Ore.; Rocine, Wis; Stockton, Collf 

P , 4 Sub-branches: Enid, Okle.; Farge, N.0.; Grand Forks, N.D.; Morrisburg 
fuel costs; by getting more work done per day; by Po.; Les Angeles, Calil.; St. Levis, Me.; Wichite, Ken 


running longer without costly overhauls. e 


You can show how quick and easy mounted tools 
can be attached to a Massey-Harris. You can point out 
the two-way, two-speed Depth-O-Matic hydraulic sys- 
tem, the shock-resistant steering, positive-acting 
brakes, smooth-riding seat and dozens more 
features. 


From every angle, you have more to sell in 
Massey-Harris Tractors and tools. No wonder it’s 
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THE BILLINGS & SPENCER CO. fon 
Sin 


Specialists 


134 


phe ue NAME 


(qv? Wrenches top all competition 
as the brand name most frequently requested . . . 
by your customers .. . in the fixed opening 
wrench field! 
BILLINGS great public preference is proved in a 
national Continuing Survey conducted by POPULAR 
MECHANICS magazine, among hardware retailers 
from coast to coast. 


pre. “= 


i 1869 


in Drop Forgings 





Duro Introduces New 
Downfiow Water Softener 


seen especially for home 
ownership and simple, easy 
regeneration, the new Duro Mon- 
O-Lectric downflow water softene! 
is said to assure an abundance of 
soft water with the push of a lever 
The water softeners are fur- 
nished with a rugged high capacity 
resinous mineral for softening hard 
water, and removal of iron up to 
10 parts per million in solution 











Tanks are of heavy steel, gal- 
vanized on both inside and outside 
The new softener is finished in 
white baked enamel with black 
trim 

The new unit is available in 
eight sizes. Descriptive literature 
is free upon request to the manu- 
facturer, Duro Co., Dayton 1, Ohio 


e 


M-M Operations Show 
Increase in Sales . . 


- eey er: of Minneapolis-Mo- 
line Co., Minneapolis 1, Minn., 
for the nine months ended July 31 
1951, subject to audit and year-end 
adjustments, resulted in a net in- 
come of $4,759,937 after provision 
for income taxes of $4,712,134. Net 
income for the nine months ended 
July 31, 1950, was $3,448,580. Net 
sales for the nine months ended 
July 31, 1951, amounted to $64,- 
053,724 compared with $49,158,535 
for the same period last year 

Third quarter sales this year 
amounted to $27,22 and net 
income was $2,483 781 compared 
to sales of $23,521,794 and net in- 
come of $2,506,170 in the third 
quarter last year 
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Questions about Insurance? 


Ask Kbeabdi 
QUESTION (?\ BOX 


Q. How should I determine the 
amount of insurance I should carry 
on my property today? 


A. Inasmuch as the policy covers 
only “to the extent of the actual 
cash value” at the time of loss or 
damage, the replacement cost less 
depreciation should govern the 
amount of insurance to be carried. 


How To Check Your 
Fire Insurance Rate 


Advisory fire insurance rates are determined in each state by rating bureaus 
which must be approved by the department of insurance. Individual com 

nies either file these rates with the department of insurance, or deviations 
rom these rates or their own rating schedules, which must be approved by 


the de 
given c 
amount of loss. 


ment of insurance. Obvioulsy the fire insurance rate for any 
of risk, must be based on the probability of fire, and the probable 


First, the construction and materials used in the building are con- 


GASOLINE SCORES AGAIN 


Here is a picture of an $80,000 
loss. An employee of a Federated 
Mutual insured was draining gaso- 
line from the tank of a wrecked auto- 
mobile. It was being drained into an 
open pan when the fire flashed. For- 
tunately, the mechanic crawled un- 
derneath the automobile and escaped 














Friend In Need 


In an emergency YOUR surest 
“friend in ” is your Friendly 
Federated Man. He is highly trained 
to provide you with the protection 
you need —at a saving. For his name 
see your classified telephone direc- 
tory or write Federated Mutual, 
Owatonna, Minnesota. 


without injury. For a time the fire 
was held in check with first aid 
equipment. When that wasexhausted 
and before the fire department ar- 
rived, the flames flashed back, the 
gas tank exploded, spreading the fire 
throughout the building. When the 
fire department arrived, the progress 
of the fire had spread to such an 
extent it could not be controlled, 
and the loss was total. 

It is presumed that the ignition 
of the gas fumes resulted from the 
hot water heaters going on at the 
time the gas was being drawn. Moral: 
drain gasoline at a safe distance from 
open flame and by hose into a closed 
container. 


“At the Ladies’ Aid Society meet- 
ing many interesting articles were 
auctioned off. Every member had 
brought something she no longer 
needed. Many members brought 
their husbands.” 


Bits Milind 


sidered. Next, the size of area sub- 
ject to loss by one fire. Fire walls and 
fire doors divide large areas «into 
smaller areas of risk —reducing rates. 
Unprotected floor openings permit 
spread of fire from floor to floor 
Approved closing of openings re 
duces rates. The interior finish may 
be unusually combustible with paper 
board partition, paper or cloth drapes 
and decorations. Replacement with 
fire resistant materials in some types 
of occupancy will reduce rates. 


The proximity of adjacent build 
ings may create a fire hazard. Fire 
walls, wired glass windows in metal 
sash for exposed openings, adequate 
clear space may reduce the hazard, 
and the rate. The character of the 
occupancy is important. Is there one 
tenant, or more? What is the nature 
of their operation? Are they painting 
or using volatile liquids in any way? 


Next, what kind of fire protection 
is there—both public and private? 
Approved private protection usually 
can earn rate credit. For automatic 
sprinklers the savings are so great 
the cost is usually recovered in com- 
paratively few years. 


Penalties in rates are often im 
posed for dangerous conditions, 
many of which are controllable. These 
include poor “housekeeping’’— per 
mitting accumulation of trash, oily 
rags, etc., defective wiring, defective 
heating conditions, gasoline or other 
volatile liquids in unapproved con- 
tainers. 


A survey and schedule of insur- 
ance rates for your risk is on file at 
your fire insurance rating bureau. 
Federated engineers are continually 
inspecting property insured by the 
company to help you reduce fire 
hazards. In many instances by fol 
lowing their recommendations, rate 
reductions may be obtained. This 
safety engineering inspection service 
is part of Federated’s service to its 
aie holders. 





IMPLEMENT ond HARDWARE INSURANCE COMPANY *#& OWATONNA, MINNESOTA 
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New Bush and Bog Harrow 
Added to Dearborn Line . 


NEW Bush and Bog Harrow, 

featuring ample strength to 
Slash through tough, tall surface 
growth and heavy trash, has been 
added to the Dearborn line of farm 
equipment, according to G. D. An- 
irews, Vice President in charge of 
sales, Dearborn Motors Corpora- 
tion, Birmingham, Michigan 

The massive main frame is a 
four inch square steel bar with disc 
supports welded to it. The 95 
pounds of weight on each of eight 
big cutout blades enables this im- 
plement to slash down pasture 
brush and turn rank cover crops 
to enrich the soil and resist erosion 
It is particularly effective in chop- 
ping stalks and stubble of last 
year’s crops to speed land prepara- 
tion, it Was announced. 

Available in three disc sizes— 
20 inch, 22 inch, and 24 inch—the 
harrow weighs from 744 to 840 
pounds, according to the size disc 


New bush and bog harrow recently introduced by Dearborn Motors 


selected. The Dearborn Bush and Bog discs in relation to outer discs 


The discs are cross rolled, high 
carbon steel, heat 
strength and resistance to wear 
Extra heavy duty bearings are of 
cast white iron 


Harrow is quickly attached to the 
treated for Ford tractor and controlled by the 
Ford tractor hydraulic mechanism 
The top link bracket assembly is 
adjustable for lowering of center tions 


which permits up to 3% inches 
deeper penetration for center discs 
The disc angle can be set at 18 or 
24 degrees to suit working condi- 





IT'S THE EXTRA FEATURES* 
that sell PAPEC MILLS 


NO OTHER MILL HAS ALL 
THESE FEATURES THAT 
RESULT IN PAPEC'S BET- 
TER PERFORMANCE— 


*% Lerger Grinding Cylinder 
% Two Screens Instead of One 
% Patented Reversible 3-ply 
Hammer Tips 
Non-clog Feed Delivery 


Grind Finer with Coarser 
Screens 


And every Papec Mil! is 
GUARANTEED to grind 
any dry feed to any de- 
sired fineness faster and 
cheaper than any other 
mill in the same power! 


class 


For information on the Papec line and representa 
tion in your territory, write Sales Manager, Pape« 
Machine Company, Shortsville, N. Y.; 22 S. Senate 
Avenue, Indianapolis, Ind.; 2925 Chrysler Road, Fair 
fax Industrial District, Kansas City, Kansas 


A GOOD LINE TO HANDLE 


-PAPEC: 





DID YOU KNOW? 


Each issue of SOUTHERN HARDWARE gives 
you many articles of immediate and lasting 
value. Here are just a few of the outstanding 
ones that have recently proven profitable to 
readers: 


Maintaining a Prospect List 

Farm Equipment Financing 

Controlling Trade-ins 

Selling Appliances to the Farm Market 


If you are not already getting the benefit of 
this helpful reading—as a regular subscriber— 
send in your order today: $2.00 for three years 
and worth the money many hundreds of times 
over. 


SOUTHERN HARDWARE 


806 Peachtree St., N. E. Atlanta 5, Ga. 


FORAGE HARVESTERS ENSILAGE CUTTERS HAY HARVESTERS 
WAY CHOPPERS-SILO FILLERS CROP BLOWERS HAMMER MILLS FEED MIXERS 
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What the Ford Name means 
to those who feed America! 


TODAY'S FORD TRACTOR 


TRACTOR 


a“ 

‘rom the beginning, the name 
“Ford” has identified a company 
that understands the needs and 
wants of farmers. To millions of 
farmers, the Ford name recalls the 
ears and trucks that could “get 
through”—and Ford-built tractors 
that took away much of the 
drudgery of farming. 


With the mass production of the 
Model T Ford came new and bet- 
ter farm markets—bringing a prac- 
tical way to carry farm youth to 
a better education—and opening 
new vistas and opportunities for 
the entire farm family. 


The Ford name means the 
millions of dollars that went into 
research for crops convertible into 
industrial products and for ways 


of converting them. But many 
farmers regard the tractor, prime 
source of farm power, as a still 
larger Ford service to agriculture. 


For the Fordson Tractor that 
came on the market in 1917 was 
the world’s first mass-produced, 
really low-priced tractor. Fordsons 
went to the farms over half a 
million strong—powerful proof that 
they met basic needs. 


The name “Ford” on a tractor 
today means engineering experi- 
ence, manufacturing skill, and 
volume production resources that 
few machines in any field com- 
mand. These account for the Ford 
Tractor’s high quality, fine per- 
formance, high resale value and 
leadership in low price. 


These are reasons why the Ford Tractor has become a most popu- 
lar model on today’s tractor market. They are basic ic selling edven- 
tages which only holders of the Dearborn Fr c 





DEARBORN MOTORS CORPORATION 


Birmingham, Michigan 


“FARM EQUIPMENT 


COPr Ra Ww OL AREORE BOTORS CORPORATION 
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Oheim Named to Implement 
Division of NPA .... - 


Curt L. Oheim, on leave as vice- 
president and general manager of 
the John Deere Plow Co., Kansas 
City, Mo., recently was named Di- 
rector of the Agricultural Machin- 
ery and Implements Division of the 
National Production Authority, U 
S. Department of Commerce. 

Mr. Oheim succeeds Herbert B 
Megran, who has returned to his 
position as president and general 
manager of Starline, Inc., Harvard, 
Til. 

Mr. Oheim who was born in 
Henrietta, Texas, in 1894, received 
a B.S. degree in electrical engi- 
neering from the University of 
Texas in 1918 and served as an 
Army aircraft engine instructor 
during World War I 

He has been with the Deere or- 
ganization since 1919 and was the 
company’s branch manager in Dal- 
las, Texas, before assuming his 
present post 

Mr. Oheim is a director of Deere 
and Company, Moline, IIl., and 
vice-president and director of 
Leece-Neville Co., Cleveland, Ohio, 
manufacturers of electrical equip- 
ment 


He is married and makes his war. many De Laval Separator 
home in Kansas City, Mo. He is a_ users have followed the De Laval 
member of the Kansas City Club “Two-Minute” washing method 
and the River Club in that city regularly, according to the De 

o Laval Separator Co., Poughkeepsie, 
N. Y 
Quick Separator Washing came efficient une aaa 
By De Laval Method . . . give the user probably the fastest, 
— modern wetting agents easiest method of cleaning his sep- 
J (detergents) became generally arator. The cleaning job is reduced 
available in retail stores after the tO a minimum of effort, and the 
highest degree of separating effi- 
ciency is maintained at all time 
it Was announced 
For complete information on the 
De Laval Two-Minute method 
“Two-Minute Washing Method 
Folder S-A353" is available from 
De Laval dealers or directly from 
the manufacturer 


° 


Ferguson Names Campbell 
Executive Engineer .... . 


pp APPOINTMENT of Byron F 
Campbell as executive engi 
neer for Harry Ferguson, Inc 
3639 E. Milwaukee Ave., Detroit 
11, Mich., is announced by Her 
man G. Klemm, vice president and 
chief engineer for the company 
Mr, Campbell has had six years 





NO BELTS! [eaters 
Tractor has solid pulling 


NO CHAINS! power, wide-angle trac- 


tion, positive clutch 

NO PULLEYS! Breen ened 
DIRECT DRIVE 

.NO LOST HORSEPOWER 


No slippage or loss of power from frictional V-belts. 
Big tractor power at garden tractor economy. 


1/2 H.P. & 3 H.P. MODELS 


IMPLEMENTS 
& ACCESSORIES 


Spring Herrow 
Gang-type Dis« 
Spray Pump ond Tank 

Attachment 
Steel Sere-Grip Wheels 


The Leland Terra-Tiller is the 


Patterns are available for practically 
all plows, listers, middlebreakers in No. 1 soft 
center or No. 2 crucible steel of the highest 





fines! garden tractor that pro- 
gressive research, quality 
materials, and modern tech- 





quality obtainable. Send today for catalog and 
trade prices. 








STAR MANUFACTURING COMPANY 


DIVISION OF ILLINOIS [RON & BOLT CO 





5945 i ladiil Ave. « Detroit 10, Michigan CARPENTERSVILLE, ILLINOIS, U.S.A EST. 1873 
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TAKE A GOOD LOOK AT THESE 
OUTSTANDING FEATURES 


% Seeds, fertilizes, renovates 
without sacrificing the es- 
tablished sod 
Linkage equipment for all 
types of tractors 
Seven sturdy incisor boots, 
spaced at 10" intervals 
Works well on contours 
Famous “Ezee-Flow™ hopper, 
with dual distributor mech- 
anism 
Adjustable metering shutters 
Weighs 800 pounds empty, 


with hopper capacity of 
about 400 pounds 


Get the Facts About Taylor's 
Dealer ane TODAY! 


Sold exclusively through key farm implement dealer 
PASTURE “DRE AM offers outstanding moncy 
making oppo ities. Write us today on your bus 


ness de ey for full particulars 


DESIGNED TO FIT ALL 
POPULAR MAKES OF TRACTORS 


Alert tarm equipment dealers who appreciate a good 
live product are taking to Taylor’s PASTURE DREAM 

. the new revolutionary tool which builds and main 
tains productive pastures for farmers, ranchers and 
cattlemen. PASTURE DREAM is the only pasture 
building tool on the market that does all essential plant 


ing operations at one time. 


You can profit now and in the years ahead by sell 
ing this much-needed tool in your community. We 
invite you to write for complete information today. 


TAYLOR MACHINE WORKS 


LOUISVILLE, MISSISSIPPI 


See the PASTURE DREAM on display at the International Trade 
Mart, New Orleans. 
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The Wittenbachs know from experience how popular Jamesway equipment is with poultrymen! 


Pr 
(i 


PRESSURE 
WATERER 
Completely automotic 
with dependable float 
control and removable 
bose. Also grovity 
type woterers in sizes 
to fit your customers 

needs 


FLOOR FEEDER 


Beok-high to moke 
eating easy. Tumble 
side design soves feed 
Jomeswoy mokes o full 
line of hand feeders 
plus new avtomatic 
poultry feeder 


METAL NESTS 


Mode of sturdy steel, 
galvanized for longer 
life. Roomy nests are 
cross-ventilated. Pou! 
trymen have choice of 6, 
10 of 15-hole models. 





Name 


Town . 





140 


Ft. Atkinson, Wis. 





JjJamesway 


Mount Joy, Pa. e 
in Canada: Eastern Steel Products, Ltd., Jamesway Division—Montreal, Preston, Toronto 
JAMES MFG. CO., Dept. SH1051, Ft. Atkinson, Wis. 


I'm interested in obtaining a Jameswoy dealer franchise. Please give me more details. 


“We have had our Jamesway dealership 
for 5 years, so we know how profitable 
and pleasant it is to be associated with 
the James Mfg. Co. We think the James- 
way line gives our customers the best 
equipment they can buy otherwise we 
wouldn't be handling it!” 

That's what the Wittenbachs say about 
their Jamesway dealership! You'll agree, 
too, once you put a Jamesway department 
in your store. It will help you make new 
sales and add a profitable new volume to 
your business. 

Clip the coupon below and send it in 
right away! Learn how you can become 
a Jamesway dealer and supply the poul- 
trymen in your community with the pop- 
ular line of Jamesway time-saving equip- 
ment for cows, hens and hogs. 





los Angeles 63, Calif 


County 


Stote 








of service with the company us 
chief of laboratories. As executive 
engineer, he will be responsible 
for the administration of the engi- 
neering division of the company, 
which now lists more than 60 new 
and improved implements for use 
with the Ferguson System 

Mr. Campbell formerly was de- 
velopment engineer for the Tim- 
ken Roller Bearing Co., and was 
chief of laboratories for the Glenn 
L. Martin Co. He represents Harry 
Ferguson, Inc., on the Tractor 
Technical and Iron and Steel Tech- 
nical Committees of the Society of 
Automotive Engineers and also is 
on the Fuels and Lubricants Tech- 
nical Committee of the American 
Society of Testing Materials, and 
is a member of the American So- 
ciety for Metals 


© 


A-C Releases Booklet On 
Forage Crop Harvesting 


NEW 16-page booklet, “How to 

Harvest All Forage Crops 
has been released by the Agricul- 
tural Department of Allis-Chal- 
mers Manufacturing Co., Milwau- 
kee 1, Wis. 


Well illustrated and explained 
methods of harvesting corn, sor- 
ghum, standing grasses and le- 
gumes, windrow crops and straw 
chopped for bedding are among 
the many crops handled by the 
Forage Harvester 

The inside story of better forage 
at lower cost with controlled ma- 
chinery tells how full width feed- 
ing and stone-stopper control on 
feed rolls protects the entire ma- 
chine from damage 

Optional attachments also are 
illustrated in the booklet. Free 
copies are available from local A-C 
dealers or main office in Milwau- 
kee. 
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Must Liberty 
be SCRAPPED? 


Not the statue... she’d be last to go. 
But how about the things she stands for? 


How secure is the freedom that has been given to us by those 

generations of Americans who sweated, froze, fought and died 

all the way from Bunker Hill to Bastogne—to Parallel 38? 

The foundation for the Bill of Rights and the freedoms it 

guarantees is only as strong as our determination to safeguard this 
pricele ss heritage 

Now, what can you do to keep alive the flame of Liberty— 

to keep it alive and rekindle it so that it might burn even 


stronger through the years ahead? 


HERE'S ONE THING YOU CAN DO! 

Today America is producing double—two assembly lines are 

going full blast. One line is building the materials necessary 

for the defense and preservation of our nation. The other is 

turning out everything from automobiles to arc lamps, from 

safety pins to box cars so that we might maintain our living 

standards even while we buckle on the sword for defense of those 

ideals that have made us a great nation where the flame of 

freedom still burns bright to serve as a beacon of hope to a large 
segment of mankind 

All this takes scrap metal mountains of scrap metal for steel 

To produce a ton of new steel, it takes 1000 pounds of 

scrap metal. It is estimated that 36 million gross tons of scrap 

will be needed to meet production demands this year. Next 

year we will need even more. And scrap reserves are already 


dangerously low not enough to carry through the winter ahead 


HERE'S HOW YOU CAN HELP 

Look around your own home, your business, your farm, or 

where you work. Rusty sheet metal, discarded plumbing, obsolete 

tools or equipment—any metal that is no longer useful can 

be sold AND IS URGENTLY NEEDED! Even a few pounds 

are valuable to industry and worth money to you when turned 
in to a dealer of scrap metal 

Back America’s double production lines! Collect and turn in 

scrap metal NOW! 





Manufacturers of a Complete Line of Modern Machines, 
Visionlined Tractors, and Power Units for Agriculture 


RED POWD > ° «+. @nd Agriculture is Basic to Our Economy 
TURN IN SCRAP TODAY! 
MINNEAPOLIS-MOLINE 


MINNEAPOLIS 1, MINNESOTA 
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Sta 
RED JACKET 
m ft 


FOR A COMPLETE 
LINE OF PUMPS AND 
WATER SYSTEMS 


CENTRI-JET “A” 
Multi-Stage Pump 


FOR HOME, FARM and INDUSTRY 
Now you can depend on a single 
source of supply for your pump re- 
quirements. Now you will be able to 
offer from Red Jacket’s complete 
selection, a pump that will meet the 
needs of over 90% of your trade. 
The new Centri-Jet "A" model shown 
above is just one of the many modern, 
quality-built, compact, service-free 
groups in this great extensive line. 


THE CENTRI-JET “H" LINE 

This new line of single-stage horizon- 
tal type injector pumps is a compan- 
ion line to the multi-stage units 
above. Included are design and op- 
eration features that make this line 
of pumps the most economical to 
install and operate with a minimum 
of service and maintenance. 


THE RED JACKET-REDA LINE 
Here is the latest in pumping equip- 
ment, the new “Submerga-Pump.” The 
pump that is completely submerged 
in the well — out of sight. Pump and 
motor are close coupled and are lu- 
brication free. Available in a wide 
range of sizes for wells as small as 4” 
in diameter. The pump you don't 
see — can't hear — never lubricate. 
Requires only one small pipe from 
pump to tank. 


Write for catalog show 
ng complete line range 


of sizes ond prices 


Address Dept. SH 


RED JACKET MFG. CO. 


DAVENPORT, IOWA 


y, a "I , 
The Choice Jhat ates Friends 


Since 1878 











New Sickle Bar for 
Windolph Tractor . 


_— 4'2-foot sickle bar has 
been adapted by the Windolph 
Tractor Co., 409 S. W. 13th, Port- 
land 5, Oregon, for easy mounting 
to the rear of the Windolph riding 
tractor 

The mower is powered by the 
implement power take-off and can 
be raised with the implement lift 
for passing through gates or over 
obstructions. Field tests demon- 
strate efficient operation under the 
most adverse conditions, it was an- 
nounced, and the Windolph adap- 
tation also gives all the advantages 
offered by crawler traction for 
steel hillside mowing 

The mower is the latest addition 
to the extensive line of attachments 
available to Windolph tractor own- 
ers. It retails for approximately 
$165 


* 


U. S. Rubber Issues New 
Farm Tire Sales Manual 


U S. Russer Co., Detroit 32, 
@ Mich., has published a new 
U. S. Royal farm tire sales manual 
to assist U. S. distributors in no 
only selling farm tires, but in pro- 
viding farmers with the best pos- 
sible service for their equipment 
regardless of make or model 

The 106-page manual offers de- 
scriptive and technical information 
on U. S. Royal products for the 
farm and information which will 
aid the farmer in obtaining maxi- 
mum tire life and efficiency. Di- 
vided into eight sections the 
manual covers such matters as rim 
data, drawbar pull, service and 
maintenance and tire specifications 
for farm tractors and implements 
as well as product information on 
farm truck, tractor and passenge1 
car tires. One section is devoted to 
batteries for farm vehicles 

The manual was compiled and 
edited by the farm tire sales de- 
partment of U. S. Rubber with the 


assistance of the company’s farm 
tire engineers and representatives 
of leading tractor and implement 
manufacturers 


. 


Get in the Scrap! 
(Continued from page 120) 


Supplies of heavy iron and steel 
scrap are so dangerously low that 
in early July 1951 several steel 
companies had less than 2 weeks 
inventory on hand. Some had onl) 
a few days’ supply. Furthermore 
some production was lost because 
of the use of inferior grades of 
scrap, which does not permit maxi 
mum output per ton of raw ma 
terials 

Once collected, scrap should be 
disposed of through normal chan- 
nels. Scrap dealers—who will pay 
dealers for the scrap brought to 
them—are equipped to prepare and 
ship all scrap to the exact specifi 
cations of the consuming mills and 
foundries 

Local Scrap Mobilization Com 
mittees have been organized in 
over 800 cities through the offices 
of the chambers of commerce and 
a special program has been set uy 
to reach farmers and ranchers 

The more scrap collected—the 
more guns and tanks—and farm 
equipment 


e 


Shop Specials 


(Continued from page 117) 


miss,” he said, “because it saves 
farmers milker trouble throughout 
the year. We know this to be the 
case, for we have little milker re- 
pair business between ‘specials 

If a part needs replacement 
Jones calls the customer, explains 
the condition of the old part and 
why a new part is needed, mean- 
while pointing out the results to te 
obtained from a 
Usually a 20% 
volume is one result of this “spe- 
cial.” 


replacement 
increase in parts 
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“But more important is the mak- 
ing of a satisfied customer who 
depends on our milker service and 
will turn to us not only when 
something goes wrong, but when 
he wants to buy new equipment.” 

The company also offers a “spe- 
cial” on cleaning and painting 
tractors, work done at a 20% re- 
duction. This usually takes place 
in November, when shop work has 
fallen off. About 400 post cards go 
out to farmers in the territory 
served by the firm. An ad is in- 
serted in the county paper, and 
Jones again supplements this pub- 
licity through personal contact 
with customers 

While a customer's tractor is in 
the shop, it is given a thorough in- 
spection for needed repairs. Jones 
estimates that a minimum of $25 
per tractor in additional repair vol- 
ume is realized, such sales includ- 
ing parts, tires and adjustments 

There is always an excellent 
response to mower and cultivator 
“specials” in the spring. Here 
again all] minor adjustments are 
made free. Direct mail is used to 
advise customers of this “special” 
which may last for several days 
Complete inspection is given every 
piece of equipment brought in, and 


needed repairs are called to the 
attention of the owner 

A 25% increase in sales of 
guards and sections, belts, 
boards, pitmans, bolts, etc., is only 
one result. More important, this 
service builds good will that can 
be measured by future sales. When 
replacement of equipment is nec- 
essary a customer wil] turn to the 
shop that has given him efficient 
service in the past, 


grass- 


Jones said 


Repair Business 


Other specials are used through- 
out the year to stimulate 
shop business. “Specials 
are timed weeks before a particu- 
lar piece of equipment will be 
used, so that machinery will be in 
top condition for farm operations 

At the end of the season, 500 post 
cards go out offering a “special’ 
on general overhaul work. Special 
prices on various parts are noted 
on the card 

Jones also offers farmers free a 
soil testing service to determine 
amounts of lime and fertilizer they 
may Some 50 to 60 requests 
for such chemical analyses—han- 
dled by a laboratory in town—are 
received each spring and fall 


repalr 
always 


need 


though the service is available 
throughout the year. A representa- 
tive of the fertilizer sales company 
may take as many as eight or 10 
samples from the field and have 
recommendations back within two 
or three days 

This service gives much impetus 
to lime and fertilizer Jones 
has three trucks operating full time 
throughout eight months of the 
year on these products alone 

Another form of promotion 
which Jones emphasized as impor- 
tant in building good will is that 
of making available to Future 
Farmers of America his shop, fac 
tory-trained mechanics and facili 
ties as a laboratory for their classes 
in farm equipment about four 
times a year. Company mechanics 
instruct these young farmers in 
the maintenance and operation of 
equipment 

I believe it is good 

not only for the products we han 
dle, but for future business 
when these boys become 
ed with 
they work 
When they begin to o) erate equip 
themselves we believe they 
inclined to remember thei: 
and equipment 


sales 


promotion 


service 
acquaint 
and how 
explained 


mechanics 


oul 


Jon es 


ment 
will be 
here 


} 
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FLEXIBILITY OF USE iss:%-22-4" 
Walking Tractor sell themselves 

ments help you to extra profits too, because they let Shaw Tractors seed, rake, saw 

wood, harrow, disc, cultivate, mow, plow and do hundreds of other jobs quickly and easily 





“DU-ALL” 
Riding 
Tractor 


Riding Tractor and “Peppy Pa! 
Numerous attach 


Profit Fr 
That Help 


om A Tractor Line 
s Sell Itselt 


Shaw, 





“DU-ALL” and “PEPPY PAL” 
Garden Tractors 


“PEPPY-PAL” 
Walking Tractor 


ECONOMY OF OPERATION Patented, exclusive design assures maximum 
* power and bulldozer traction. Heavy-duty, tested 


engines get the most from every pint of gasoline ... give customers more for every dollar 
Simplicity of design, mass 


FINE QUALITY AT LOWEST COST. Simp'ic'ty of denier. mass 


over 50 years farm equipment engineering experience result in low-cost, 
dependable construction the kind your customers want. Easy to start, 
easy to run ...a child can operate any Shaw Tractor. 
few Saw Attachment Fells Trees, Cuts Weed and Weeds 
CHOICE OPENINGS FOR DEALERS 
a tor tree ~ Hy 08 dealerships and San), 


PLOW 
HARROW 
Geb, Fn ' SEED 
a } CULTIVATE 


DISC 
ter BN 


Mow 
MANUFACTURING. CO. 





RAKE 

Saw 
SNOW-PLOW 
BULLDOZE 








8310 Front Street, Galesburg, Kansas 
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Preventive Maintenance 
Pregram . « « © ce e 
(Continued from page 122) 


telephone calls and letters, urging 
that this work be done. 

Rose pointed out that nearly all 
farmers in a fairly prosperous 
area now have telephones, The 
telephone numbers of all custom- 
ers are listed on the customers’ 
file card. 

“Tne farmer likes to know that 
we are interested in saving him 
lost time during the busy season,” 
Rose pointed out. “When we con- 
tact him by telephone, even 
though, a few weeks before, we 
had called on him personally, he 
usually invites us out to check his 
service needs.” 

The completely equipped truck 
makes many repairs on the spot 
With practically the entire per- 
sonnel skilled in making mechan- 
ical checks, the men just about 
know what parts will be needed 
for on-the-spot repairs, and the 
truck is well stocked with these 
parts. 

Rose declared that his four 
mechanics enjoy going into the 
ficld, and usually arrange among 
themselves to take turns in the 
checking that helps to keep the 
shop well filled with profitable 
jobs. 

Because this area has become an 
important rice-growing section, 
the Rose personnel in June begin 
urging farmers to have harvesting 
equipment put in first-class shape 
for the busy season. Telephone 
calls are made every day, smooth- 
ing the way for the employees 
who takes the service truck out to 
the farm, That preliminary tele- 
phone call often provides a more 
cordial welcome for the truck. 

Even farmers who have bene- 
fitted from this service in the past 
are sometimes inclined to forget 
the advantage of having all re- 
pairs done in advance of need 
“We have to keep telling them, 
over and over again,” Rose said 
“If we were to stop our intensive 
checking activities, volume would 
slump immediately in the service 
department, and, later, during a 
rush period when the shop is over- 
crowded, we'd have to stand on 
our heads to try to accommodate 
customers who should have had 
the repairs made sooner.” 

Rose asserted that the volume 
in the parts department is in- 
creased at least 20% by the extra 
efforts put forth in checking cus- 
tomers’ equipment, 

The mailing list is used, in off 
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season, to encourage the regular 
check of equipment. One check 
per season is not enough, the cus- 
tomer is told. The regular inspec- 
tion is needed to prevent trouble 
at the wrong time. 

“We don’t use high-pressure 
methods to induce the farm ma- 
chinery user to let us go over his 
equipment,” Rose pointed out 
“When we telephone the farmer, 
we merely remind him that our 
service truck will be in his vicinity 
at a certain time. He usually in- 
vites us to call. Thus, when the 
service truck actually does stop at 
his farm, he welcomes it.” 

All of the mechanics who man 
the truck are coached in making 
the correct friendly approach 
without being over-persistent in 
selling parts or service 

“We try to make the customer 
feel that we have his interest in 
mind, not the sale of parts or 
service. When a company repre- 
sentative finds something wrong, 
he shows the broken part to the 
customer, or explains why repairs 
are needed. The customer must 
never feel that we are promoting 
our own volume in either parts of 
service.” 

In approaching customers now 
the company stresses that it is the 
patriotic duty of machinery users 
to make their equipment last as 
long as possible, and to keep it 
working every hour during the 
busy season 

Rose insists that when the farm- 
er is contacted frequently by tele 
phone, mailings and by visits of 


The new triple-duty 
demonstrator for 
Fadden fresh water 
systems offers a live 
merchandiser that 
requires less person- 
al effort by the 
salesman. Designed 
to increase sales at 
all three levels of 
distribution, the 
demonstrator in- 
cludes plastic hose, 
hose faucet, 14- 
quart pail, and the 
pumping unit itself. 
It is entirely port- 
able, weighing only 
38 pounds 


the service truck, he usually is 
ready to have repairs and adjust- 
ments made when a company 
mechanic finds a need 

Small adjustments are made on 
the spot without charge. Rose finds 
that telling the customer cheer- 
fully, “There’s no charge for 
this,” builds confidence and 
friendship 

e 


Triple-Duty Kit for 
Fadden Water Systems 


— triple-duty kit for dem- 
onstrating the Fadden Fresh 
Water System is designed to in- 
crease sales at all three levels of 
distribution: manufacturer’s rep- 
resentative to distributor, distribu- 
tor to dealer, and dealer to con- 
sumer 

According to the manufacturer, 
Fadden Pump Co., 740 N. Wash- 
ington, Minneapolis, Minn., the 
demonstrator has been tested in 
the field for several months. Where 
it has been used, sales have been 
increased up to 300 percent, it 
was announced. Personal effort of 
the salesman is recognized as a 
contributing factor, but use of the 
live demonstrator automatically 
increases salesman’s interest, as 
well as that of the customer 

The kit consists of a short length 
of transparent plastic hose, a hose 
faucet, a 14-quart pail, and the 
pumping unit itself. The entire 
demonstrator weighs only 38 
pounds, is easily portable, and can 
be plugged in anywhere 

The kit is available to all dealers 
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Great sales asset for F&W dealers is Flint & 
Walling’s 85-year record of dependability. 
And no less valuable is Fa W's ability to 
pioneer new pump developments and con- 
tinually give its dealers fresh selling ammu- 
nition. Good examples are the water systems 
shown below. Each has engineering leader- 


ship for its type of pump 


With the F&W line you have the right 


pump for every well and for every capacity 


need. Write for full details on the line that's 
proved dependable for 85 years 


FLINT & WALLING MFG. CO., INC. 
1019 Oak Street, Kendaliville, indiana 








Lift-Type Dise Tiller 
Added to Dearborn Line 


ki NEW lift-type Taylor disc 
tiller, a heavy, rigid frame im- 
plement for fast breaking in a wide 
variety of field and soil conditions, 
has been added to the Dearborn 
line of implements, according to G 
D. Andrews, vice president in 
charge of sales for Dearborn Mo- 
tors Corp., Birmingham, Mich 

The Taylor disc tiller is quickly 
attached to the Ford tractor by 
means of three hitch links and a 
stabilizer bracket and is lifted and 
lowered by Ford tractor hydraulic 
touch control. 

The 10-inch spacing of the four 
discs mounted on strong, rigid 
frame fits this tiller for wide range 
of jobs, It also meets the tillage 
needs of mulch farming, mixing 
surface trash with top soil to re- 
sist wind and water erosion 

High frame clearance minimizes 
“trashing up” and makes the Tay- 
lor tiller an effective implemem 
for turning under cover crops tc 
enrich the soil and help preven 
washing. On summer fallow work, 
the tiller can be set to work sha)l- 
low for effective weed control ai 
stepped up tractor speeds. The 
tiller’s large earth moving capacity 
makes it useful in building terraces 
or filling gullies at low cost 

A rear wheel acts as a rudder 
by means of steering link, assist- 
ing the tiller to follow the tractor 
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and give uniform width of 
cut. 

Operating depth is controlled by 
the Ford tractor’s hydraulic mech- 
anism, or may be controlled by a 
land wheel attachment sold sep- 
arately. Leveling of the tiller is ac- 
complished by means of the tractor 
leveling crank 


more 


* 


Future Sales 
(Continued from page 118) 


ployee is available at all times to 
follow up calls for service 

However, these dealers believe 
that when possible machinery in 
need of repairs should be returned 
to the service shop in order to as- 
sure the quickest and most effi- 
cient service 

“I can save both the customer 
and myself money by bringing 
these machines to the shop,” But- 
ler explained. “Our shop has the 
most modern equipment and facili- 
ties, and we feel that we can do a 
better job here than in the field 
And, of course, we have immedi- 
ately available all the replacement 
parts that might be needed to com- 
plete a repair job. This is an im- 
portant advantage over making re- 
pairs in the field 

“Then there is another important 
consideration. By rushing such 
equipment to the shop we can keep 
our mechanics in the shop most of 


the time, thus eliminating the 
necessity for an overly-large staff 
If we attempted to accomplish 
much of our repair work in the 
field, our shop would be stripped 
of mechanics at times. Such a situ- 
ation would make it impossible for 
us to be dependable in answering 
emergency Calls.” 

While Butler places much em- 
phasis on service as a promotional 
device, he does not neglect the con- 
ventional methods of attracting 
new business to his store. During 
proper seasons he sponsors the 
mid-day broadcast of local and na- 
tional news. At times these pro- 
grams are supplemented by others 
at various times of the day, Butler 
said 


Off-Line Products 


To test the effectiveness of his 
radio advertisements, Butler often 
will announce the availability of 
some off-line product. Recently, he 
offered a certain brand of roof 
paint, and the large volume of in 
quiries that followed assured him 
that his programs were attracting 
large audiences 

As an additional means of pub- 
licizing his company, Butler holds 
occasional farm gatherings. More 
than 500 responded to invitations 
to attend his latest party, a gather- 
ing that assured Butler that farm- 
ers in the area are well-aware of 
the company to say the least 

Highlight of this occasion was a 
two-hour program of movies which 
consisted of short entertaining fea- 
tures with short pictures on service 
sandwiched in between. Following 
the program of movies, visitors 
were invited to the store for re- 
freshments 

Here, visiting farmers were giv 
en a small card listing the com- 
plete line of equipment handled by 
the company, and were asked to 
check each implement in which 
they were interested. These cards 
contained no numbers or stubs 
such as are used in drawing for 
prizes. No premiums were in- 
volved, and no inducements were 
offered as a means of persuading 
farmers to fill out the and 
turn them in 

Butler believed that farmers who 
turned in cards had a more genuine 
interest in the equipment indicated 
than would have been the case had 
they hoped to receive something in 
return for submitting the cards to 
the company 

More than 250 cards were turned 
in, giving Butler an excellent pros- 
pect list which later led to numer- 
ous sales 


cards 
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THERE IS NO SAFER RULE: 
For Best Results 
Pick the Magazine 
With the Largest Circulation 


MORE SOUTHERN 
RURAL FAMILIES 
READ FARM and RANCH- 
SOUTHERN AGRICULTURIST 


THAN ANY OTHER MAGAZINE 





TURN THE TAP OWN SALES IN 
TODAY'S NEW SOUTH... 


Farm homes with running water are a prime 
market for washing machines, pumps, bath- 
room equipment, kitchen equipment—and in 
today’s NEW SOUTH, 735,300 Farm and 
Ranch-Southern Agriculturist reader families 

with plenty of money to spend... now 
have running water. You'll sell more your 
profits will be greater—when the products 
you sell are pre-sold in the pages of Farm 
and Ranch-Southern Agriculturist! 


Circulation Guarantee 1,290,000 
AND... FARM AND RANCH-SOUTHERN AGRICULTURIST 


e Is keyed closely to state distribution of farm income... 


e It takes your advertising message where the most dollars 
are... 


e@ At a lower cost per 1,000 readers than any other farm 


Which means more sales for you...more and better 
advertising support for your distributors, wholesalers 
and retailers. Write, wire or phone for the number of 
Farm and Ranch-Southern Agriculturist subscribers in 
any Southern or Southwestern county. Compare these 
figures with those of the second farm publication— 
and you'll be convinced 


Atlonto 


036 Peachtree 


Farm and Ranch 


SOUTHERN Publishing 


TW 318 Murfreesboro Roo Checoge 
Nashville 10. Tenn 333 N. Michigan Ave 


Telephone: 42-551 


Dearborn 27-5182 


SOUTHERN FARM EQUIPMENT Section for OCTOBER, 195! 








v 


#26 Cartridge Caulking Gun 


— 
the home-owners J 


gun... designed to 
meet contractor 


specifications 
Home owners 
everywhere are buying 
and using this low-priced, compact Caulking Gun! 
It’s a bear for wear, and so easy to operate. 
No cleaning required when used with CALBAR 
“Hole-in-Top” Cartridges . . the compound 
never touches the inside of the gun. 


Write for name of your nearest distributor 


CALBAR PAINT & VARNISH CO. 


Manufacturers of Technical Products 


2612-26 N. Martha Street * Philadelphia 25, Pa. 








Teacteuges 


eect. eee ee 


The REAL BUY for 
Economy and Ability 


@ Gardenfarm—A HEAVYWEIGHT with FINGER-TIP Con- 
trol. Heavy cast iron wheels for EARTH GRIPPING TRAC- 
TION. Motors equipped with 6:1 Gear Reductions for 
MAXIMUM POWER. IMPLEMENT CARRIER AND DEPTH 
GAUGE is STANDARD EQUIPMENT. 
Gardenfarm Implements are well built to rigid specifications. 
Coupling is simple and quick. Additional implements are 
available upon request. 
@ 7-inch w with point 
bso 
© Giiieten eietat 
and reversible. 
Dise Morrow; 8-12 inch 
Discs, twe gangs; Ad- 
justable. 


Middlebuster with 
point adjuster. 
(Sweeps, Scrapes oad 
shovels may be used 
on same foot). 
32-inch Sickle ber 





* 
3S 
@ Sulky with 400x8 
Pneumatic rubber tires 


and brakes. 
For complete information write today. Exclusive territories ovallabie. 


SOUTHERN TRACTOR MFG. CORP. 


CAMDEN, S. C. 
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ADVERTISER'S INDEX 


A Dobbins Manufacturing Co 
Draper Maynard Co 

Advertising Council, In« Duro Co 

Ajax Hardware Mfg. Cory 

Alabama Mfg. Co 

Alexander Mfg. Co 

Allen & Co., 8. L ; E 

Allis-Chalmers Mfg. Co 


Aluminum Company of Americs . Eklind Tool & Mfg. Co 


Mfe Electric Wheel Co 


Aluminam Goods 
Co Third Cove Ellinor Village 

Empire Plow Co 

Everite Pump & Mf 


American Chain & Cable Co 
Ine 

American Manufacturing Co 

American Pad & Textile Co 

American Steel & Wire Cx F 


Cyclone Fence Div 
Fairbanks, Morse ! 


Ames-Baldwin-Wyoming Co 
Farm and Rar 


Amplex Engineering, In 
Animal Trap Co. of Amer Co 
Farm Tools, In 


Federated Mutua 
& Hdw. Insurance 


Arvey Corporation 
Atkins & ¢ E. ¢ 


Atlanta Envelope ¢ 
er Co... Edwin H 


Atle ming & Sons, In 
nt & Walling Mfg. Co 
rida Fishing Tackle Mfg 


} 

Fle 

Fletcher-Terry Co 

Fli 

Fl 

Fort Dodge Tent and Awr 


d Pumps, Ir 
eat Neck Saw Mfrs., Ir 
niee Tool Co 
iriffin Mfg. Comy 


aranteed Prod 


Calbar Paint and Varnish 
Camillus Cutlery ¢ 
Campbell ¢ ain Co 
Case ( J.1 
Champion DeArment Cx 
Yhapin Mfg. Works, Ir R. F 
Yhattanooga Implement & 
Mfg. Co 
Theney Hammer Cor 
Yhicopee Mfg Cory 
Mark Bros. Bolt ¢ 
lemson Bros., Ir 
veland Chain & Mfg. C« 
leveland Mills Company 
linton Machine Co 
colorado Fuel & Iron Cort . reoll Steel & Dis 
Wickwire Spencer Steel 


Division Division (Discs) 
olumbian Rope Co Ingersoll Stee! & Dis 
Jonsumers Glue Co Division (Shovels 
ontinental Motors Cor; Internatoinal Harvester 
General Lir 


Irwin Auger Bit 


Jorning Glass Works 
Syclone Fence Division 


United States Steel Cor; 


J 


D 1 & L Steel Barre! Co 
d-Con ( ompany 4 Jackes-Evans Mfg. Co 
Davis Corp., G. W sand 5! Jacobsen Mfg. Co 
Dearborn Motors Cor; 7 James Manufacturing Co 
Dearborn Stove Co ; Jones & Laughlin Steel Cor; 
Decatur Pump Co Justrite Manufacturing Ce 
Deere, John 

DeLaval Separator C« 

Deming Company . 

Dempster Mill Mfg. Cx K 

Dietz Co., R. F 110 Keystone Steel & Wire Co 
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There’s an opportunity there . . . an opportunity to 
He needs 


proven implements engineered to do the job faster 


help the farmer and increase your soles. 
and better. Here’s your opportunity to see that he 
gets the Harvey “Red-Hed” line . . . three of the finest 
products money can buy .. . a triple action Corn 
Sheller ... 


grinding per horsepower hour .. . 


a Hammer Mill that delivers 1/3 more 
and an Elevator 
that moves anything from small grain to bulky baled 
hay. This fast action trio can do wonders for the 
farmer—and your business! Get the 


facts from your Harvey distributor today. 








HAMMER MILLS 
For speed and economy in feed 
grinding point out the features of 
this fast-action Hammer Mill. Grinds 
more completely . . . 1/3 more 
grinding per H. P. hour—the results 
of the extra large screening area, 


mB 


CORN SHELLER FOUR WAY ELEVATOR 


Corn shelled faster and cleaner 
than ever before—it's the KERN-O- 
LIZER that does it. Corn is shelled 


Handles anything from small, loose 
grain to baled hay—simply adjust 
the side of the conveyor to 4 posi 


high-powered blower and the free 
swinging “alligator head” hammers 
that deliver 80 to 280 terrific blows 
a second. You can’t sell a better 


inside and outside of the unit—an 
increase of 42% more area. It 
handles 30% moisture content and 
50% husk. A direct auger action 


tions—completely closed for small 
grain—partially opened for corn 
three-quarters opened for bags 
fully opened for baled hay. Easily 
and quickly moved and put into 


hammer mill than the Harvey 


“Red-Hed”. 


takes care of cobs and husks. The place .. . a child can raise or lower 
results: 100 to 150 bushels per it. These are a few of the features 
hour! Think what that will mean that add up to sales and more sales 
to your farm trade. 


Write Farm Tools, Inc., for name and address 
of nearest Farm Tools, Inc. Farm Implement 
, N and Harvey Line Distributor. 
a 
sy 
ei 
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I sell 
the finest... 
| sell 
DEMPSTER! 





because my customers want 
quality water systems... 


My customers seem to want every last dollar’s 
worth of value—no matter what they buy. They 
don’t plan on early replacement or needless repair. 
They expect and demand quality. I guess that’s why 
the Dempster Water System is the farmer’s favorite. 
He’s seen that 73-year-old name on some of the fin- 
est farm machinery in the country. Dempster means 
quality that’s guaranteed. The farmer knows it. 
and that’s why he insists on items from the famous 
Dempster line. 


DEMPSTER — America’s 
Quality Water System for the Farm! 


HALLOW - WELL 
ermas TER — Only 
one moving part. No 


Richards-Wileox Mfg 

Round Associated ¢ 

Ruberoid Co 

Russell, Burdsall & 
Bolt and Nut ¢ 








special pressure tank 
needed. Easily installed 








DEEP WELL WATER 
SYSTEM — Positive 





lubrication. Modern 








design Available for 
electric motor or gaso- 
line engine operation 
Can be supplied with 
windmill attachment 


CENTRIFUGAL 

PUMPS — Impellers 
are semi-enciosed for 
greater efficiency. Bal 
anced drive shafts ride 
on double Timken Bear 








and exceptionally 
efficient 
DEEP-WELL JET- 
MASTER — ideal for 
offset installation, or to 
be set directly over the 
well. Unusually simple 
in operation — only one 
moving part 








ings. There are no better 





irngation pumps made 
than Dempster Centrif 
ugal Pumps. 


America’s Quality Line of Farm 
Water Systems 


eT HST 


Beatrice, Nebraska a SUPPLY ————opLy EQUIPMENT 





Reo Me tors In 
Republic Stee 
Revere Copper ; 
Reynolds Metals ¢ ; le and Towne Mfg. Cx 
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It's New | 
It's Different | eer 


water system 


Mfg. by Gouwos Pumes Inc 
Seneca Faus, N. Y. U.S. A. 





Tankless. . requires no storage tank 
no “ extras.” Fresh water always, direct from 
the source, with no intervening tank. It's 


“city” water service at lowest cost 











The Balanced-Flow principle is an exclusive Goulds design feature. No 
other pump offers your customers so much for so little provides a 
sounder basis for a profitable water systems business. Get your share of 
profits from today's tremendous shallow well market feature the new 
Balanced-Flow, the newest accomplishment of the world’s largest manu 


facturer of pumps exclusively 


SELF-ADJUSTING CAPACITY. . 


. 
The Balanced-Flow automatically and stantly ad 


from a minimum of one gallon per n te up to its Max i” y 
as the vary g dema ds for water requir I runs i usly cuTs SERVICE CALLS é 
while water 1s Deing used without starting or stop : the sal Th a , 


. 
amount of water pumped, the Balanced : 


ew Balanced-f g J 
, : insta t—and forget it! T 
conventional unit wit tank 

» adimee nerind 


CORROSION RESISTANT... 


All cast iron parts touched by water ar 


ALLIED SALES... 


sa ot 


orrosion. Impeller, guide vane and diffuser of modern plastic ith « 


PRICED RIGHT... 


Dollar for dollar, there's no better buy! It's priced to move 
offering a complete self-contained water system for just the pric 


pump . SATISFIED OWNERS... 


1 You'l 


ONLY ONE MOVING PART... Your best sdvertinement. 


Rotating impeller is the only moving part in the quict, safe ar 


GOULDS PUMPS INC., Seneca Falls, N. Y. COU WATER SYSTEMS 
Sel Since 1048) 


FOR EVERY FARM AND HOME NEED 
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Highest quality workmanship, design and perform- 

ance. A complete line of Hand, Continuous, Com- 

pressed Air, Knopsack, Bucket, Wheelbarrow and 

Berrel Sprayers. Also Powder and insecticide 
Dusters. 


BLIZZARD 
SPRAYER 


“SINCE 1888” 


Surpasses any knapsack 
= sprayer made BANNER 
3 i 
Py a Bee Compressed Air Sprayer SMITH NEW STREAMLINE BLIZZARD 
pressure with CONTINUOUS SPRAYER 
slow easy 
working 5 


dal. zinc-grip 4 } 
} = : 
steel or cop | The world’s finest, most beautiful continuous sprayer. Pint 


adn: -~ lng Quart (39 ounce). Sprays any liquid. Seamless brass pump 
KNAPSACK st wo deme oor | berl. Glistening, sclid copper tank. "Streamlined dei 
not reach |the back ighly polished. For all spraying purposes 
a _—ces |e SPEEDEX Gorden and 
farden spraying - Tree Sprayer 


WHEELBARROW SPRAYER 


All brass. Very popular. Large | 
Steel wheel or balloon adjustable nozzle for spraying 


tire. High pressure tank G trees, shrubbery, flowers, weed 
if desired. 18 gal “= skilling, ete. 


bucket tank and power f - The most outstanding com- 
ful pump - pressed air sprayer on the 
matees. Open or tasntl tap ORDER FROM 
Galvanized or solid copper (/; your JOBBER 
WE ARE PRODUCERS OF THE FAMOUS tank. Nen-clog angle nozzle Y 
INDIAN FIRE PUMPS for Civil Defense Electric seam welded and 
and all types of fire fighting. streamlined dome top 


D. B. SMITH & CO. 701, MAIN ST..87Tten .3.. @. V. 





Send for cotalog de 
scribing the full line 


























= ITS TIME FOR THE JACKE 


A HEAPMOUSER 


One Package—Simple instal- 
lation — Easy to stock — De- 
signed for most tractors! 
THE GENUINE HEAT-HOUSER 
offers greater dealer profits. 
Protect your customer and 
his tractor during chilly trac- 
tor days with HEAT-HOUSER. 
Manufactured of heavy duty. 
waterproof canvas complete 
with windshield and side- 
wings, HEAT-HOUSER is 
available for Row Crop, 
Large Standard, Small Stand- 
ard, Conversion and Track 
Type Tractors. Engineered for 
“plenty of operator room and 
ful-vue vision,"" HEAT- 
HOUSER will meet your re- 
quirements and the require- 
ments of your customer. 
bn any FOR COMPLETE DE- 
A > 
Distributed by ll 4 as aoe 


IMPLEMENT SALES COMPANY McNEES SALES COMPANY 
3455 E. Ponce de Leon Ave. 340 W. Olive Ave. 
DECATUR, GEORGIA MEMPHIS, TENNESSEE 











SOUTHERN FARM EQUIPMENT Section for OCTOBER, 1951 








“Through | 

For You WISCONSIN 
po ph 
iM ben-Coole 


. 


Hervesting isn't the many 


mon operation it once w 


this Wisconsin-pewered Case 
Dependable manpower and dependable horsepower 

... these make the difference when your customers are baling 

hay or harvesting crops at peak quality — while the weather holds 
And one of the contributing features to dependable horsepower 
and reliable equipment is Wisconsin Engine air-cooling 

When you endorse and recommend Wisconsin AIR-COOLED 
Power, your selling arguments and reputation are backed up in the 
field. Every one of your customers will appreciate the way baling 
and harvest crews can work miles from water on the hottest 

days with no power shutdowns. A Wisconsin Engine cools perfectly 
even in extremely high temperatures and never runs out of air! 

Still another important selling point! Since more horsepower works 
in smaller space with an air-cooled engine, combines, balers and 
any of the other mechanized units operating on Wisconsin Power can 
be built more rugged for longer service . . . no extra dead weight 
Your customers do better work faster . . . adding up to better farming 
and more profit for them, better business and more profit for you 


‘ue 
thot’s the speed of this 
77 New od Boler. it's 


of hoy per bh 


If there is no Wisconsin Engine dealer in your area, write for 
the name of the nearest distributor. He'll tell you what steps 
ore necessary to qualify as a dealer 

4-cycle single-cylinder, 2-cylinder and V-type 4-cylinder 
models, 3 to 30 hp. 


V-type 4-cylinder 
15 te 30 hp. models 


A fully automatic wire-tying boler putting new speed ~~ 


and economy into every baling job the Wiscon Single-cylinder 
sin powered Automatic John Deere Pick-Up Baler “ nap 
, J te % hp. models. 


7 te 13 hp. models. 


WISCONSIN MOTOR CORPORATION 


World's Largest Builders of Heavy-Duty Air-Cooled Engines 
MILWAUKEE 46, WISCONSIN 
5... 
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“If we farmed today as we did only ten 


years ago, we'd go broke in a hurry,” says 
a successful power farmer. 


There’s a new pattern for farm profits 
— new ways in tillage, new crops, new 
practices to save soil. But it takes new 
power to put the pattern into use. 


Yesterday’s grain binder... corn 
binder . . . and hay loader take too much 
expensive labor and important time. Like- 
wise, yesterday’s tractor power demands 
too much fighting with hand levers... 
too much time to mount tools . . . and to 
move wheels in or out to fit each job. 





Tractors such as the Allis-Chalmers 
Model CA with two-bottom plow and 
the Model WD with three-bottom 
plow have the new work power to make 
new practices pay. But farmers — even 
with money in the bank — change only 
as fast as they are sold on the idea. 


Allis- Chalmers dealers have the power 
to change the farming pattern. Their 
future — and that of the communities 
they serve — depends on how well they 
put that power to work. 


Tune in . . . The National Farm and 
Home Hour... NBC... Every Saturday 








STANDARD SIZE 
for wenderd recipes 
READY-MIXES 


te imprinted on botem o 


© Two practical ideas will sell this merchandise off 
your shelves, as soon as women know you have it! 
(1) MIRRO Standard Sizes... clearly stamped on 





crisp crusts or flaky pie shells... make it easy to 

select the right pan for the purpose. . . 

Powerful MIRRO national advertising is tell- — 

ing the compelling “size and finish” story of — 

_ items in your windows or advertise them in your — 
‘what to buy... you tell "em where to buy it! 


_| MIRRO Cooky and Pastry Press 


A hardware store natural! Self-selling 
package and complete recipe and instruc- 
tion book show how it 
makes cream puffs, eclairs, 
lady fingers, meringue 

shells, 12 different 

cooky shapes— 

MIRRO makes the 


sale for you! 





ALUMINUM GOODS MANUFACTURING COMPANY ° MANITOWOC, WISCONSIN 
FIFTH AVENUE BLOG NEW YORK 10 MERCHANDISE MART CHICAGO 54 


worio's ee es ae ee ee! orf ALUMINUM COOKING UTENSILS 
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The Complote Lino of modern kerosene cooking appliances 























No. 1958 Sets of Legs can be supplied for C-29, C-39 








~ BOSS Pportasie OVENS 





Three different 
type burners... 


“A” with number 
means Boss Top- 
Speed, long chimney 
burner. Instant cook- 
ing heat. Perfect con- 
trol. Hot, Clean, Sofe. 


"Ss" with number 
meons Boss Biv-Hot, 
odjusteble wickless 
short drum chimney 
burner 
Extra large combus- 
won chamber, gener- 
jes clean, hot, cone 
shape bive fleme. 





= ‘3 -, 
. Pe - 
—- 


ae 


/ Pie , A-145 68-545 


BOSS is the BIG NAME in Kerosene 
appliances. Accepted by dealers and 
users as the finest in design and 
workmanship . . . economy and satis- 
faction. BOSS offers you the most 
complete and profitable line of 
kerosene stoves, ovens and heaters. 
Illustrated are just a few of the many 
models and styles available. See 

your BOSS jobber or write us direct 


for information. 


THE HUENEFELD CO. 
2701 Spring Grove Avenue 
Cincinnati 25, Ohio 





